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Dealer Profits Edge Up; 
| Still Too Small’—NADA 


profits of franchised dealers | 


I ’ just managed to reach the one 
ent mark in the first half, 
INADA’s quarterly Business Man- 
/ ment Survey reported last week, 
| The trade association called 
the earnings figures “the most 
ous situation which has con- 
onted the entire industry since 
e war.” 

The six-month profit average 
presented a fractional increase 


the 0.8 percent reported for | 
NADA | 


first quarter of 1956. 
d that the one percent profit 
“far short” of the comparable 
percent for both the first half 
d the first quarter of 1955. 
> * > 


WAS also a reversal of the 

= general pattern of recent years | 

nm spring sales have brought a} 

tial buildup of profits in the | 

half, even though these were 

rgely dissipated later in the) 

." NADA commented. 

NADA declared that 28 per- 


Model Changes 
bringing New 
-roduction Low 


By Martin L. Whitmyer 
Staff Writer 
f the Labor Day holiday and 
changeover operations gnawing | 
production schedules, car manu- | 
uring this week is expected to| 
limited to 45,000 or 50,000 units. 
The precise figure will depend | 
how rapidly American Motors | 
d Lincoln can return to normal 
put operations and whether| 
, Oldsmobile and Pontiac} 
ntinue average three-day opera- | 
at their outstate assembly 
nts. 

Either figure would mark a 
low for car output in 
e U. S. Lowest output in the 
22 months was the 44,882 
P; turned out during the week 
ended Oct. 15, 1954. The following 
week in 1954 saw only 45,649 cars 


© This week will find DeSdto 
: d to the list 6f manufacturers 


h have completed 1956-model\ 


‘Tun output and entered the change- 
ver period. Other manufacturers 
-eurrently down for changeovers to 
787 models are Chrysler division, 
Podge, Plymouth, Ford, Studebaker 
ind Packard. 
None is expected to resume as- 
ably operation until next Mon- 
, Sept. 10, when Ford and 
ymouth are tentatively scheduled 
begin output of 57 models. 
her Chrysler Corp. units and 
tudebaker are scheduled to begin 
embly of 57 models about mid- 
Ronth. Resumption of output at 
(Continued on Page 46, Col. 3) 





cent of the dealers reporting in 
the survey were in the red at the 
end of June and warned that 
“any repetition of the heavy 
losses which have accompanied 
new model changeovers in the 
past would surely be disastrous.” 
_ The only chance for a better- 
ment of the unhappy situation,” 
said NADA, “now lies in an orderly 
liquidation of present inventories, 
and a strong upward turn in the 


market following new-model intro- | 


ductions.” 
* * * 
sypaeae profits per new car and 
truck unit retailed in the sec- 
ond quarter edged up in proportion 
to the advance of the percentage 
profit from 0.8 to one percent. 
The industry average profit was 


* * * 


| $48 at the end of the first 1956 
| half, compared to $40 at the end 
| of the first 1956 quarter and $138 
at the end of the first 1955 half. 
| Group I dealers (one to 149 units 
| retailed in 1955) averaged 0.7 per- 
| cent profit—$33 per unit—for the 
| first half. Their first-quarter aver- 
age was 0.5 percent—$24 a unit, 
while their 1955 first-half return 
was 3 percent—$141. 

| categories fared much better than 
Group I in the first half. Group II 


Dealers in the larger volume | 


Congressmen View Safety Test— 


A new Chevrolet hardtop that still has support in its roof, after being rolled over 


five times, is viewed after a structure test 


at the General Motors proving ground by 


(150 to 399 cars and trucks re-| members of the House subcommittee visiting Detroit for a check of automotive safety 


tailed last year) netted 1.3 percent | 


—$64 a unit. This compared to 1.2 


developments. From left are Rep. Walter 


E. Rogers, Texas Democrat; Rep. Paul F. 


| Schenck, Ohio Republican; Rep. John V. Beamer, Indiana Republican; Charles A. 


percent—$58—in the first quarter | Chayne, vice-president, GM engineering staff; Rep. Don Hayworth, Michigan Demo- 
crat, and Rep. Kenneth A. Roberts, Alabama Democrat and subcommittee chairman. 


(Continued on Page 8, Col. 2) 
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How Dealers Fared on Expenses, Profits 


Eprror’s Note: The following figures are taken from the NADA bulletin, “Operating Averages for 
the Automobile Retailing Industry:” 


TOTAL SALES 
GROSS PROFIT 
Selling Expense 


TOTAL EXPENSE 
OPERATING PROFIT 
Including Finance Reserve .. 


, 
* Groups are based on the volume of 1955 retail deliveries Of new cars and trucks as follows: Group I, 1 to 149 units; 


FIRST HALF, 1956-1955 


OPERATING PROFIT BEFORE TAXES 


*GROUP I GROUP II 
1955 
100.0 
14.8 
3.2 
8.6 
11.8 


1955 
100.0 
14.8 
3.8 
7.7 
115 


1956 
100.0 
14.0 
4.1 
8.6 


1956 
100.0 
13.8 
4.2 
8.2 
12.4 
3.0 1.3/ 


3.3 14 


Group II, 150 to 399; Group III, 400 to 749, and Group IV, '750 and over. 


By Robert M. Lienert 
Associate Editor 

ROWING public concern over 

highway fatalities may pose a 
threat of Federal controls for car 
makers, it was indicated last week 
in the course of an investigation 
into highway safety by a House 
subcommittee. 

\.The five-man group spent the 
week visiting General Motors, 
Fora Motor Co. and Chrysler 
Corp. * 

W hile the Congressional fact- 
finders s ed surprised and 
pleased by the industry’s engineer- 
ing and stylimg efforts toward 
building safer vehicles, the auto 
makers also came-in for some 
criticism. 

* x *” 
GAD Rep. Kenneth A. Roberts, 
Alabama Democrat and chair- 
man of the Interstate and Foreign 


Inside Automotive News... 


Georgia dealer convention gets warning on 
industry’s public relations. Page 3. 


Final article in series on dealership labor rela- 


tions. Page 15. 


Dealer expenses for first half tabulated. Page 8. 


Dealer Business Counsel returns. Page 16. 
New-car and truck registrations and new-car prices, Page 40. 


Detroit auction, Page 4; 


other auctions, Page 37. 


Vehicle production by makes, Page 46. 


Safe-Car Law Hinted by Probers 


Commerce subcommittee on traf- 
fic safety: 


“I would be the last one in | 


the world to suggest Federal 
standards for auto design and 
production, because I firmly be- 
lieve in America’s great free- 
enterprise system. 

“But ‘we may reach a point where 
the public interest overshadows the 
industry’s interests.” 

Roberts made his remarks in an 
intefview that was not a part of 
the official record. 

7 * on *” 

ARLIER, Roberts had said that 

a good deal of the mail coming 
to the subcommittee criticized the 
auto companies for overselling 
speed and underselling safety. 

Rep. Walter E. Rogers, Texas 
Democrat, also speaking off the 
record, said that if Congress de- 
cides some sort of controls are 
necessary after receiving the 
subcommittee’s report, they might 
well involve performance stand- 
ards as well as required installa- 
tion of certain safety equipment. 

Roberts perhaps made industry 
chieftains breathe a bit more easily 
when he said: “We are quite im- 
pressed with the fine demonstra- 
tions we have seen. We wanted to 
see first-hand the strides industry 
is making fof the benefit of the 


| American people.” 
2 * a” 


Was the investigators 
exhibited a consuming interest 
in high horsepower during formal 
taking of testimony, none suggested 


GROUP Ill 
Pct. Total Sales Pct. Total Sales Pct. Total Sales 
lst Half ist Half ist Half ist Haff ist Half ist Half ist Half ist Half ist Half ist Half 


1956 1955 


100.0 
14.1 


11.2 


| that the report to Congress would 


| mittee will go out of existence 
| Jan, 3. 





INDUSTRY 

GROUP IV AVERAGE 
Pct. Total Sales Pct. Total Sales 
1956 
100.0 
13.5 
4.2 
79 
12.1 


1955 
100.0 
13.4 
4.1 
6.3 
10.4 


1956 
100.0 
14.0 
3.8 
9.2 
13.0 


1955 
100.0 


4.2 
7.0 


2.9 14 3.0 1.0 


make any recommendation toward 
placing a ceiling on horsepower. 
The report is to be filed before the 
end of this year, and the subcom- 





Industry representatives spent 
a considerable amount of time 
explaining that high horsepower 
improves highway safety by 
giving the car greater passing 
ability and flexibility at cruisng 


They also carefully showed how 
engine components and accessories 
on the modern car can “soak up” 
as much as 40 percent of the en- 
gine’s rated horsepower. 

Gist of the industry testimony on 

(Continued on Page 42, Col. 1) 


AMC Ups Capital 
With New Credit 


MERICAN MOTORS last week! 
announced a new $67% million 
financing arrangement which Presi- 
dent George Romney said would 
boost the corporation’s working 
capital by more than $10 million. 
Under the new two-year scheme, 
the company’s credit agreement 
with 27° banks has been reduced 
in amount, and its due dates on 
long-term debt owed to Pru- 
dential Life Insurance Co. have 
been extended. 
AMC previously had a credit ar- 
rangement for loans with a group 





(Continued on Page 6, Col. 1) 


Packard Dealers 
See Car for °57 


January Debut Set; 
Sales Chief Named 


By W. C. Lockwood 
Staff Writer 
OUTH BEND. — Production of 
a 1957 Packard car will com- 
mence in December. The car will 
be introduced to the public in 
January. 


Harold E. Churchill, president of 
Studebaker-Packard, said S-P 
would continue to 
produce autos 
and endeavor to 
reach a “break- 
even point” as 
soon as possible. 
The Packard- 
Clipper Dealer 
Council met here 
last week to see 
the new Packard 
and to hear com- 
pany executives 
explain the 1957 C. K. Revelle 
plans and program. The announce- 
ment that a 1957 would be made 
came from Churchill after the 
meeting. 
ok * oe 

HURCHILL also announced that 

Carl K. Revelle, 21 years with 
Studebaker and former western re- 
gional sales manager, would be- 

(Continued on Page 6, Col. 1) 


Top Cars 


New-car registrations for six 
months plus 88 states for July: 
1956 Pos. Make 1955 Pos. 

1—873,394 Chev. $31,596— 1 
2—727,326 Ford 812,834— 2 
3—315,545 Buick 412,592— 3 
4—277,098 Plym. 371,464— 4 
5—255,721 Olds. 316,035— 5 
6—206,590 Pontiac  289,154— 6 
I—154,998 195,030— 7 
8—123,119 157,073— 8 
9— 79,154 79,209—10 
10— 62,399 84,550— 9 
1l— 57,789 68,264—11 
12— 47,262 57,601—12 
13— 45,862 52,035—13 
14— 23,765 17,136—16 
15— 20,090 25,930—15 
16— 19,108 29,175—14 
17— 5,630 7,222—17 
18— 988 
45,071 28,253 
Total All Makes 
3,340,909 3,835,153 
Further details on Page 40. 
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Price-Hike Expectancy Also Cited .. . 





Used-Car Strength 


By Robert M. Lienert 


Associate Editor 
— the midway point of the 
cleanup season at hand, dealers 


are finding two aspects of the cur- | 
rent market to their liking, accord- | 


ing to field reports. 


First, new-car stocks are hold- 
ing at comfortable levels and 
show every indication of going 
lower. Second, deals “with a little 
money” in them are more com- 
mon. 

There are, in turn, two factors 
at work which are helping in the 
job of selling out 1956 models. 






Trailer Maker Denies 


Have Resulted 


DETROIT. — Fruehauf Trailer 
Co.’s action in acquiring five truck- 
trailer manufacturers “has not less- 
ened competition, nor has it re- 
sulted in a monopoly,” Roy Frue- 
hauf, president, said last week in 
answer to a Federal Trade Commis- 
sion complaint. 

An Oct. 30 hearing has been 


scheduled on the complaint which | 


charges Fruehauf violated the 
antimerger law by acquiring five 
of its chief competitors. 

Fruehauf said the effect of the 
acquisitions has been to “lower 
transportation costs for the people 
all across the nation.” , 

He pointed to the increasing de- 
mand for highway freight equip- 
ment, and said it has been neces- 
sary for his company to move ahead 
to satisfy this demand. 

“There is ever room for others,” 
he declared. 

The FTC also struck at Fruehauf 
Trailer Finance Co., charging the 
parent company with “exercising 


potential monopoly power to frus-| 


trate the growth or survival of its 


small competitors by offering buy-| 
ers special financing deals these 


(competitors) cannot match.” - 
Fruehauf said the finance unit 
has done more for the small busi-| 


Sutherlen Named 
Olds Sales Chief 


As Jones Retires 


LANSING. — Retirement of G. R. | 
Jones as Oldsmobile general sales| 
manager and appointment of - were! 


H. Sutherlen as his successor were 
announced last week by J. F. Wol-| 
fram, Oldsmobile general manager. | 

Jones, 61, a former California} 
dealer who rounds out 30 years of 





V. H. Sutherien 


G. R. Jones 


service with General Motors, has 
elected to retire under provisions of 
the General Motors retirement pro- 


During Jones’ seven years as gen- 
eral sales manager, Oldsmobile has 
experienced its greatest period of 
growth. Sales volume climbed from 
270,000 in 1949 to a record 609,000 
units in 1955. Jones started with GM 


in 1926 as a district man for Oak- | 


land. 

Jones also served with the Buick- 
Olds-Pontiac Sales Co. before be- 
ing named Pacific Coast regional 


manager for Oldsmobile in 1933. He | 
was appointed general sales man-| 


ager in June, 1949. 


Sutherlen, 42, has been serving as, 
western assistant sales manager.) 
He joined Oldsmobile in 1936 in the| 
Los Angeles zone office and became | 


a district manager in 1938. Since 
then he also has served in the In- 
dianapolis and Portland zone offices. 
In 1948 he was appointed zone man- 
ager at Los Angeles and in 1954 was 


elevated to southwest regional man-| 


Fruehauf Answers FTC 


| Most important, probably, is the 
| vigorous demand for clean used 
|ears and the high prices these 
|units command in the marketplace. 
| Used-car prices, which have held at 
remarkable levels all year, show 
no perceptible signs of weakness. 
* * * 

HE second major cleanup aid is 

the much-talked-about price 
boost expected for 1957 models. An- 
ticipated higher prices — industry 
|estimates range from $50 to $60 on 


| popular models—are having a di- | 
‘rect effect on’ new-car sales cur- 
rently. 

| The expected higher prices are 





Acquisitions, Financing 
in a Monopoly 
nessman in the trucking industry 


“than any other agency devised by 
private or governmental initiative.” 


He said it makes funds avail- | 


able to “a multitude of small busi- 

nessmen whose needs cannot be 
supplied by short-term commer- 
cial bank lenders, and who can- 
not compete for funds in the long- 
term capital market with large 
corporate borrowers.” 

He added: “Our customers are 
perfectly free at all times to pay 
cash, or to arrange their financing 
through any other medium.” 

The FTC said Fruehauf’s own 


share of a market in which there 
| 


are about 100 manufacturers is 37 
percent and that, with the acquired 
companies, it controls more than 48 
percent. 
The firms bought by Fruehauf 
were listed by the FTC as: 
Carter Mfg. Co., Inc., and Carter, 
Inc:, Memphis, acquired in 1947. 
Brown Equipment & Mfg. Co. 
Westfield, Mass., acquired in 1953. 
Hobbs Mfg. Co., Fort Worth, and 
Hobbs Trailer & Equipment Co. 
Dallas, acquired in October, 1955. 
Strick Plastic Corp. Perkasie 
Pa., and Strick Corp., Philadelphi 
acquired in January, 1956. 
Independent Metal Products Co.,| 
Omaha, acquired in April, 1956. 
In 1955, according to the FTC 
complaint, total sales of new trail- | 
ers were more than $371 million | 
with Fruehauf’s combined share | 
totalling more than $181 million. 


’| for that classification, The revised 
|price on "49s also brought a new | 
| low, 


%/not been undercut since Jan. 16. 


Helps Cleanup 


also helping the cleanup in an 
indirect fashion, in that they are 
propping up the value of used 
cars, thereby avoiding reposses- 
sions of some of the cars sold 
earlier this year. 

Some dealers are promoting sales 
of ’56s with the idea that prospects 
may have to pay at least $50 more 
for the same model in its ’57 ver- 
sion. 

With the expected boost, used 
|cars are holding firm in value and 
are pretty much avoiding the early- 
fall slump prior to new-model in- 
troductions—when every used car 
becomes one year older. 

* * i 


a, relieved of the pres- 
sure of quickly turning over 
|their used-car inventory to keep 
from getting caught in the price 
squeeze, have been able to concen- 
trate their attention on the new- 
car department. 
Nevertheless, new-car sales in 
| September doubtless will be at 
one of the lowest levels for that 
month in any year since the war. 
| Dealer reports to AvTomotTive 
News indicate that a sales slide 
| Started in mid-August, and may 
| continue through September. This, 
they feel, is the normal result of 
relatively low stocks and scanty 


| production. 
* 


= 
HE overall average price of 


used cars sold at wholesale auc- 


* 


| tion last week edged downward $1, 


| to level off at $833. 
| Three models showed gains on 
Automotive News’ index, while five 
declined in price. 

Increases were ’56s, up $8 to 
$2,153; ’54s, up $5 to $1,090, and 


| °52s, up $1 to $467. 
Setbacks included '53s, down $1 


to $728; '50s, down $3 to $224; °49s, 


|down $5 to $166; '55s, down $7 to 
’| $1,522, and ’51s, down $6 to $314. 
The new average established for | 


| Studebaker Hawk Wins French Award— 


1950 models represented a new low 


replacing a figure that had 


Automotive News Reel 





Hot Rods Lure Prospects— 


Davis Oldsmobile, Kansas City, sponsors an annual Hot Rod Show, above, which 
cttracts more than 10,000 visitors every year. Winners in three classes, drag-race 
cars, custom-built cars and custom-built trucks, are chosen by popular ballot and re- 
ceive cups donated by Davis. Persons voting have to obtain ballots at the showroom. 








Studebaker's Sky Hawk won the Grand Prize of Honor at the prominent Concours 
d'Elegance Automobile de Cannes in France. The Hawk, owned by Nick Heliopoulos, 
of Cannes, was presented to the outdoor audience by Mme. Heliopoulos. 


Good Days Due, Dealers Told 4 


WHITE SULPHUR SPRINGS, W. 


sales—now for the fourth consecu-| he comes with a clipping of the 





an e 





|Fruehauf’s overall 1955 sales, in- 


| Va. — “At no time in the past 12 
|}months have dealer prospects 
|looked better for the immediate 


In addition, the complaint stated, 


| downpayment, 
| vehicles purchasing methods of | 


cluding parts and accessories, 
amounted to more than $223 mil- 
lion. Also the complaint said there| 
was $11 million in sales to the U. S.| 
and $1 million in trailer rent rev-| 
enue. | 

The FTC's complaint attacks cer- 
tain alleged pricing, financing,| 
leasing and _ used-| 





Fruehauf, including loans said to} 
have been made to actual or poten- | 
tial customers. 

The complaint charged that Frue-| 
huauf’s seven-year finance plan, as} 
inade available to buyers, is much} 
more advantageous than the nor- 
mal! loan periods which competitors 
can offer. 

The FTC alleged that Fruehauf 
arranged its financing in con- 
junction with its wholly owned 
subsidiary, Fruehauf Trailer Fi- 





nance Co. “This controlled financ- 
(See FRUEHAUF Page 7, Col. 5) 






Auto Production — 77,243 cars, 
trucks in week vs. 100,782 year ago. 

Business Failures — 215 in week 
vs. 180 year before. 

Department Store Sales — Up 5 
Percent from year before. 

Freight Loadings — 769,624 cars 
in week, a decline of 6,077 cars from 
year before. 

Gasoline Stocks — 176,202,000 
barrels, a decline of 1,355,000 barrels 
in week. 

Jobless Claims—182,000 in week 
vs. 170,200 year ago. 

New-Car Registrations—3,340,- 
909 in 1956 to date vs. 3,835,153 year 
ago. 

New-Truck Registrations—493,- 
762 in 1956 to date vs. 481,833 year 



















ager at Dallas. 


ago. 






Business Barometer 


future,” General Motors’ Patrick J. 
Crowley told the 23rd convention of 
the West Virginia Automobile 
Dealers Assn. last week. 

Crowley is administrative as- 
sistant to Ivan L. Wiles, GM’s 
dealer relations executive vice- 
president. He called for reinforced 
dealer confidence as the “bedrock 
of successful selling.” 

Other convention speakers were 
Walter B. Cooper, chairman of 
NADA’s public relations committee; 
N. L. Watlington, Magic City Motor 
Co. (Ford), Roanoke, Va. and 
Francis P. Lowery, assistant di- 
rector, Inter-Industry Highway 
Safety Committee. 

Expanding his predictions of a 
bright future, Crowley said, “In 
the case of GM dealers at least, 
dealers have been cutting their 
overhead expenses in relation to 





Oil Stocks — 277,065,000 barrels, 
an increase of 2,676,000 barrels in 
week. 

Steel Output — 96.5 percent of 
capacity estimated vs. 95.8 percent 
week before. 

Wholesale Prices—114.6 percent 
on 1947-49 index vs. 114.5 percent 
week earlier. 








at ae 
Common Stocks 
Aug. Aug. 1956 

29 22 High Low 
Am. Motors 6 6% 8% 6 
Chrysler 67 67 87 60 
Ford 58% 57, 63% 51% 
GM 47 45%, 49%, 40Y, 
S-P 6Y, 6% 10% 6% 
Average 36.98 36.63 





tive month. 

“Dealers are vigorously and re- 
sourcefully beginning to take per- 
sonal action in sales, service and 
business management. Current 
models are being cleaned out at an 
early date. Shortages of such cars 
already appear imminent. 

“Dealer profits are improving 
slowly but surely—and in almost 
direct relation to the ability, ef- 
forts and efficiency displayed by 
the individual dealer himself.” 

Crowley, a Chevrolet dealer in 
Providence before joining Wiles’ 
staff, called attention to “the great 
potential that lies ahead in the 
long-range future.” 

“The two-car-per-family era is 
here,” he declared. “The three-car 
era is fast coming upon us.” 

He mentioned GM’s new selling 
agreement and its Quality Dealer 
Program. The dealer program, he 
said, lays a firm foundation for 
dealers’ confidence in their oppor- 
tunities under a GM franchise. 

Cooper, a Chevrolet dealer in 
Fort Collins, Colo., urged his 

audience of 340 dealers and their 
families to promote public accept- 
ance of the new-car dealer as a 
citizen and as a merchant who 
furnishes both service and in- 
tegrity in business. 

“We are selling more than price,” 
he said. “The same forceful tech- 
niques that have been used to pro- 
mote the product now must be used 
to promote the dealer. 

Watlington offered timely advice 
on used-car merchandising. He de- 
clared that his own company has 
turned over its stock three times a 
month for the last 15 years and has 
not had a repossession in 11 years. 

He urged dealers to recondition 
the cars, price them fairly and to 
advertise. 

“We have tried every method,” 
he said, “and have proved beyond 
a doubt that newspaper adver- 
tising is most effective. It not 
only brings in the prospect, but 





advertisement in hand, asking for 
a particular car.” 

Lowery complimented the dealers 
on their cooperation with safety 
programs and urged continuance of 
such activities as driver education. 

Taking note of misleading adver- 
tising, the association adopted 4 
resolution condemning such prac- 
tices and urging members to ad- 
here strictly to ethical presenta- 
tions. 

Bernie F. Sonderman (DeSoto- 
Plymouth), Wheeling, was elected 
association president, succeeding 
Andrew B. Clark (Ford), Prince- 
ton. Other officers are A. W. Orn- 
dorf (Chevrolet), Montgomery, first & 
vice-president, and Tag Galyean 
(Dodge-Plymouth), Charleston, 
secretary-treasurer. 

Regional vice-presidents are John 
D. Queen (Chevrolet), Wellsburg, in 
Region One, and Joe McWhorter 
(Chrysler-Plymouth), Parkersburg, 
in Region Two. Directors are W. 
O. Davis sr.; O. L. Mullin (Ford), 
Madison; M. C. Paterno (Pontiac), 
Charleston; William R. Thompson 
(Oldsmobile), Fairmont, and Mar 
vin Iden (Buick), Phillipi. 


Car Exports Fall 
5th Month in Row 


DETROIT. — New-car exports in 
July declined for the fifth straight 
month, the Automobile Manufac- 
turers Assn. reported last week. 
The July total of 11,167 compared 
to 11,899 in June and 15,334 in July, 
1955. 

Trucks exports also fell off, with 
July’s total of 17,687 below June’s 
18,328 but above the 15,850 shipped 
overseas in July a year ago. Eighty- 
seven buses were exported in July, 
compared to 32 in June and 40 in 
the 1955 month. 


| 
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Dealers tell me 








By John 0. Munn 























OST of us are familiar with the 

fact that each of the past 14 
months has seen an increase in 
traffic fatalities as compared with 
corresponding months of the pre- 
vious year. If the present rate con- 
tinues there will be an alltime high 
of 42,000 traffic deaths in 1956. Last 
year, you will remember, this loss 
of life plus injury and property 
damage cost the American people 
an economic loss of more than $4.7 
billions. 

It is not too surprising, tragic 
though it may be, that this in- 
crease continues. There has been 
an increase of 97.5 percent in 
motor vehicle registrations in the 
past 10 years. With more motor- 
ists driving more vehicle miles 
each year the exposure to acci- 
dents has climbed tremendously. 


But this increased number of 
cars and use of cars does not fully 
explain the reason for the increase. 
The inadequate roads have much to 
do with this record. So have human 
faults, mechanical failure and car 
design. Surely there is need for ac- 
tion on all fronts to reduce it. 


There are many groups acting 
effectively to stimulate and encour- 
age traffic safety. Among them is 
the Inter-Industry Highway Safety 
Committee, whose managing direc- 
tor. Bud Darlington, and his ac- 
tivities, are familiar to most auto- 
mobile dealers. He is a dedicated 
man who lives and breathes traffic 
safety 24 hours a day. 


He has been responsible for or- 
ganizing group activities in our 
trade, among many others, with 
much success. In fact he is the focal 
point in promoting safety activities 
such as high school driver educa- 
tion for which dealers provided 
more than 9,000 cars for the last 
school term. 


He has organized teen-age traffic 
safety conferences in many cities 
and counties. He has promoted 
good-driver pledges for sons and 
daughters with the result that al- 
most seven million agreements have 
been signed. His committee has 
been extremely active in the An- 
nual Safety Check which this year 
found nearly a thousand cities and 
counties cooperating. 

* * = 


Race for Power 


Most dealers expect to continue 
safety work with all the em- 
phasis in their command. But they 
believe that the result of their 
labors has been offset by the 
suicidal power race of automobile 
manufacturers. It has been said 
that the industry has ceased to be 
providers of transportation and be- 
come purveyors of speed. 

As long as the manufacturers 
talk and emphasize power more 
and more drivers, particularly the 
younger set, will squeeze the last 
mile of speed out of their vehicles. 
Too much factory sales promotion 
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Washington Column 


is on power rather than on the 
numerous other saner features. 

We, as dealers and salesmen, are 
led, too many times, to make our 
demonstrations wholly on accelera- 
tion, Let’s all realize that power is 
not a substitute for superior per- 
formance. 

Twenty-five years ago factories 
advertised speed. When one maker 
extolled his product as a 60-mile-an- 
hour vehicle, a competitor would 
come out with a 70-mile claim. At 
that time the manufacturers got to- 
gether and agreed never to pro- 
mote speed. 

But in emphasizing power, isn’t 
the industry doing the same thing 
that they agreed to refrain from 
years ago? 

Surely one does not have to look 
far in the future to see, if this 
power race is not stopped, it will 
lead to national legislation to curb 
horsepower in cars. That would be 
regrettable. Surely our nation can- 
not embark on a multibillion-dollar 
road program to make highways 


race tracks. 
+ a” 


Wrong Emphasis? 


OST dealers think the factories 

should be criticized for men- 
tioning in their advertising the win- 
ning of speed contests—for having 
anything to do with stock-car races 
and mountain climbs. This cannot 
help but encourage the younger 
generation, at least, to try out the 
muscles of their cars. 

Doesn’t this heroizing of speed 
result in tire squeeking from 
sudden starts and speed around 
curves which is so prevalent with 
our younger drivers? Dealers also 
assert that television showing of 
the easy passing of traffic is an 
encouragement to take chances. 

All factories have their own test 
tracks where automobiles can be 
developed on the scientific basis. 
Leave the races to the promoters. 
The industry should ignore and dis- 
courage them. 

There is a lot of criticism on the 
part of the public about lack of 
safety in the design of the current 
cars. On many models the spearlike 
hood ornaments or the contour of 
the current headlights become lethal 
weapons. The advertisement of 
safety features, dealers say, only lull 
many drivers to carelessness. Under 
certain conditions a safety belt in- 
creases the injury. A safety harness 
would be better. What we want in 
the design of a car is not only to re- 
duce injury but to prevent the ac- 
cident. 

We, as a trade, should work on 
the safety projects with Bud Dar- 
lington. Factories can well afford to 
find sales appeals other than power. 
They can take a big step toward ac- 
cident elimination by designing 
more safety into the car, the elimi- 
nation of protruding door handles, 
for instance, more smooth and 
rounded front ends, dashboards 
moved forward and rendered less 
deadly by padding, rear window 
ledges eliminated and seats that 
don’t rip out easily. 

* * * 


Seven Safety Rules 


yume I think, every dealer 
might well share with each of 
his owners the Seven Command- 
ments for Safe Driving as recently 
outlined by Roy Fruehauf. 

1. Park all your problems at the 
curb; don’t take them with you on 
the road. 

’ 2. Never debate the right-of-way; 
give it. 

3. Never fight sleep at the wheel; 
surrender to it—off the road. 

4. Never decide in advance how 
many miles you'll go in a single 
day; let the weather and your 
own physical condition decide. 

5. Go slowly enough at night so 


you can stop within the range of|- 


your headlight beams. 

6. Remember that your car sup- 
plies the power — you supply the 
brains. 

7. Pass if you must—but do it at 
the right time, the right place and 
without swerving in front of the 
cars you pass. 
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Industry Warned to Rebuild Goodwill... 


‘Beware of Politicians’ 


SAVANNAH, Ga, — Unless auto 
dealers and manufacturers resur- 
rect their public relations, there 
may arise “political pressures call- 
ing for fundamental change in the 
industry.” 

That was the warning voiced last 
week by Charles L. Jacobson, dealer 
relations vice-president of Chrysler 
Corp., in a talk before the annual 
convention of the Georgia Automo- 
bile Dealers Assn. 

Jacobson declared that political 
considerations could affect the 
present dealer franchise system 
as well as manufacturing. 

“Once the general public has be- 
come thoroughly disaffected,” he| 
said, “the political opportunists will | 
find the field wide open.” 

Charles R. Beacham, Ford divi- 





sion general sales manager, told 
the convention that recent factory- 
dealer controversies resulted “from 





C. R. Beacham Cc L. 


being too much concerned with 
our short-range differences.” 
“One of my major goals,” 





Burgess Spreads ‘Pennies from 





Heaven'— 


Capitalizing on Rambler's “penny-a-mile” economy run, Burgess Motors (Nash), 
Oceanside, Calif., entered this car in a local parade. The girls threw pennies to the 
crowd to dramatize the song title, “Pennies from Heaven." The pennies were attached 


to cards detailing the results of the economy run. 








57 Detroit Auto Show Drops 


Stars for Added Exhibits 


DETROIT. — Detroit's 44th an- 
nual Auto Show, to be held Jan. 
19-27 at Detroit Artillery Armory, 
will forego big name screen and) 
stage stars, it was announced last 
week by Don A. McIntyre, presi- 
dent of Detroit Auto Dealers Assn. 

Main added attractions will be 
exhibits by allied industries in Mich- 
igan, such as chemical, pharmaceu- 
tical and industrial firms. Probabili- 
ties are the J. L. Hudson Co.’s| 
“Detroit Tomorrow” exhibit and| 
General Motors’ Parade of Prog- 
ress. 

McIntyre, subbing for Show 
Committee Chairman Harold 
Johns, revealed that the absence 
of star entertainers will cut the 
show’s budget in half. He said the | 
committee’s feeling was that the 
new location in the Armory, near 
the center of population, plus the 
allied exhibits, would more than | 
offset the pulling power of top- | 
flight stars. 

Drawings were made for positions 
in the show, following the usual 
procedure of first choice going to 
the car maker with the highest 
wholesale dollar volume in the fis- 
cal year ended June 30. 

The makers and dealers drew for 
space in this order: Chevrolet, Ford, | 
Buick, Oldsmobile, Plymouth, Pon-| 
tiac, Mercury, Cadillac, Dodge, 
Chrysler, DeSoto, Lincoln, Nash-| 
Hudson and Studebaker-Packard. | 

Exhibit space at the Armory | 

will total 156,000 square feet, an | 
increase of more than 100 percent 
over that available in recent years 
at State Fair Grounds. 

Parking facilities for 3,500 cars| 





Treleaven Retires 

COLUMBUS, O.—H. J. Treleaven, 
vice-president of L. E. & C. W. 
Medick Co., Inc. (Ford), has re- 
tired after 35 years in the auto 
business. He was with Medick for 
23 years. 





adjoin the Armory. In addition spe- 
cial bus service, a landing strip for 
small planes and even helicopter 
service will be available. 

Show committee members, besides 
Johns and MclIntyre, are Boyce 
Tope, executive vice-president of 
DADA; Leo Golcar (Buick); Ted 
Grace jr. (Lincoln-Mercury); Ed 
Rinke (Chevrolet), and Dawson 
Taylor (Dodge-Plymouth). 

Advertising for the show will be 
handled by Powell-Gayek, Inc. Pub- 


'lic relations and publicity will be 


under the direction of James W. 


| McCandless Public Relations Firm. 


—Pete WeEeMHOFF 





Beacham said, “is to improve com- 
munications between Ford dealers 
and our division. We are working 
out our mutual problems in the 
light of our common objectives.” 

Alan G. Rude, executive vice- 
president of Universal C.I.T., said 
indications pointed to a “good” auto 
selling year in 1957. He pointed out 
that about 11,000,000 persons will be 
completing car payments next year, 
while another 4,000,000 cars will be 
junked. 

Robert C. Dunlap jr., of Macon, 
was elected president of the asso- 
ciation, and J. C. Lewis, of Savan- 
nah, was named first vice-president. 
Joe Westbrook, East Point, was 
elected second vice-president, and 
James C. Downing, Atlanta, treas- 
urer, New directors elected were 
Cc. B. Grannen, Unadilla; Leo 
Huckabee jr., Macon; W, C. Dorsey, 
Dalton; B. F. McClelland, Way- 
cross; Darrell Johnson, Thomson, 
and Dan Greham, Atlanta. 

Jacobson praised “some” of the 
activities of NADA’s public rela- 
tions committee, although he was 
quick to add: 

“Don’t ask me to cheer all of its 
actions!” 

Jacobson hailed the committee’s 
pronouncements on ethics in cus- 
tomer relations and on advertising 
principles. However, he added: 

“There would be no point what- 
ever in shutting our eyes to the 
fact that the public relations of 

the automobile business is at a 

very low ebb, We have been 

through more storm and stress in 
the past year than we can re- 
member in many a long year. 


Jacobson told the dealers that a 
dynamic partnership between deal- 
ers and factory was the means for 

(Continued on Page 41, Col. 2) 


Dealer Sheppard 
Sues Credit Firm 


For Defamation 


TULSA, Okla, — (UTPS) — For- 
mer Tulsa auto dealer Charles 
Sheppard jr. has filed a $1,040,500 
defamation suit against Retail 
Credit Co.,:Inc. 

The suit, in U. S, District Court, 
alleges that Sheppard, now a dealer 
in New Orleans, has been unable 
to get a new franchise because of 
a “false” credit report by the credit 
company and its Tulsa manager, 
E. E. Loar. 

Damaging material contained in 
the report is not specified, but the 
plaintiff claims it is “wholly false” 
and circulation of the report has 
injured his reputation, business 
and standing in the community in 
the sum of $500,000. 

He also asks $40,500 damages for 
money spent traveling about the 
country applying for dealerships or 
franchises. The suit asks another 
$500,000 in exemplary damages. 

Sheppard sold his Tulsa firm to 
Stone Brothers Buick Co. 


On the House .. . 


pt, Is this a tipoff- on new-car prices this fall? 


nounced a 2 to 





Wemhofft 


American Motors’ Kelvinator division has an- 


4 percent boost on refrigerators, 


ranges, etc., to cover hikes in steel, freight and 
component parts . 
attorneys feel that court decision invalidating 
Colorado licensing law will not affect Tennessee’s 
dealer-maker act... 

Chicago Ford dealers report used-car sales 
jumped 18 percent in August, while customer 
labor volume rose 58 percent. But in suburbs, 
used-car volume dropped 11 percent ... 
Democratic Party platform pledges retention of 
O’Mahoney-Celler good-faith act in law . 


. . Tennessee dealer association 


The 


. . More 


than 5,000 orphans attended the 52nd annual Orphans’ Outing, 
sponsored by Chicago-area dealers... 

Wisconsin association is worried about new-model previews con- 
flicting with its annual convention, Sept. 24-25; urges dealers to 
study the possibility of attending a non-conflicting preview, if two 


dates are offered . . 
Oregon’s NADA director; C. E. 
Wyoming ... Answering dealer 


. Chester McRobert (Ford) has been elected 


Webster (Chevrolet) ditto in 
congratulations on the good-faith 


law, NADA’s Fred Bell is calling on members thusly: “Let’s continue 
to work together to merit public confidence and to make a profit 


for the retail auto industry.” 


—Perre Wemuorr, Bditor, 
Automotive News 
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4-Cent Hourly Boost... 


Auto Pay Raise Adds 
To Pricing Squeeze 


By John K. Teahen jr. 
Staff Writer 


UTO workers and others whose 
wage contracts contain escala- 
tor clauses will find a four-cent-an- | 
hour increase in their next pay- | 


checks. 


The increase re- 
sulted from a rise in 
the consumer price} 
index compiled by} 
the Bureau of Labor 
Statistics. The index, | 

based on 1947-49 average prices, | 


stood at 117 on July 15. 


On Apr. 15, the last reckoning | 
date under the cost-of-living pacts, | 


the index was 114.9. 


The four-cent boost was in addi-| 
tion to the six-cent hike granted 
auto workers on June 1 of this year 
under the annual improvement fac-| 
tor in the three-year contracts| 


signed in 1955. 
* 


Hike Called ‘Surprising’ 


HERE is no doubt that the two! 


raises will play a prominent role 
in the auto makers’ price delibera-| 


tions for 1957. The consumer 


-in | 


this case the auto buyer—likely will | 
find the wage hikes built into his 


1957 model. 


The July index was 0.8 of a per- 
centage point above that of June, 


Ewan Clague, U. S. commissioner of 


labor statistics, said he was sur- 
prised by the size of the monthly 


jump. 


“We didn’t think it would be 
that much,” he said, adding, “We 
might have a small increase” in 


the next index. 


| Timken Roller Bearing Co., avert-| Alvin M. Lasky and /Aelvin J. Schrier, Woodmere, L. |.; Isadore Young, Brooklyn; Meyer Q. Kessel, Westfield, N. J.; Sanford W. 


| Reynolds Strike Ends 





The April-July rise was the high-| 
est for a three-month period since 


1951. 


The four-cent pay hike went to 


about 1% million production work- 
ers, of whom some 612,000 are em-| 
ployed by autodom’s Big Three. 
Affected are 395,000 hourly workers 
at General Motors, 127,000 at Ford 


and 90,000 at Chrysler. 


Salaried Aides Benefit 


ADDITION, 107,000 salaried | 
personnel at GM will find an ex- | 


tra $20 in their quarterly cost-of- 
living checks for the September- 


November period. The lump-sum)| 
payment will be $55, compared with | 


$35 for the preceding period. 


Most of the 53,000 white-collar 
workers at Ford and the 30,000 at 
Chrysler also will share in the 


increase. 


Walter P. Reuther, United Auto) 
Workers president, used the BLS 


| 
i 
| 





| 


announcement as a springboard to) 
charge the Eisenhower administra- | 


tion with failing to meet its 1952 
platform pledge to stop inflation. 


He called upon candidates of both 
political parties to pledge a Con- 


gressional investigation of profits 
“so as to fix the responsibility for, 





DeSoto Picks Contest Winner— sumed in July amounted to 37,907) a laboratory test engine. celerating only at brief intervals. 


Montgomery Simons, right, of Cincinnati won first prize, a trip anywhere in the | figure was 42,845 long tons, Produc-/| fuel mixture is ignited by the en-| hydrocarbons get into the Los An- 
world and a 1956 DeSoto, in DeSoto's national “Winning Ride" contest. Simons and | tion of synthetic rubbers within the | gine’s spark plug, the flaming mix-| geles atmosphere when engines are 
his wife are shown receiving the keys to the car from James L. Wichert, DeSoto} U. S. amounted to 87,811 long tons/ture fans across the combustion| accelerating or cruising, it has been 
advertising and sales promotion director. Looking on, from left, are Edward Bath,| as compared with June’s produc-| chamber until it almost touches the} estimated. 

DeSoto Cincinnati regional manager; Bob O'Hara, DeSoto public relations manager;| tion of 85,167 long tons. Reclaimed | relatively cool chamber walls. Next| Thus, Daniel said, further inves- 
D. R. Crandall jr., central zone manager; and William C. Byers, general manager,| rubber consumption during July is| to the walls the mixture does not/| tigation is needed to observe this 
George Byers Sons, Inc., Cincinnati, dealership where Simons submitted his winning | estimated at 18,350 long tons, while | burn. “thin skin” of unburned fuel under 


limerick. 


Aug. 29 Custom (8) 2-dr., $825; Main (6) 
threatened an investigation into the| at the Federal Reserve banks in (Sold 111 cars out of 190 entered.) 2-dr., $715. °53 Crest (8) station 
. . "Rae me a wagon, $700; Custom (8) 2-dr., $625; 
Federal Reserve Board's latest boost; Boston, Atlanta, St. Louis and BUICK—'56 Contury a. i. Main (8) 2-dr. $490. °S2 Crest (8; 
: : < ss i iv ,900°*, . CS) es : —— 
in the discount rate. _ __ | Dallas, il] Edt 9:. the"; Suser Riviern’ $1.. Country Squire, $700*; conv., $535*; 
| Patman charged that the hike is| Eleven of the 12 Federal Reserve | 890* (ps). '54 Super Riviera, $1,465°, Custom (8) 2-dr., 2 at $450; Custom 
|like “trying to put out a fire by| banks have increased their rates See ee Riviera, aS cule ar ees pn 
. . on : : dr, . *. '53 Super 2-dr., 55°; ahs a -ar., 
pouring gasoline on it.” He said it} to 3 percent. Only the Kansas City Special 4-dr., $700. ‘52 Super Riviera, MERCURY—'56 Monterey Hardtop. $2.- 
would be well to investigate to find) barik remained at 2% percent and | $595° 260*. °55 Monterey Hardtop, $1,660*; 
out if the trend toward higher in- indications were that the rate there | CADILLAC—'56 (62) 4-dr., $3,810* 2-dr., $1,355*. ‘54 Monterey Hard- 
“ ” ’ c 7 - s 7 9 
terest “has already gone too far. might be raised shortly. (ps). "55 (62) 4-dr., $3,200° (ps). SS, re on’ becmneees ieee 
The increase, Patman said, en-| The discount rate is the rate|| CHEVROLET—'56 Bel Air (8) Hard- $505: 4-dr.. $495°. "51 4-dr., $315. 
courages an increase in one of the| charged by the Federal Reserve $1k35¢: Tworten “By ade. $1,870. | NASH—'53 Statesman 4-dr., $480 
basic costs entering into the price) banks on loans to member banks. $1.300°. 55 Bel Air (6) Hardtop, $1,- OLDSMOBILE—'54 (88) Super 2-dr., 
of all manufacturing, transporta- eR 525°; One-fifty (6) 2-dr., $830. ‘54 $1,525* (ps). ‘52 (88) Super 2-dr., 
tion and retail operations. Bel Air conv., $1,100*, $1,060*°; 2- $680*. "51 (S88) 2-dr., $275°. 
He said it also boosted taxes by Holley Enters =. oa ieahe. Te =— - PACKARD—'55 Clipper 4-dr., $1,550°. 
. é - . ‘ : = -ar., " , : 5* 
increasing the interest rates which y « $625. '52 SL Deluxe 2-dr., $460°. '5i ae 
cities, counties and school districts License Pact — 4-dr., $290; 2-dr., 2 at PLYMOUTH—'56 Belvedere (8) conv., 
have to pay. $2,000* (ps). "55 Savoy 2-dr., $825, 
e ° CHRYSLER—’'55 (300) Hardtop, §$2,- | $710 (police cars). °54 Plaza 4-dr., 
Meanwhile, the Federal Reserve With Britons 525° (ps). 755, $740, $730. °53 Cranbrook Bel- 
7 DeSOTO—'53 Fire Dome (8) 4-dr. vedere, $565*; Cambridge 2-dr., $475. 
DETROIT. — George M. Holley $790° ¢ ; Pe ‘51 Cranbrook Belvedere, $240 
; . . ° ps); Powermaster 4-dr., $585. . ? , aA 
Court Writ Kill jr., president, Holley Carburetor Co. ‘52 Fire Dome (8) 4-dr., $485*, PONTIAC—'S6 Star Chief (8) Hard- 
. . . $330°. top, $2,100*; Chieftain (8) Hardtop, 
here, has announced signing a li- °° i 
, p $2,.030*. '55 Chieftain (8) Catalina, 
Colo Dealer Law cense and engineering assistance || POPGE—'56 Custom Royal Lancer, | $1.800*, $1,670*. '54 Chieftain (8) 
. agreement with Joseph Lucas In- came. 400" ton), "On Cereus 3 Sade a an. ane le, ina 
. . . . : : " . . I Chieftain (8) 2-dr., $700, $625*°, $610; 
DENVER. — The final judgment) dustries, Ltd, Birmingham, dr., $640°; 4-dr., $530. '51 Coronet | Chieftain (6) ondr,. $535" '52 Chief- 
and decree overturning Colorado’s| England, covering gasoline injec- Diptomat, S20 tain (8) Catalina, $680*; 4-dr., $330°. 
factory-dealer relations law has tion for automotive engines. a ee Se. B- 2 io See &) a, 
b handed dow b ial Th . t id f 795° (ps), $1,730, $1,575*; Custom STUDEBAKER — '55 President Hard- 
een nan own Dy a spec ; e agreement provides for a (8) 4-dr., $1,585. ‘55 Fairlane (8) top, $1,550* (ps); Commander Hard- 
three-judge Federal court. license to Holley Carburetor in this Crown Victoria, $1,640*; conv., $1,- top, $1,100. ‘54 Commander Hard- 
. s “. . . ba . . - . , 2. 
The judges said the law is “un-|country under all Lucas fuel in- he. Gis nes | ate 
| constitutional, invalid and may not) jection patents for automotive gas dr., $930. °54 Crest (8) station MISCELLANEOUS—'53 Chevrolet %- 
| be enforced.” They granted a per-| engines and licensing of Lucas wagon, $1,290; Victoria, $1,090°; | ton pickup, $605. 
manent injunction restraining the| under all Holley fuel injection *Indicates automatic transmission or overdrive and (ps), power steering. 
state from enforcing it. patents outside the U. S. 


| ers to buy cars, parts or tools and| knowledge and data between the 
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and bring to a halt, advancing) 


prices.” 
* 


EYNOLDS METALS CO. and 

the AFL-CIO United Steelwork- | 
ers have signed a three-year con- 
tract ending a 26-day strike at nine 
Reynolds aluminum plants. 

Most of thé contract is about | 
the same as that signed earlier 
by the USW and Aluminum Co. of 
America, according to Clyde Mills, 
assistant director, Federal Media- 
tion Service. The mediation serv- 
ice brought the principals together 
for settlement negotiations. 


Mills said the pact represent a 
package increase of about 45.6 cents 





At Mercury Dealer Management Conference— 


an hour for the three-year term, It Mercury recently held a dealer management conference with 21 of its dealer in the New York district. Paul R. Davis, Eastern 
calls for an immediate 9%-cent in-| regional sales manager, presided over the sessions, which were devoted to merchandising and business management. Dealers ot- 
crease. tending the New York meeting included Anthony Marsillo, Belleville, N. J.; Herbert Briefer, Kearny, N. J.; Michael H. Caputo, 


The Steelworkers also signed with Westwood, N. J.; George R. Gerhard, Bronx; George J. Lerner and Sam T. Borenstein, Babylon, L. |.; Al Lafayette, Brooklyn; 


ing a threatened strike. The agree-| Nadler, Far Rockaway, L. |.; L. J. Palecco, South Orange, N. J.; John J. Roche and Alfred A. Zipp, Lyndhurst, N. J.; Richard D, 
ment is a 2i-cent package which Reilly, Scarsdale, N.Y.; —7 Rosenberg and Benjamin Shapiro, Rockville Centre, N.Y.; Frederick Stembler, Freeport, N.Y.; Joseph 
(Continued on Page 41, Col. 4) | Bellavia, Valley Stream, L. I1., and Anthony J. Starapoli, White Plains, N. Y. 








| 
| 
| 
| 


|Patman Threatens Quiz | Used-Car Bulletin from Detroit .. . 
Into Loan Rate Hike Latest Auction Prices 


WASHINGTON. — Rep. Wright| Board authorized increases in the | (Aptco Auto Auction. Sales every Wednesday and Friday.) 
Patman, Texas Democrat, last week| discount rate from 2% to 3 percent | 








Other Auction Reports are on Pages 37, 38 and 39 


The law, enacted in 1955, barred Further provisions provide for 
factories from inducing their deal-| complete exchange of engineering 





required court approval of all fran-| two companies, The result of this ° 
chise cancellations or terminations.| agreement will be availability of a On Combustion-Chamber Wall... 


It was overthrown last month in a/ complete line of fuel metering sys- 
suit brought by General Motors. — _| tems from which automotive manu- > 
| facturers may choose a system best | b d F l F d 
| Suited to any particular installa- n urne ue oun 
| tion. 

Lucas has been working on the NEW HAVEN, Conn.—A “thin! was observed even when the engine 
development of fuel injection for| skin” of unburned fuel around the! was operating under accelerating 
gasoline engines for the past 10| walls of an automotive engine’s| and cruising conditions, when con- 





years, Holley said. combustion chamber has been ob-| centrations of unburned hydrocar- 
served photographically by General| bons under such conditions were 
Motors research staff engineers. | less than 5 percent. 
New-Rubber Use Reporting before the sixth In- Significance of these findings was 
° ternational Symposium on Com- | indicated when Daniel said: 
Drops In J uly bustion.at Yale University, Wayne “Hydrocarbons . . . found in ex- 


A. Daniel, of the research staff’s 

NEW YORK. — New rubber con-| fwels and lubricants department, 
sumption for July, 1956, amounted] said that although engineers have 
to 94,929 long tons, as compared! known for at least 20 years that third of the total amount of un- 
with 108,961 long tons in June, ac-| 4 small portion of fuel passes un- | burned hydrocarbons exhausted 
cording to the Rubber Manufac-| burned through an engine, its | by automobiles in the Los Ange- 


haust gas of automobiles are con- 
sidered partially responsible for 
the Los Angeles smog. About one- 


turers Assn. ; source never had been established. | les area is emitted during decel- 
Synthetic rubber consumption| He said this “thin skin” or| eration.” 
amounted to 57,022 long tons, in|“quench zone”’—two to 15 thou-| He explained earlier studies had i 


comparison with June’s 66,116 long | sandths of an inch thick—appeared| indicated a much higher concentra- | 
tons. Of total new rubber consumed, | in photos of a small segment of the| tion of unburned fuel passes | 
synthetic rubbers accounted for| combustion chamber wall. The pho-| through an automotive engine when 
60.07 percent, below June’s ratio of| tos were taken through a transpar-| it is decelerating, but under average 
60.68 percent. Natural rubber con-| ent quartz “window” in the head of| driving conditions an engine is de 


long tons. In June, the comparable| They showed that when the air-| The other two-thirds of exhaust 








June amounted to 20,049 long tons. Daniel said this “quench zone” | all possible operating conditions. 








HERE’S PROOF 
Universal C.I.T. Sales Conferences 


Pay Off In More Sales 


The unsolicited letter above is just one of hundreds of expressions 
of approval and praise of C.1.T.’s Sales Conferences for Auto- 
mobile Salesmen. 

Already, over 20,000 dealers and salesmen have attended these 
local workshop-session sales conferences. They’ve learned . . . 
through actual down-to-earth demonstrations . . . the best methods 


for using the C.1.T. Finance Plan to close more sales more profitably. 

If you, or any members of your sales staff, have not already 
attended these sessions, ask your Universal C.1.T. District 
Manager for dates and details of the next conference in your area. 
All you invest is time . . . and that time will be more than repaid in 
extra sales and profits. 


Watch for the C.I.T. ad in LIFE (Sept. 3); SATURDAY EVENING POST (Sept. 15); THIS WEEK 
(Sept. 23); PARADE and other Sunday newspaper magazines (Sept. 30); PROGRESSIVE FARMER (Oct.). 


Universal C.LT. Credit Corporation 


One Park Avenue, New York 16, New York 


MORE THAN 450 BRANCH OFFICES SERVING THE UNITED STATES AND CANADA 
(In Canada: Canadian Acceptance Corporation Limited) 
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Revelle Heads S-P Sales... 


Packard Dealers See 
‘07 to Bow in January 


(Continued from Page 1) 


come S-P general sales manager. will be announced later, Revelle 

William A. Keller, resigned, had | said. 

been Studebaker general sales man-| ‘The dealer couneil mecting 

Seunte his factory and field orga- | came after a period of anxiety 
y , | for Packard dealers, seriously 


nization soon. 
Revelle said that Studebaker ‘eat oo non about the future of 


Packard sales would be combined | However,.last week, the 23- 


in one organization both at factory | member council apparently backed 


and dealer levels. Dan O’Madigan, 5 
the program as outlined by Church- 
who has been Packard general sales hill, Revelle and other factory 


manager, will remain with the : 
firm in an advisory capacity during | °*©cutives. 
the consolidation. a 

This apparently means that | W 
S-P’s policy will be toward dual- 
ing as many dealers as possible. 
Revelle said that in all instances 
every consideration will be given 
to individual cases. 

Dates were set for dealer pre- 
views this month. Churchill said 
that, for the first time, salesmen 
will accompany dealers to view the 
new models. 

. + = 

HE first will be held Thursday 

and Friday (Sept. 6-7) in New 
York. The next will take place in 
Chicago, Sept. 14-15, then Los An- 
geles, Sept. 21, and New Orleans, | 
Sept. 28-29. 

At the two-day events, half the 
dealers and their salesmen will at- 
tend each day, Churchill said. 

As announced previously, all| 
Packard production will be done at | 
South Bend. 

“This is in line,” Churchill said, 
“with the overall program to con- 
centrate auto production here as 
one of S-P’s first cost-reduction 
moves.” 

The dealer development program | 


+ * * 


E ARE going to have a car,” 
said one dealer, who seemed 
|to catch the feeling among the 
dealers in a few words. “It may 


| but it will 
| what we feared. We'll go along.” 


“Looks pretty good to me,” said 


AMC Ups Capital 
With New Credit 
Of $6714 Million 


(Continued from Page 1) 


of banks amounting to. $73 million. | 
Last Sept. 30, at the end of the} 
company’s fiscal year, these loans | 
amounted to $36.5 million, and last | 
April, $63 million had been spent— 
but not all from the $73 million 
credit amount. 

Under the new pact, AMC’s per- 
missible credit will amount to 
$45 million. The exact amount 
owed the banks will not be dis- 
closed until the annual report 
for fiscal 1956. 

Prudential agreed to extend the 
due dates on AMC's long-term debt. 
It originally was $16 million and 
was repayable at the rate of $2 mil- 
lion a year. 

* 7 * 


yar company repaid $2 million in 
fiscal 1955 and has repaid $1,-| 
430,000 so far this year. Prudential | 
has allowed AMC to repay this} 
year’s $570,000 balance, plus the $2) 
million due in fiscal 1957, some-| 
time after Sept. 30, 1958. 

In another feature of the finan- 
cing arrangement, the banks will 
lend $2 million to Appliances 
Financial Services, Inc., an AMC | 
affiliate now being organized. 
The funds will be used for the 
purchase of ice cream cabinet 
leases from AMC. 5 
The banks also have agreed to 
accept $6 million in 10-year notes 
of Refrigeration Discount Corp., an 
AMC subsidiary. Refrigeration Dis- 
count’s holdings of AMC preferred | 
stock would be retired. 

* x > 

OMNEY said that the company 

expects earlier introduction of 
its 1957 models to help sales. 
Dealers will preview the '57 Nash, 
Hudson and Rambler models Sept. | 
24-25 in Chicago. 

He noted that Rambler was one 
of three U. S. cars whose regis- 
trations for the first six months of 
this year exceeded those for the 
like period a year ago, and pre- 
dicted that early 1957 introduction 
and the “lack of critical new-model 
problems” should give the car its 
“first full opportunity.” 








|}meeting here are: 





not be quite the car we hoped for, | 
be a lot better than/| 


| gor, Me.; Clayton G. Olson, Liv- 


another who said the dealers in his 
area had been quite concerned. “It’s 
pretty hard to leave something 
you’ve been with for more than 20 
years.” 

“We'll go along,” repeated an- 
other dealer. “Packard dealers are 
loyal. It will tide us over the 
rough spots. It means the Pack- 
ard owner will have the resale 
value of his car buoyed up.” 

“There will be problems,” said 
one dealer, “There will be plenty 

of them. I know that, and so do 
the others. But somehow I have 
faith in that man (Churchill). I 
believe he can do it.” 
* * * 
HE 23 members of the dealer 
council who attended the 
R. E. Bickel- 
haupt, Clinton Ia.; S. H. Bowyer, 
Tucson, Ariz.; Harold Cordes, Al- 
ton, Ill.; Art Covington, Bethesda, 


parked 


kled. The owner, 


that your car?” 


as well. 


was offered $1,250.” 


|Md.; Earl L. Kirk, Hutchinson, 
Kans.; J. P. Ledinsky, Grand! Syracuse; R. L. Robertson, Eu- 
Haven, Mich. gene, Ore. 

William C. Mathisen, Danbury, G. G. Russell, Cincinnati; 


Conn.; Max McLaurin, Jackson, 
Miss.; John H. Miller, St. Cloud, 
Minn.; J. P. Mooney, McKeesport, 
Pa.; Chester E. Norris jr., Ban- 





ingston, Mont.; Max Pepper, | Thomas, Waco, Tex.; 





Man Who Owns One 
Revives Past Glories 


SOUTH BEND. — A reminder 
of Packard’s past drove up and 
in front of Morris Inn 
where future plans for Packard 
were being discussed last week. 
It was a 1936 Packard convertible. 

The eyes of Packard men spar- 
immaculately 
dressed and groomed, strode from 
the car toward the lobby. He was 
greeted by a Packard man. “Is 


“Yes,” he replied. “I bought it 
in 1936 and it’s got 226,000 miles 
on it. I also own a modern Cadil- 
lac sedan but I don’t like it nearly 
I paid $1,246 for this 
Packard, and just the other day I 





| Schactmayer, Santa Monica, Calif.; | 
| F. L. Seevers, Reno, Nev.; 

| Stahl, Monterey, Calif.; 
|Sweeten III, Philadelphia; Paul J. 
| Thomas, Rapid City, S. D.; Ray 


Trotter, Orlando, Fla, and B. A 
Wackerli, Idaho Falls, Ida. 


It was said that adequate space 
is available in South Bend for pro. 
duction of an additional line of 
cars. 

S-P was said to have originally 
intended to introduce for 1957 a 
line of Studebaker and Packard 
cars that would provide for some 
integration of parts which would 
have reduced costs substantially, 

* * ea 


—— plan was thwarted, however, 
by the corporation’s failure to 
obtain needed financing early this 
year, The agreement with Curtiss. 
Wright followed on Aug. 6. 

All Packard dealers were noti- 
fied by wire of the decision made 
after the dealer council meeting. 

The wire, received in Detroit 
said: 

“IT am glad to announce that 
Studebaker-Packard will introduce 
its 1957 Packard-Clipper in Janu- 
ary, with production now scheduled 
to start in December, Public an- 
nouncement in tomorrow's news- 
paper follows conference today 
with Packard-Clipper dealer coun- 
cil. I know this news will help you 
carry out aggressive sales pro- 
grams to clean up ‘56 models.” 


Leo 


William 
James | 


James M. 





For operations requiring short transmission 


steps and high over-all gear reduction... 


mm 
TO eam CTL 


The new TDA wivE RANGE 2-Speed Axle 
brings a new concept of flexibility and 
driving simplicity to the automotive indus- 
try. It offers all the highly desirable advan- 
tages heretofore available only through the 
use of complex multiple-speed transmissions 
or auxiliary gear boxes without many of 
the penalties of one or the other: 


WITHOUT laborious two-stick shifting. 
WITHOUT wasteful excessive weight. 
WITHOUT increased driver fatigue. 
WITHOUT unusual wheelbase limitations. 
WITHOUT higher initial vehicle cost. 
WITHOUT higher maintenance cost. 


WITHOUT excessive wear on the lower 
speed gears of the transmission. 


WITHOUT restricted over-all gear 
reduction. 


WITHOUT complicated shift patterns. 





WORLD’S LARGEST MANUFACTURER OF AXLES 


This is but a brief summary of the many 
distinct, positive, provable advantages 
afforded by the development of this new 
WIDE RANGE concept in the famous TDA line 
of double reduction two-speed axles. For 
complete information on the new TDA 
WIDE RANGE Axles now available (in both 2 
to 1 and 2% to 1 ratio spreads) call, wire or 
write your nearest vehicle dealer or branch. 


Plants at: Detroit, Michigan 

Oshkosh, Wisconsin * Utica, New York 
Ashtabula, Kenton and Newark, Ohio 
New Castle, Pennsylvania 


©1956, R S & A Company 


FOR TRUCKS, BUSES AND TRAILE 


4 


! 


oa 


| 
| 


Nash 


Erne 
Boch 
Mass., 
plaque 
zone n 
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°56 Sales Drop $106 Million ... 


S-P Loses $35 Million 


SOUTH BEND. Studebaker- 
Packard Corp. has reported a loss 
of $35,465,456 in the first half of 
1956 on sales of $181,612,336. 

This compared to a loss of $9,- 
638,399 for the first six months 
of 1955. Sales slipped more than 
$106 million, from $288,595,295 in 
1955. 

The firm said it soon will call a 
stockholders meetings to act on an 
option held by Curtiss-Wright Corp. 





|Pasco (Wash.) Dealers 


Elect Saddler President 


PASCO, Wash. — Organization 


‘of the Tri-City Auto Dealers Assn. 


Nash Cites Boch 


Ernest J. Boch, left, general manager, 
Boch Sales & Service (Nash), Norwood, 
Mass., receives Nash's ‘‘volume dealer” 
plaque from R. J. Goodyear, AMC Boston 
zone manager. 


has been completed, with Pat Sad- 
ler of Kennewich, as president, 

Other officers are Keith LaPoint, 
vice-president; Henry Young, 
secretary-treasurer, and Carl Berg, 
R. H. Bussell, Clarence Yedica and 
Lou Deranlau directors. 


to purchase up to five million shares 
of S-P stock at $5 per share. 

The report, signed by Harold E. 
Churchill, S-P president since the 
agreement with Curtiss - Wright, 
said that a special charge had been 
made of $28 million for “estimated 
cancellation costs, inventories, ob- 
| solescence and other costs.” 

The report also listed a $39,511,- 
685 deficit in the surplus account 
after losses and a $32 million re- 
serve for “possible loss on disposal 
of high operating costs and surplus 
plants and properties.” 

The report disclosed that mod- 

els of the 1957 Studebaker line 

have been completed and pre- 
sented to the Studebaker dealer 
council. A Packard dealer coun- 
cil meeting was held last week. 

Churchill said, as reported earlier 

in Automotive News, that manu- 


facture of all trucks and autos by) 


|S-P will be concentrated in South 


Here’s the simple switch that turned the trick! 


The broader range of the new Timken- 
Detroit® wie RANGE 2-Speed Axle was 
achieved by a fairly simple mechanical 
rearrangement. We “flipped” our high- 
range (1) and low-range (2) helical gear 


of the 


sets—reversed their relative positions—to 
place the enlarged helical pinion of the 
high-range gear set where it would not 
interfere with the hypoid pinion (3) 


first-reduction gear set. 


| Bend as part of a program to re- 
duce losses. 

Under terms of the three-year 
management agreement, which was 
announced Aug. 6, Curtiss-Wright | 
agreed to pay $35 million for long- 
term leases of the auto firm’s Utica 
(Mich.) and South Bend plants. 

An agreement with banks, con- 
tingent upon the C-W agreement, 
extended $29,700,000 of S-P notes 
payable from current maturity to 
a three-year maturity, said 
Churchill. 

Churchill said S-P would operate | 
as a “separate entity” with C-W| 
“guidance.” However, if the stock 
option is exercised, the aircraft 
firm would gain financial control 
of S-P. 








Revelle Rests S-P Hopes 


U. C. Dealers Granted 


Paving Law Hearing 

SPARTANBURG, S. C.—Objec- 
tions of used-car dealers to an 
ordinance that all parking lots 
be paved will be aired at a City 
Council meeting tomorrow (Sept. 
4), according to Sam N, Burts, 
the dealers’ attorney. 

Burts said the dealers consider 
the ordinance “a hardship and 
unreasonable.” He said they felt 
they would not be able to operate 
under it because of the expense 
involved in paving their premises. 


‘Entirely’ with Dealers 


SOUTH BEND. — “We know} 
where we are going,” says Carl K.| 
Revelle, 48, Studebaker-Packard’s 
new general sales manager, who| 
had his first automotive experience | 
in a Studebaker branch parts de- 


partment as a schoolboy in Missouri. 


Revelle, a tall, articulate man 
with reddish hair, sat behind a huge 
desk in a corner office of the S-P 
administration building. 

“Our future rests entirely in the 
hands of our dealers,” he said. 
“Our dealers’ interests are para- 
mount with us here.” 


Revelie, until his appointment, 
was Studebaker western regional 
sales manager. He formally joined 
the firm in the West 21 years ago 
and has held executive positions 
“related to every phase of company 
sales operations,” S-P said. 

“Our first job here,” he said, “is to 
get on with combining the factory 
and dealer sales organizations (this 
was announced last week here after 
a Packard dealer council meeting). 
But we will give each dealer every 
consideration in regards to his in- 
vestment, location and other 
factors.” 

How does he feel about tackling a 
job that, admittedly, is strewn with 
problems? 

“I am confident,” he said. “The 
program is sound. It is the way 
Studebaker used to operate before 
and make a profit.” 

He said S-P must cut costs and 
tighten the entire operation. “We're 
going to rely on down-to-earth 
business principles which are good 
business whether you're selling 
autos or pickles,” he said. 

Known as a “dealers’ man”—S-P 
said all of his work with the com- 





pany has been with dealers—Re- 


| velle said that he was not going to 
| lose touch with the dealers in the 
field. 


“You have to go out where the 
problems are and find them to 
solve them,” he said. “You can’t 





do that sitting in an office and 
thinking.” 

Revelle has been in charge of the 
area in which, S-P said, the com- 
pany has gained its highest market 
penetration—the 11 western states, 
Hawaii and Alaska 

“Our dealer organization is basic- 
ally strong,” he said. 

Revelle said that he feels the 
“break-even” point at S-P has been 
pushed down to where S-P can 
make a profit. 

“I didn’t come here to fail,” he 
said. 

Despite the fact that his ap- 
pointment had been announced 
only that day, Revelle said re- 
sponse to his appointment had 
been personally very gratifying. 

(“The grapevine, you know,” he 


| said with a smile.) 


“We need everybody’s support,” 


[he said. “We need a closely knit 


jand marketing cars,” 


organization which can coopera- 
tively—dealers and factory person- 
nel—go ahead in the job of making 
he said, and 


| added: “For we know where we are 


| 
| 
| 


| 


going.” 

—W. C. Lockwoop 
Fruehauf 
(Continued from Page 2) 
ing outlet is a major sales aid in 
obtaining and holding customers,” 

the FTC said. 

About 60 percent of Fruehauf’s 
sales are made on the installment 
plan, the complaint charged. The 
sale of notes from Fruehauf to the 
financing firm rose, the FTC said, 
by 89.63 percent in one year—from 
more than $67 million in 1954 to 
$128 million in 1955. 

Last year, according to the com- 
plaint, Fruehauf Finance paid 
|Fruehauf more than $1,500,000 in 
dividends and interest. 














‘Clara Brown Week'— 


Aug. 20 to 27 was ‘Clara Brown Week’ 
as members of the South Bend-Mishawaka 
Automotive Trades Assn. displayed signs 
in their showrooms honoring Mrs. Brown, 
chief discount clerk of Associates Invest- 
ment Co.'s South Bend branch. It was Mrs. 
Brown's 30th anniversary with the firm. 
Inspecting a 1926 auto, built the year she 
joined Associates, are Mrs. Brown, William 
F. Gaunitz (center), Associates president, 
and Edmund Brown, Yeager Motor Co. 
(Buick), South Bend, and president of the 
dealer association. 





Divco Arranges 
For Purchase 


Of Wayne Works 


DETROIT. — Divco Corp., maker 
of house-to-house delivery trucks, 
has signed an agreement to acquire 
Wayne Works, Inc., Richmond, 
Ind., for stock and cash. 

The agreement was announced 
by G. E. Muma, Divco president, 
and Newton Glekel, Wayne presi- 
dent. Muma said a shareholders’ 
meeting will be called soon to vote 
on the transaction. 

The acquisition includes two 
Wayne subsidiaries—Meteor Motor 
Car division, Piqua, O., and A. J. 
Miller division, Bellefontaine, O. 
Wayne produces school-bus bodies, 
and Meteor and Miller build bodies 
for ambulances and funeral cars. 

Muma said Wayne and its sub- 
sidiaries would retain their iden- 
tities and their personnel. Divco’s 
sales were $12.2 million last year, 
while Wayne’s were reported to 
average about $14 to $15 million 
annually. 


Southwest Parley 
Draws 150 Dealers 


HOT SPRINGS, Ark.—Retail auto 
dealers of seven states gathered 
last week for the first regional 
working conference of the National 
Automobile Dealers Assn. in the 
Southwest. Frederick M. Sutter, 
first vice-president, was the fea- 
tured speaker. é 

About 150 dealers from Oklahoma, 
Texas, Kansas, Missouri, New 
Mexico, Louisiana and Arkansas at- 
tended the three scheduled sessions. 
The Arkansas Automobile Dealers 
Assn., headed by President Milton 
Green, and the Hot Springs Auto- 
mobile Dealers Assn., headed by 
President Pat Storey, were hosts. 
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NADA Calls Rate Too Small... 


Dealer Profits Rise 
To 1% in Half 


(Continued from Page 1) 


and 3.3 percent—$156—in last year’s 
first six months. 
ok * * 


ROUP III (400 to 749 sales) and 

Group IV (750 sales or more) 
each netted 1.4 percent in the first 
half, although dollar profits dif- 
fered. Group III averaged $63 per 
unit and Group IV, $56. 


By contrast, Group III earned 


Bell Will Speak 
At Texas Dealers’ 


Sept. Convention 


AUSTIN, Tex. Frederick J. 
Bell, NADA executive vice- 
president, will be one of the 
speakers at the Texas Automobile 
Dealers Assn.’s convention here 
Sept. 23-25, according to F. M. Gil- 
lespie sr. (Ford), San Antonio, pres- | 
ident. 

Gillespie said the convention’s | 
theme will be “Put Profit in Your | 
Picture.” 

Other speakers include Travis El- 
liott, management consultant; Alan 
G. Rude, executive vice-president, 
CIT, Credit Corp.; R. Earl 
O'Keefe, Amarillo (Tex.) banker, 
and DeWitt C. Greer, state high- 
way engineer. 

The morning session of Sept. 25 
will be devoted to a dealer panel 
program moderated by George R. 
Ranes (DeSoto-Plymouth), Dallas. 
Members will be Charles F, Turbi- | 
ville (Lincoln-Mercury), San An-| 
tonio; Al Parker (Buick), Houston; 
John Nash (Chevrolet), Austin, and 
Joe Kinsel (Ford), Beaumont. 


Estes to Pontiac 


As Chief Engineer 


PONTIAC, — Appointment of E. 
M. Estes, 40, chief engineer of 
Pontiac was announced last week 
by S. E. Knudsen, general man- 
ager. 

He succeeds 
George A. De- 
laney, who will 
continue on the 
general man- 
ager’s staff and 
will handle spe- 
cial assignments. 

Estes joined the 
GM Research 
Laboratories as a 

l research engineer 
E. M. Estes in 1939, became 
Oldsmobile’s motor development 
engineer in 1946 and later was ad- 
vanced to assistant motor engineer 
and to chassis engineer early in 
1951. He became body engineer late 
in 1952. In May, 1954, Estes was 
promoted to assistant chief engi- 
neer in charge of the body design, 
chassis design and standards en- 





ginnering groups. 


1.2 percent—$57—in the first quar- 
ter and 2.9 percent—$128—a year 
ago. Group IV’s first-quarter profit 
was 1 percent—$116—and its 1955 
first-half return, 3 percent—$104, 
The profit margin managed to 
reach the one percent mark 
mainly because of a cut in 
dealers’ operating expense from 
9.9 percent at the end of March 
to 9.2 percent at the end of June. 
The 9.2 percent cost factor, how- 
ever, still was a long way from 
the 7.9 percent of June 30, 1955. 


With sales harder to make, 
dealers raised their selling expense 
during the April-June period. Sell- 
ing expense accounted for 3.8 per- 
cent on the average by the end of 
the first half, compared to 3.6 per- 
cent both in the first quarter and 
at the end of June a year ago. 

+ oe + 


ALARIES, commissions and 

compensation to salesmen and 
all employes, except mechanics, suf- 
fered the deepest cuts in the second 
quarter, falling from a first-quarter 
total of 6.65 percent to 6.35 per- 
cent. Such compensation accounted 
for 5.65 percent of average ex- 
penses in‘the first 1955 half, 


As is customary in the spring 
season, dealers narrowed their 
used-car losses this year. The first- 
quarter average loss of $334 was 
reduced to $204 for the full first- 
half span. The reduction for the 
same periods of last year was from 
$170 to $135. 

Used-car supplies in franchised- 
dealer hands fell from 36.5 days 
as of March 30 to 29.9 days at 
the end of June. The average cost 
of the unit in inventory over the 
same periods rose from $652 to 
$694. 

NADA tabulated the number of 
productive mechanics employed in 
dealers’ shops on June 30. The 
average ran from 4 per Group I 
dealer to 23.5 in Group IV, with an 
overall average of 5.3. 

This, said NADA, indicates a 
total for all U. S. dealerships well 
in excess of 200,000 mechanics. 

Sales of customer labor per me- 
chanic, including body and paint 
work, averaged $2,875.31 during the 
first half, with a monthly aver- 
age of $479.21. 

* 


* * 





Dealer Picture 


At a Glance 


(First half of 1956 compared with 
first half of 1955) 


Percent |Percent 
J Down 


Up 

ee: 4.11 
Total Expense ............ 13.04 | 
Operating Profit .......... | 67.74 
Used-Vehicle Selling | 

ie Aerie aca | 2.35 
Used-Car Inventories | 6.85 
Total Service Sales ....26.07 | 
Service Absorption .... | 2.35 





Breakdown of Dealer Expense 


FIRST HALF, 1956-1955 
(PERCENTAGE OF TOTAL SALES) 


Warranty, policy, delivery 
Salaries, commissions, 


compensation to salesmen 


All other salaries, wages 
(except mechanics) 


+Employes’ bonuses 
Shop tools and supplies 


Rent and expense in lieu of rent .... 


*Advertising, other than 

factory cooperative 
Insurance, other than building 
All other expense 


TOTAL EXPENSE 


* Includes travel, promotion and service training for Ford and Lincoln-Mercury dealers. 


t Not broken down in 1955 report. 


Group II 
1956 1955 


1.01 1.06 


Group I 


1956 1955 1956 


96 


2.08 2.04 


4.31 
12 
33 
-93 


3.65 

18 
-30 
17 


35 
78 


-76 
30 
2.88 


12.72 


16 
26 
2.58 


11.48 


87 
25 
2.72 


12.43 


3.03 


11.83 


Group III 
1955 


Group IV 
1956 1955 


1.12 93 -98 


2.24 


3.44 

14 
23 
81 


23 
69 


28 
15 


34 
-79 


1.03 
21 
2.53 


12.09 10.44 12.98 
—From NADA 


80 
18 
2.27 


81 
22 


-69 
28 
2.72 


11.49 
Survey 














|“last resort” 





How Dealers Are Faring 
On Expenses, Profits 


First Half, 


1956-1955 


(Taken from report by NADA Business Management Department) 


New Cars and Trucks 


Inventory Per Dealer 


Trucks 
(Per Truck 
Dealer) 


Cars 


Days’ 
Supply 
Cars 


Days’ 
Supply 
Trucks 


June 30 June 30 June 30 June 30 June 30 June 30 June 30 June 39 


1956 1955 


10.0 
27.5 
45.5 
745 


1956 


2.3 
3.8 
6.3 
16.6 


Group I 

Group IL .... 20.3 

Group III .. 35.7 

Group IV .... 71.5 

Industry 
Average .. 13.2 


15.2 3.0 


Used 


Selling Price 
Per Unit 
First 
Half 
1956 
$684 
$750 
$731 
$755 
$705 


First 
Half 
1955 

$715 
$745 
$739 
$660 
$722 


Group III 
Group IV 
Industry Average .... 


No. Days’ 
Supply in 
Inventory 
June 30 June 30 
1956 1955 
40.6 
26.5 
22.9 
16.8 
32.1 


Group III 
Group IV : 
Industry Average .. 29.9 


1955 1956 


46.6 
36.0 
28.7 
25.5 


1955 


38.0 
32.7 
24.3 
17.6 


1956 


72.0 
49.3 
41.0 
36.9 


1955 


63.1 
48.7 
53.6 
33.2 


3.5 
6.7 
13.6 
20.7 


4.9 


Cars 


Ratio Used-Unit 
Sales to New 
First 
Half 
1956 
1.94 
1.67 
1.30 
1.25 
1.73 


38.7 31.7 56.7 54.2 


Gross Loss Per 
Used Unit Sold 
First First 
Half Half 
1956 1955 
$170 $ 98 
$201 $152 
$294 $176 
$287 $225 
$204 $135 
Pet. of Used 
Vehicles in 
Stock 30 Days 
Or Longer 
June 30 June 30 
1956 1955 
52.9 47.3 
37.6 34.5 
37.9 25.8 
20.4 27.2 
46.7 41.3 


First 
Half 
1955 
1.76 
1.55 
1.42 
1.05 
1.55 


Average Cost 
Per Used Unit 
In Inventory 
June 30 June 30 
1956 1955 
$654 $651 
$739 $740 
$845 $740 
$724 $709 
$694 $683 


Parts 
(Accessories Not Included) 


Average Sales 
Per New Unit 
Sold 
6 Mos. 6 Mos. 
1956 1955 
$348 $285 
$297 $227 
$265 $197 
$230 $161 


Gross 


6 Mos. 
1956 
30.5 
29.1 
30.9 
28.1 


Group IIL .... 

Group IV .... 

Industry 
Average .... $308 


$239 30.0 


Percentage of 


To Sales 


No. Mos, 
Supply in Turnover of 
Inventory Investment 
6 Mos, June 30 June 30 June 30 June 360 

1955 1956 1955 1956 

30.7 6.9 6.7 

30.4 48 4.9 

30.5 4.0 4.5 

27.8 3.8 4.1 


Annual 
Profit 


30.3 5.2 


Customer Labor Sales 


Average Sales 
Per New Unit Sold 
6 Mos. 
1955 
$206 
$174 
$157 
$117 
$178 


Group III 
Group IV 
Industry Average .... 


Percentage of 
Gross Profit 
To Sales 
6 Mos. 6 Mos, 
1956 1955 
38.8 40.5 
43.8 44.6 
47.2 48.8 
48.3 50.6 
42.0 43.7 


Productive Mechanic 
6 Mos. 


$620 
$479 


Total Service Sales 
(Includes labor, parts and all other service and stockroom sales, 
except accessories with new vehicles.) 


Average Sales 
Per New Unit 
Retalled 


6 Mos. 
1955 
$688 
$574 
$482 
$373 
$583 


Group III 
Group IV 
Industry Average .... 


Percent of 
Gross Profit 
To Sales 
6 Mos. 6 Mos. 
1956 1955 
30.8 32.0 
33.4 34.6 
36.4 36.7 
35.7 37.6 
32.6 33.8 


*Percentage of 


* The percentage of operating (or fixed and semi-fixed) expense covered by gross 
profit from all service and parts operations. Officers’ or owners’ salaries included. 


Percentage of Departmental Sales to Total Sales 


New Cars 
and Trucks 
6 Mos. 6 Mos. 
1956 1955 
55.3 57.8 
... 58.2 
. 63.0 
.. 65.5 


6 Mos, 6 
1956 


26.4 
22.5 
21.4 
Industry 
Average .. 


58.2 25.3 





Positive Use 
Of Terms in 


Selling Urged 


WASHINGTON. — More training 
of dealer sales personnel as a posi- 
tive selling tool rather than as a 
has been urged by 
James L. Hooper, Universal C.1.T. 
Credit Corp. regional sales man- 
ager. 

Hooper, speaking at an NADA 
sales clinic here for young dealers, 
said finance plans never should be 
used as a sole sales pitch. This, he 
said, tended toward unhealthy 
terms. 

“Financing is a vital part of the 
sales talk, but not all of it,” said 
Hooper. “After the customer has 
been sold thoroughly on the car, 









Used Cars 
and Trucks 


1955 


Total Service 
and Parts 
6 Mos. 6 Mos. 
1956 1955 
16.8 14.4 
14.2 12.3 
13.2 11.1 
12.9 10.6 


15.2 12.9 


then the finance plan comes into 
play as a powerful closing aid.” 

In used-car sales, he said, the 
finance plan enables dealer sales- 
men to determine what price level 
fits the customer. 

This was called important be 
cause, Hooper said, the used-car 
buyer primarily is a price buyer. 
He said recognition of this funda- 
mental difference between new and 
used-car purchasers makes “proper 
knowledge and use of the finance 
plan as a positive selling tool @ 
must.” 


Ohio Dealer Group 


Retains McNeer, Hodges 

PORTSMOUTH, 0.—Harry Mce- 
Neer has been reelected president 
of the Scioto County New Car 
Dealers Assn. Joe Hodges was re 
elected secretary-treasurer, Both 
are from Portsmouth. 
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Meeting the Practical Problems .. . 
Case Histories of a Salesman 


Epiror’s Note: This is one of a 
series of letters on practical 
problems encountered in auto 
selling. It is written by a veteran 
salesman, Bert Simons, who is 


active in today’s market. 
* ok * 


Dear Ed: 


a problems of a salesman are | 


not confined to the customers 
Sometimes there are matters that 
come up between salesmen and 
sales managers and the used-car 
manager. Anyway, let me tell you 
about Charlie Grant who came in 
our place the other day to try to 
buy a new car. 
Charlie was a 


pretty sharp 
and after a 
short presenta- 
tion anda 
quickie “demo 
ride,” he pinned 
me down to how 
much difference 
between his ’52 
model and mihe 
on the floor. 


When I came up with $2,000 and 
his car, he very politely told me 
he'd pay $1,800 and that he was 
ready now and would deal now. 

Ed, after the usual small talk 
about why my car was better and 
my service department was tops, 
I still was faced with an offer that 

was $200 away from home. 
oa o * 
ERE’S what I did. “Charlie,” I 
said, “I want to sell you a new 
car and you want to buy one, but 
we're stuck because both you and 
I think we are at our best and 
maybe we are. 

“However, let me explain what 
and who is involved in the for- 
mula for making any deal. First, 
there is the sales manager, or 
the ‘house,’ which sets the pol- 
icy as to the amount of profit. 
Then there is the used-car man- 
ager, who sets a value on your 
old car. And finally, there is 
you, the buyer, who sometimes 
decides how much he wants to 
pay to get his new car. 

“Now, that means there are 
three deciding factors, or three 


Unused Trade 


Never to Late to Deal, 


Salesman Finds 
CHAMBERSBURG, Pa.—Veteran 
Dodge salesman Jim Potts, of 
Shively Motors, Inc., here was a bit 
disturbed when one of his feminine 
prospects bought a competitive 


make car before he could show 
her Dodge’s “Golden Lancer.” 


But he followed up as soon as the 
car was received at the dealership. 
After a demonstration ride, the 
Prospect gave Potts a deposit to 
hold the “Golden Lancer” until her 





_ original purchase was delivered. 


Two days later she called Potts 
and told him to “come and get it, 
it’s parked in front of the house.” 

Potts delivered his car and picked 
up the tradein, which had never 
even been driven by the customer. 

The moral of this story, Potts 
Says, is never give up on a prospect. 


Willys Earnings 
Put at $614,000 


TOLEDO. Kaiser Industries 
Corp., has announced that earn- 
ings of its subsidiary, Willys 
Motors, Ine., for the first six 
months were $614,000 before pay- 
ment of $520,000 interest to the par- 
ent company and to Henry J. 
Kaiser Co., a fellow subsidiary. 

The report noted that Willys’ ex- 
Port vehicle sales were slightly 
higher than in the corresponding 
Period of 1955, but that overall 
Vehicle sales were below the 1955 
Mark. 

Earnings of Kaiser Industries 
and its two wholly owned subsidi- 
aries were listed as $5,228,402 for 
the period. This included an es- 
timated special credit of $2,355,000 
under an agreement for the filing 
of consolidated Federal income tax 
returns. 


salesman and | 


| definite places that are flexible 
enough to adjust any differences 
such as we have here now. As 
your salesman, I feel that I must 
fight for you just as a real estate 


Dealer Poulin Runs 

| NORTH TROY, Vt. — (UTPS) — 
| Archibald J. Poulin, proprietor of 
Northern Motors, Ins., has an- 
|nounced that he is a Democratic 
| candidate for Orleans County sena- 





tor in the Legislature. He has been | 


a Troy selectman six years. 





broker would fight for his client. | 


“I will go to my sales manager 
and try to lower his margin of 
profit a little. Then I will battle 
with the used-car manager, Now 
if I’m successful with these two, 


I know you'll be reasonable and | 


go along by giving a little more. 
That way we can make a deal 
that will be favorable to all three 
parties.” 
ok * + 
F COURSE, Charlie Grant 
wasn’t interested in my prob- 


2% 
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lems. All he wanted was the im- 
possible but he was_ intelligent 
enough to realize that if we gave 
in a little that he would just about 
have to do likewise if he was go- 
ing to buy. 

Ed, as usual, both my sales 
manager and our used-car man- 
ager fought me to the end but 
finally gave in just enough to 
keep my deal healthy. With this 
supposed victory to wave at my 
customer, it was no problem to 
get that little extra to make all 
of us happy. 

Charlie Grant got his new car 
and I got a real workout from all 
sides. But I guess you know that 
this is what makes ours the most 
exciting profession of them all. 

—Bert Simons. 


as es 








Bohn to Erect 
Indiana Plant 


DETROIT.— Bohn Aluminum & 

Brass Corp. has purchased 30 acres 
of land near Butler, Ind., which 
will be used as a site for a new 
plant to produce aluminum rolled 
rod. 
Plans for the plant are now being 
|drawn and construction will begin 
| in the near future. The plant, a one- 
story structure occupying approxi- 
mately 150,000 square feet, will con- 
sist of a foundry and a high-speed 
aluminum rod rolling facility. 

Raw metal will be converted into 
| finished products—rods and bars of 
| aluminum alloys in round, hexagon- 
al and square shapes, 
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AUTOMOTIVE WASHINGTON 


Report on 84th Congress 
Full of Campaign Fuel 


By William Ullman 

Washington Correspondent 
oo the Capitol Hill legislators and politicians were in 
Chicago and San Francisco laying their lines for the 
fall election campaign, the Congressional working staff re- 
maining in Washington completed a hefty document full of 
meaty arguments useful for both sides of the House and 


Senate. That document is th 
final issue of the Congres- 


sional Record of the second 
session of the 84th Congress. It is 
not only weighted with statistics, 
but is also is heavy with claims of 
achievement by both the Democrats 
and Republicans. 

Here are some of the statistics of 
the 84th Congress found in the 287-| 
page final issue of the Record: 


During the first session, which| 
ran from Jan. 5 to Aug. 2, 1955, the 
Senate was in session 105 days, the 
House 112 days, and they produced 
together 390 pub- 
lic bills and 490) 
private bills. 

The second ses-| 
sion kept the Sen-| 
ate on the job 119) 
days and the! 
House 118 days.| 
They enacted 638 
public bills and 
403 private bills. 

The President 
vetoed 11 bills in 
the first session 





| 





William Uliman 
and 23 in the second. No vetoes 
were overridden. | 


The volume, of course, carries 
many worthwhile and usable statis- 
tics that cannot be well reproduced 
in this space, but it is in the appen- 
dix, not in the statistical regular 
section, that the meat for the politi- 
cal orators may be found. No matter 
which side you may be on, here you | 
can find support for yourself, or 
hypodermic material to use on the 
other fellow. 





‘Look at Us,’ Crows GOP 


yo example, how much the Re- 
publicans were on the side of 
the people—in Social Security and) 
tax legislation during the 84th Con-| 
gress—is set forth in a number of) 
entries by Rep. Dan Reed, New| 
York Republican, and ranking mi-| 
nority member of the House Ways) 
and Means Committee. 

There are eight pages of data on 
interior and insular subjects by 
Rep. Clair Engle, California Demo- 
erat, and a report by Senator War- 
ren Magnuson, Washington Demo- 
crat, on the work of the Senate 
Committee on Interstate Commerce. 

Rep. Richard Simpson, Penn- | 
sylvania Republican, gives an | 
analysis of the House roll calls in 
the 83rd and 84th Congresses de- | 
signed to show just how much | 
better the Republicans did than 


Pickup Race 
Light Truck Event 


Set at Fair 


DETROIT.—Plans have been| 
completed at the Michigan State| 
Fair here for a special 10-lap auto) 
race for farm pickups to be known | 
as the “Pickup Derby.” It will be 
run in advance of the annual 250- 
Mile new-car race, Sept. 9. 

This event is open to one-half 
and three quarter ton pickups! 
registered to Michigan farmers. All| 
drivers must be over 21 and the 
driver or his parents must own the 
truck. 

Safety precautions will be taken. 
Roll bars of at least one-and-a-half 
inch pipe must be installed by the 
entrant flush with the top of the 
cab. Entries will close Sept. 6. A 
$500 purse will be divided as fol-| 
lows: $250 for first place, $150 for 
second, and $100_ for third. 











OUR BEST 


passsdo® BUSINESS BUILDER 


nate way to keep old custom. | 
.- getnew! Complete details | 
on aa caheds 


 STEMAC tiers: 


the Democrats in supporting the 
President’s program. 

In another entry, Rep. Clare Hoff- 
man, Michigan Republican, gets into 
the ‘fight between Senator Wayne 
Morse, Oregon Democrat, and Doug- 
las McKay, former Secretary of the 


|Interior and now GOP candidate 


for the Senate to replace Morse. 
Hoffman comes to McKay’s sup- 


| port and argues at length—with a 


vast array of factual material— 
that the Administration has been 
“much maligned” by charges, pre- 





With the Burroughs Sensimatic 


sumably made by the Democrats— 
that oil and gas interests have been 
allowed to intrude on wildlife 
refuges. 

aa *~ * 


Democrats Boast, Too 


EP. JERE COOPER, Tennessee 

Democrat, chairman of the 
House Waye and Means Committee, 
following an entry entitled “Repub- 
lican Social Security Record” has 
an extended analysis of the accom- 
plishments of his group during the 
84th Congress. 

The Cooper committee has juris- 
diction not only over taxes and 
social security but also over trade 
legislation, customs simplification, 
public assistance and the national 
debt limit. 

Senator John Sparkman, Ala- 
bama Democrat, makes an ex- 
tended report on the progress 
made in revising the antitrust 
laws as recommended in the at- 
torney general’s report on the 
subject. 

And so it goes—claims and coun- 
terclaims—all quite interesting, but | 

much too much for reproduction 
here. 

The issue of small business—about 
which both parties expressed con-| 
cern in their platform declarations | 

(Continued on Page 11, Col. 1) | 


CASH RECEIVED JOURNAL 


cash received 


SALES 
VICE PRESIDENT 


Are you worth $55,000 to $85,000 plus bonuses? Do you 
feel you have what it takes to SPARK PLUG a NA- 
TIONAL SALES ORGANIZATION into AGGRESSIVE 
SALES ACTION? This is a position for a TOP MARKET- 
ING & SALES EXECUTIVE who can DEMONSTRATE by 
SALES RESULTS that he is WORTH still MORE. If you 
are stymied as a “next to the top man" this may be 
YOUR BIG OPPORTUNITY. Automotive experience very 
desirable but not mandatory. All communications strict- 
ly confidential. 


DAN BECK 


Executive Selection Specialist 


958 Maccabees Bldg. Detroit 2, Mich. 
phone: TEmple 11-55-1 








purchase 


you mechanically 


prepare all these journals... 


(without changing your factory-approved accounting system!) 





new passenger 





tant te 


NEW PASSENGER CAR SALES JOURNAL 
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parts, accessories and service sales 


PARTS. ACCESSORIES. AND SERVICE SALES JOURNAL 
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(Continued from Page 10) 


—occupies considerable space and, | 


in between the committee reports, 


there are scores of reports by indi- | 


vidual members of Congress to their 
constituents back home. 

The volume comes to an end with 
about 25 pages of names of persons 
and organizations registered under 
the Lobbying Act of the 79th Con- 
gress. ‘ 


Patman to Renew Fight 

pe gewney the annual meeting 
of gasoline station operators 

here, Rep. Wright Patman, Texas 

Democrat and chairman of the 


* * 


supporter of an unsuccessful at- 
tempt to get the 84th Congress’ 
approval of a bill to outlaw the 
good faith defense to price dis- 
crimination under the Robinson- 
Patman Act. The measure got 
through the House by a resound- 
ing 393 to 3 vote, but never 
reached consideration on the Sen- 
ate floor. 

The bill, which was opposed by 


| the Federal Trade Commission and 


House Small Business subcommit- | 


tee, promised to renew in the 85th 
Congress his fight for legislation to 
curtail use of “good faith” as a de- 
fense against charges of price dis- 
crimination. He said that such 
legislation will 
called “equality of opportunity” for 
small businessmen. 

The National Congress of Pe- 
troleum Retailers was a strong 


provide what he! 


the Department of Justice, would 
in effect overturn the Supreme 
Court’s 1951 decision 


In that case the Supreme Court 


ruled that a seller could clear him-| 


self of a charge of illegal price dis- 
crimination by showing that the| 
lower price he gave one customer 


in the so-| 
called Standard Oil of Indiana case. | 
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| tion or create a monopoly by giving 

the business getting the lower price 

|an advantage over its competitors. 
* = * 


Rapid Transit and Roads 


AN modern transit and new 

roads work together?” is a 
question that the General Electric 
Co. both asks and answers in a re- 
cent booklet. 

“Of course they can,” says GE, 
“and when they are given the 
chance with a center mall in the 
new highways your community 
plans, they’ll show you how well 
automobiles and transit can work 
| together.” 

But, the booklet warns, don’t for- 
| get the transit riders’ automobiles. 


| It proposes that parking for these 








along the line. 
- 


* * 


Overseas Returns Rise 


cans not only are investing more| 
|and more money abroad, but they 


cars be made available at points| 


3, 1956 





West Virginia Lists 
Detailed Truck Data 


CHARLESTON, W. Va. — West 
Virginia has started a new pro- 
gram for compiling more detailed 
statistics on truck registrations. 
Among the items are body type, 
weight, number of axles, type of 
fuel used and purposes for which 
trucks are operated. 

According to Joseph Condry, 
motor vehicles commissioner, the 
program will assist the planning 
departments of the State Road 
Commission and the U. S. Bureau 
of Public Roads and will provide 
valuable data for the Legislature 
in connection with tax and other 
truck proposals. 








CCORDING to the U. S. Office | 
of Business Economics, Ameri- | 


| private U. S. investments abroad in- 
year, reaching a total of $29 billion. 

It was pointed out that the fast- 
est growth and the biggest earnings 
| are found in the investments which 
|U. S. companies have abroad in 


was made in good faith to meet the; are reaping a steadily increasing) pranches and subsidiaries. 


price quoted to that customer by a} 
competing seller. 


As passed by the House, the Pat-| last year earned $3.1 billion, an | 
man legislation would have denied | 
this good-faith defense if the price} 


cut would tend to lessen competi- 


return on their money. 
U. S. private investment abroad 


increase of nearly 20 percent and 
an alltime high, it was stated. 
Earlier the OBE reported that 
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cash disbursement 


gap You polish off the job 3 times faster, too! 


Just let the Sensimatic take charge of every 
journal you see here, every accounting record 
. then watch the job pick 
up speed! You stick right to your factory- 
recommended procedures, too. No need to 


you must prepare. . 


Detro 


change your accounting system when you 


speed it up with the Sensimatic! 


Your Distribution Journals can be done in a 
third the time it takes to prepare them by 
hand. And the monthly financial statement? 
That’s no longer a normal two-day chore. With 
the Sensimatic, you can button it up in an 
hours. Think of it—that’s 


average of just 214 
over six times faster! 


How is such amazing speed possible? The 
big reason: the Sensimatic lets you total up 19 
different columns of figures automatically. And, 
as present users will tell you, a Sensimatic is 
so easy to operate that even beginners quickly 
do fast, accurate, expert work. 


What’s more, 


to any new operations. 


used and repossessed car sales 


changes in procedures, or 
growth of your dealership, won’t make the 
Sensimatic obsolete. You simply change the 
“sensing panel” or master control unit (a 
Burroughs exclusive) to adapt your Sensimatic 





fer! 


it 32, Michigan. 


“Burroughs” and “ 


interdepartmental sales 
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lv. S. in Turkish Trade Fair 


Yor fall program of the Com- 
merce Department’s interna- 
tional trade fairs got under way 


eamanae 


For the complete story, just call our nearby 
branch office and ask for a copy of our free 
booklet on Automobile Dealer Accounting 
Systems. Or write to Burroughs Corporation, 





Sensimatic”’ are trademarks 
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creased $2.4 billion in value last 


last week with the opening of a 
diversified U. S. exhibit in Izmir, 
Turkey. 

Under the theme, “150 Years of 
U. S. Industrial Progress,” the 
U. S. exhibit was designed to 
dramatize the transitions and re- 
finements during the past century 
and a half in American transpor- 
tation, communications, electric 
power, agricultural implements 
and industry. 

This is the first appearance of 
the U. S. as a participant in a 
Turkish trade fair. With its ex- 
panding economy, Turkey is now 
entering a cycle similar to that in 
the United States 150 years ago. 

The U. S. is represented at the 
fair by a five-man trade mission to 
answer questions pertaining to two- 
way trade with this country. 


Tax Collections 
Of All States 
Top $13 Billion 


WASHINGTON. -— Tax revenue 
of the 48 state governments was 
$13,335,000,000 for the 1955-56 fiscal 
year ended July 30, according to 
the Bureau of Census. 

Of this, $3,974,000,000, or 29.80 per- 
was collected from gasoline 
fuel tax or vehicle and drivers’ 
licenses. This amounted to $24.31 
per capita, the bureau said. 

The total was a 15 percent rise 
from the previous fiscal year and 
this increase was more than three 
times as large as the hike in 1954- 
55, the bureau said. 

California was top state in col- 
lections with $1,533,000,000; New 
York, second, with $1,357,000,000; 
Michigan, $758 million; Pennsyl- 
vania, $702 million; Illinois, $641 
million; Ohio, $636 million, and 
Texas $602 million. 

The following table gives the 
breakdown: 


Amount 

Type of Tax (In millions) 
General sales ..... ...$ 3,026 
Motor fuel = 2,083 
Alcoholic ae 542 
TID» ni ccdicnicsiéon tenia 513 
Other sales .. — 
Vehicle-drivers’ licenses _. 1,291 
Individual Income ................ 1,377 
Corporation Income ............._ 880 





* = 
British Exports 
a . 

Hit Year’s High 

LONDON. — British car manu- 
facturers exported 30,500 autos in 
June, the first month that ship- 
ments have topped 30,000 since last 
September. This volume was 
reached despite the import restric- 
tions in Australia and New Zealand. 

Contributing importantly to this 
figure were the 4,200 British cars 
that were imported into the U. S. 
during June. This was the biggest 
monthly shipment to the U. S. in 
history 

A total of 254,000 cars and com- 
mercial vehicles were exported from 
Great Britain during the first half 
of 1956. 


Confidence Woman’ s 


Auto ‘Loot’ Is Sold 


LEBANON, N. H. — (UTPS) — 
Two automobiles and a tractor, 
part of $20,000 worth of loot which 
an unidentified woman allegedly 
bilked from businessmen here last 
March, have been auctioned off by 
Deputy Sheriff Robert Keane. 

Authorities are searching for the 
confidence woman, whose fraudu- 
lently acquired possessions included 
a 1956 four-door sedan, 1948 four- 
door sedan _and a 19655 _ ; tractor, 














AUTO 
TURNTABLES 


* 
Manufactured by 
* 


Macton Machinery Co. 


DYKE LANE 
Stamford 2. 
Conn. 
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Capsule Comment 
Steady sales and sagging production have dropped field 


stocks of new cars near the 550,000 mark as September 
dawned, indicating a very orderly cleanup on 1956 models. 


Showing what a sensible factory-dealer approach to a 


grave problem can accomplish. 
* * * 


The Federal Reserve Board has raised money rates once 
more to 3 percent, lifting the cost of borrowing money to 
the highest level in 25 years. 


We hope the FRB knows what it’s doing; the auto in- 
dustry has had serious doubts of it before. 


Another record year of new-car dealer support of high 
school driver education—with 9,253 cars made available in 
1956—is reported by the Inter-Industry Highway Safety 
Committee. ° 


A commendable increase of 1,174 cars over the previous 
year. 
* * * 
Fabled “Boss Ket,’’ GM’s pioneering Charles F. Kettering, 
— 80 last week amid a huge civic celebration in Day- 
ton, O. 


May we add our humble congratulations to autodom’s 
inventive genius? 
* 7 * 

More than half of the 27 percent of car buyers, who ac- 
cepted safety belts to get quick delivery of their autos last 
year, will buy belts for their next car, a duPont survey indi- 
cates. 
Not all loaded cars turn out bad. 


* * * 

NADA reports the case of a U. S. senator’s staff member 
being “bushed” by a new-car dealer who quoted her a price 
of $1,800 plus her present car, then upped the price to $2,000 
when she came in to complete the deal. 

“How long is this insidious practice of bushing going 
to jeopardize the fine public relations of a majority of our 
members?” asks NADA President Carl.Fribley. 
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Events 


Dealer Conventions 


Sept. 7-9 — Maine Automobile Dealers 
Assn., Marshall House, York Harbor, 
Me. 

Sept. 16-18—Wyoming Automobile Dealers 
Assn. Convention, Cheyenne, Wyo. 


Sept. 17-18—Minnesota Automobile Deaiers 
Assn., St. Paul Hotel, St. Paul. 


Sept. 18-19—South Dakota Automobile 
Dealers Assn. Mitchell, S. D. 


Sept. 23-25—Colorado Automobile Deal- 
er's Assn., Colorado Hotel, Glenwood 
Springs, Colo. 

Sept. 23-25 — Texas Automotive Dealers 
Assn., Commodore Perry Hotel, Austin. 

Sept. 24-25—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 

Sept. 26-28 — New Jersey Automotive 
Trade Assn., Chalfonte-Haddon Hall, 
Atlantic City, 

Sept. 30-Oct. 2. — Tennessee Automo- 
tive Assn., Gatlinburg, Tenn, 

Sept. 30-Oct. 3—New York State Automo- 
bile Dealers, Inc. 33rd Annual Conven- 
tion, The Concord, Kiamesha Lake, N. Y. 

Oct. 3-4—25th Annual State Convention, 
Kansas Motor Car Dealers Assn., Baker 


Hotel, Hutchinson, Kansas. 

Oct. 14-26—Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 
mond. 


Oct. 21-22—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Cklahoma City. 
Oct. 21-23—Automobile Dealers Assn. of 
Alabama, inc., Buena Vista Hotel, 

Biloxi, Miss. 

Oct. 21-23—Florida Automobile Dealers 

ie Fort Harrison Hotel, Clearwater, 
a. 

Oct, 21-23—Tenth Annual Convention, Na- 
tional Independent Automobile Dealers 
Assn., Hotel New Yorker, New York City. 

Oct. 30-31 — Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria. 

Nov. 3-5—Texas Independent Automobile 
Dealers 12th Annual Convention, Statler 
Hilton Hotel, Dallas. 

Nov. 11-13—Kentucky Automobile Dealers 
See. Sheraton-Seelbach Hotel, Louis- 
ville. 

Nov. 13—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland. 

Dec. 4—Utah Automobile Dealers Assn., 
Salt Lake City. 

Jan. 26-30—40th annual NADA Conven- 
tion and NAD Equipment Exhibition, 
San Francisco. 


* * * 


Auto Shows 


Oct. 6-2i—Dallas Auto Show, State Fair 
Automobile Bldg., Dallas. 

Nov. 10-17—International Autorama, Com- 
mercial Museum, Philadelphia. 
Dec. 8-I6—National Automobile 

Coliseum, New York. 

Jan. 5-12—Buffalo Automobile Show, Mas- 
ten Avenue Armory, Buffalo. 

Jan. 4-13—Seattie Auto Show, Civic Audi- 
torium, Seattle. 

Jan. 5-13—Chicago Auto Show, 
tional Amphitheatre, Chicago. 

Jan. 18-26—Indianapolis Auto Show, Man- 
ufacturers Bldg., Indiana State Fair 
Grounds, Indianapolis. 

Jan, 19-26—Pittsburgh Automobile Show, 
Hunt National uard Armory, Pitts- 
burgh. 

Jan. 19-27—Detroit Auto Show, 
Artillery Armory, Detroit. 

Jan. 26-Feb. 2 — Rochester Automobile 
how, ‘War Memorial Exhibit Hall, 
Rochestr, N. Y. 

Feb. 2-10—Omaha Auto Show, Civic Audi- 
torium, Ohama. 

Feb. 4-9—Denver Automobile Show, Den- 
ver Coliseum, Denver. 

Feb. 9-l6—Albuquerque Auto Show, Coli- 
seum Bldg., State Fair Grounds, Albu- 
qureque, N. M. 

Feb. 9-16—Milwaukee Auto Show. 


Show, 


Interna- 


Detroit 


General 


Sept. 20-22—Automotive Parts Rebuilders 
Association Convention and Trade Show, 
Edgewater Beach Hotel, Chicago. 

Sept. 21-29 — International Commercial 
Motor Transport Show, Earls Court, 
London, England, 

Sept. 23-24—Georgia Independent Auto- 
mobile Dealers Assn., Savannah, Ga. 
Oct. 1-3 — National Electronics Con- 
ference, Hotel Sherman, Chicago. 
Oct. 414 — Paris Auto Show, Grand 

Palais, Paris. 


30 Years Ago... 


The Big Stories 


The Automotive Daily News celebrated its first anniversary. The 
first issue was published Aug. 27, 1925. 

According to the Bureau of Labor Statistics of the Department of 
Labor, there are 69,425 motor buses operating in the U. S. 

American manufacturers exported 17,077 cars, valued at $12,005,885, 
and 5,409 trucks and buses, valued at $3,859,001 during July, according 
to the Department of Commerce. This compares with 15,354 cars, 
valued at $11,816,491, and 4,580 trucks, valued at $3,393,191 during the 


preceding month. 


Studebaker sold between 12,500 and 13,000 cars to dealers in August, 
according to preliminary sales figures. The September schedule has 
been established at 325 cars a day. 

August production of Chevrolet will approximate 76,000 cars and 
trucks, compared with 54,900 in July and 75,000 in June. 





Automotive Cartoon 


Of the Week 





"You've got to admire young men. The way auto sales- 
men moan about ‘the good old days,’ it's a wonder 








a young fellow even thinks of taking up selling.” 





Letterbox 
‘Wanted Notices ...... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
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used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


ruddy complexion. He weighs 135 
to 140 pounds and is 5 feet 9 
inches to 5 feet 11% inches tall. 
He is 33. 

On his left forearm he has 4 


Sought by FBI 

The Federal Bureau of Investi- 
gation is attempting to ascertain 
the whereabouts of Roy Edward 


Livingstone, alias Bob O’Connor, ith “Maine” 

who is the subject of an official a a ‘aan a 

investigation by = ———_ Livingstone may have suicidal 
ivingstone as | tendencies. 


previously earned 
his living as a 
salesman of auto- 
mobiles, clothing 
and appliances. 
He is said to pride 
himself on his 
ability as a sales- 


Any person having information 
which may assist in locating Roy 
Edward - Livingstone is requested 
to notify immediately the Director 
of the Federal Bureau of Investi- 
gation, United States Department 
of Justice, Washington 25, D. SG 
7 or the special agent in charge 0 
man and is prob-|the nearest FBI Field Office— 


ably engaged in| Peoerat BuREAU OF INVESTIGATION. 
some phase of * * & 


that profession at Stolen Cars 


He is known Pha Forms The ge Watch for a 1956 Cadillac 62 4-dr. 
a salesman in Maine, Connecticut |RHT Full Power Color 2 Tone 
and Ohio and has resided and|Grey, Serial No. 5662-05671; a 1955 
worked in Texas and other West- | Cadillac Eldorado RHT Full Power 
ern states. Color White Grey, Serial No. 5562- 

Livingstone is described as hav- | 79729 '56 Hood Ornament, and a 
ing blue eyes, brown hair and | Serial No. L756H-4834. 

The above cars were purchased 
at my Auction July 23, 1956, by 
“Owl Auto Sales of Monticello,” al- 
legedly owned by Mr. Murray Leh- 
man and Mr. Morton Cohen, This 
firm employed two men giving the 
names of Mr. Gerald Brusco and 
Mr. Ralph Ungaro. 

Two signature checks, signed by 
Lehman and Cohen, one check in 
the amount of $4,350, one check for 
$6,475, both returned NSF. Owners 
Lehman and Cohen have been ar- 
rested and held; Brusco and Un- 
garo allegedly sold the cars and 
have not been apprehended. 

Titles for the above cars were 
seized from Mr. Cohen upon his 
arrest. The cars now seem to be 
stolen property since the buyer has 
no title for them. 

Brusco and Ungaro allegedly 

(See LETTERBOX, Page 31, Col. 1) 














Now... The 


Philadelphia Bulletin 
R.O.P. Full Color 
Seven Days a Week WED 


Starting September 10, The Bulletin gives advertisers in Phila- 

delphia the added impact of R.O.P. spot and full color—both . 
Evening and Sunday. 

With the newest and most modern facilities for the effective 

printing of color, The Evening Bulletin now joins The Sunday 

Bulletin to provide complete color service seven days a week. 


This is made possible by the new equipment in the new Bulletin 


plant. This includes the two longest lines of newspaper presses 
in the world which can print color. 

The Bulletin delivers more copies to more people every 
seven days in Greater Philadelphia than any other newspaper 
Adding R.O.P. color to the pulling power of The Evening and 
Sunday Bulletin gives advertisers a great new combination for 


producing sales in Greater Philadelphia. 


Philadelphians like The Bulletin. They buy it, read it, trust it 
and respond to the advertising in it. The Bulletin is Phila- 


delphia’s home newspaper. 


Advertising Offices: Philadelphia, 30th and Market Sts. * New York, 342 Madison 
Avenue °¢* Chicago, 520 N. Michigan Avenue * Representatives: Sawyer 
Ferguson Walker Company in Detroit * Atlanta * Los Angeles * San Francisco 


In Philadelphia nearly everybody reads The Bulletin 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Latest Report on Battle 
Of Additives and Adjectives 


STRONG vote for continuance 
of the two-grade gasoline mar- 
keting system will be cast next 
week when Sinclair Refining Co. 
begins selling its new premium 
gasoline with an additive to mini- 
mize deposit-induced octane require- 
ment increase and suppress preigni-| 
tion and spark plug fouling. 
Referring to fuel requirements of 
present-day and future passenger) 
car engines, M. F. Braeckel, mar- 
keting director, told an audience of 
automotive editors: “We see no 
reason why we can’t do the job 
with two grades of gasoline. 

“In our judgment,” continued 
Braeckel, “we don’t need a third 
pump and a third grade of gaso- 
line.” Furthermore, he said, if 
Sinclair had to equip its entire 
producing and distributing organ- 
ization with extra facilities needed 
for a three-grade marketing sys- | 
tem, the added cost would neces- | 
sitate boosting the price of the | 
company’s top grade of gasoline 
well above the level at which 
“Power X with X-Chemical” pre- 
mium fuel is to be introduced. 


Tone of the presentation had been | 
set by the opening remarks of 
James E. Dyer, president, who said, | 
“if we were to go forward in the 
gasoline and motor car industries, | 
we believed that someone would) 
have to formulate a new fuel—and 
we are confident we have the 
answer.” 

« * . 
NE*t. E. J. Martin, general man- 
ager, Sinclair Research Labora- | 
tories Inc., discussed some basic 
facts regarding engine design trends 
which have brought problems re- 
lated to deposit buildup. 

A detailed description of “the 
problem was given by H. D. Young, 
motor fuels section leader. Young 
called combustion chamber deposits 
“the greatest robber of new-car 
performance with which the car 
owner, engine builder and gasoline 
refiner must contend.” 

Sinclair researchers set up as 
a primary objective the goal of 
doing something about the present 
situation in which the engine’s 
stabilized octane number require- 
ment (after 3,000 to 7,000 miles’ 
service) normally represents an 
increase of five or six octane 
numbers over that of a new or 
clean engine. 

At the point where the engine’s 
octane demand exceeds the octane 
number of the fuel, a progressive 
drop-off of power will occur with 
continued increase in octane re- 
quirement, said Young. 

7. 


do combustion chamber de- 
posits contribute to increase in 
engine octane requirement? Young 
said that one of the reasons is the 
volume effect brought about by 
“filling” of the combustion chamber 
with carbonaceous material. This 
reportedly has about the same effect 
as increasing compression ratio. 

The other factor, asserted Young, 
is the insulating effect produced by 
coating combustion chamber walls 
and piston crown with deposits that 
prevent heat conduction away from 
the combustion chamber by the 
cooling system. 

This, in turn, raises air-fuel 
mixture temperature, causing the 
charge to explode prematurely, 
instead of burning in an orderly 
manner after ignition. The result 
is audible knock, 

The insulating effect of deposits 
was singled out as being “far more 
harmful” than their volume effect. 

In adition to rise in octane re- 
quirement, another major engine 
operating problem caused by de- 
posits is preignition. Engine knock 
induced by preignition differs from 
knock due to low octane number 
of the fuel. i 


Youre explained that preignition 
is caused by certain types of 


, deposits that tend to glow at high 
| temperatures. Random ignition of 


the air-fuel mixture then occurs be- 
fore the initiation of distributor- 
controlled spark ignition. 

A third major difficulty caused by 
deposit buildup is spark plug foul- 
ing. At high engine speeds, spark 
plug electrodes become so hot that 
the deposits change in character 
and lose some of their electrical 


| resistance. Under these conditions, 


the spark short-circuits to the plug 
base, instead of jumping the gap as 
it normally does. 
After Young completed his out- 
line of the threefold problem and 


its causes, project engineer A, V. 
Mrstik took over to describe the 
solution. In his opening remarks, 
Mrstik criticised the three-grade 
marketing system for what he 
called the drawback of failing to 
alleviate preignition or plug foul- 
ing problems, 

The widely used approach of rais- 
ing octane levels was characterized | 
by Mrstik as the “brute force” 
method. The common practice of 
retarding the spark was labeled a 
“defeatist solution.” 


The third general approach—and | 
the one now championed by Sinclair 
—is to use gasoline additives to| 
modify engine deposits. The great- 
est effect of the newly developed 
X-Chemical compound, according to 
Mrstik, is a change in the physical 
and chemical nature of deposits so 
that they do not form an insulating 
barrier which causes an engine to 
run hot. 

* + * 


INCLAIR contends that for a 
new V-8 engine, its additive 
typically will lower the octane re- 
quirement after in-service buildup 
by two and one-half octane num- 
bers. From another viewpoint, the 
equilibrium octane demand of an 
engine allegedly should rise only 


? 
A 
: 


10 
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Octane Increase— 


These comparison curves show the re- 
duction in engine octane requirement 
buildup obtained when X-Chemical addi- 
tive was added to Sinclair's Power-X 
premium fuel. For the car used in these 
tests, equilibrium octane demand was 
lowered by nearly two units. 

* 2s * 


about one and one-half to two units 
above original requirements — as 
contrasted with the usual five to 
seven octane number rise now ex- 
perienced. 

To complete the presentation pro- 
gram, Dr. K. A. Smith, director, 
light oils division, described a series 
of officially sanctioned and vali- 


dated tests on X-Chemical effec- 
tiveness, as supervised by the 
| American Automobile Assn. contest 
| board. 
First in a three-part AAA test 
| series was a group of dyna- 
mometer tests on a Cadillac en- 
gine. The second phase comprised 
@ program on two 1956 Buicks, 
each driven 15,000 miles under a 
range of driving conditions, 
Finally, the AAA supervised tests 
on an “older car”—a 1954 Pontiac 
and on one of the ’56 Buicks 
which had accumulated deposits. 
Results allegedly back up Sinclair 
claims that octane requirements are 
lowered by the new additive. Pre- 
ignition and spark plug fouling 
reportedly virtually were eliminated. 
With its additive to counteract 
the tendenty of combustion cham- 
ber deposits to raise an engine’s 
octane needs, Sinclair appears to be 
in a strong position for an attempt 
at by-passing the octane race. Field 
results and public response to this 
approach are certain to be studied 
closely by the entire auto industry, 
as well as Sinclair’s competitors in 
the gasoline industry. 


More than 125,000 persons read AUTO- 


MOTIVE NEWS every week! 


ESTABLISHED IN 18644 
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Cs | Shakespeare’s line in Julius Caesar 
e —“There is a tide in the affairs of 
st | men, which taken at the flood leads 
on to fortune.” 
t a * * 
; Shades of Adam 
i ODAY, with what we've learned, 
, depressions taken at the onset 
. can lead to quicker recovery. 
; It reminds me of Adam Smith, 
; father of our capitalistic economy. 
; swat smicte|in 1776, when Thomas Jefferson 
> Do  tataeee ‘a oy os and his co-authors were publishing 
ir recent wage rise in the steel indus-|Our Declaration of Independence, 
e try. Then they took another look at| Smith published his Wealth of Na- 
- the 1956 state of our economic'| tions. . 
g structure. As I understand their| Adam Smith was an optimist. 
i. conclusions, the view is optimistic. | He believed that national wealth 
t omaee "—. ao eee | would increase by improved 
. learned in the depression of the methods of production—and by 
> 30’s. Maybe we're about to dis- | division of labor and the free in- 
t cover whether we learned enough | terchange of goods. 
d to continue maintaining the deli- | Smith noted that countries where 
s cate balance of business in spite | wages failed to increase, as in 
d of inevitable human factors, |China, were countries where ma- 
I, Seems to me that as long as wel terial progress had stopped. Adam 
n keep increasing production in terms | Smith said workers were producers 


of manhours, any slumps that come | of wealth, not sharers of scarcity. 

along will be temporary. That is, if} He believed, however, that wage 
. we can bar a hardly conceivable| ™S€s had an upper limit. 
international blockade. Remember! The 30’s spawned economic con- 





Named Dealer of Year in Boston Zone— 


Adams Sales and Service (Hudson), East Providence, R. |.. has been awarded the 
Metropolitan League “dealer of the year’ award in Hudson's Boston zone. Shown 
during the presentation are, from left, H. F. Fenerty, sales promotion manager; Chester 
Adams, dealership owner; R. W. Dillaway, Hudson sales manager, and Bud Adams, 
partner in the dealership. 


trols to stave off depressions. Our| trols will work. There may be warn- 


best financiers assure us those con-| ing recessions, 


but it seems un- 


| Schrader valves on new 
-Jubeless-Equipped vehicles 
Is the best ever! 










With the giant swing to tubeless, Schrader Valves make maintenance and service 
simpler than ever, regardless of vehicle requirements. Schrader Valves become 
one with the rim ... seal air as securely as the tire itself. The standard “long- 
core” principle engineered by Schrader half a century ago is unequalled for effec- 
tive sealing. As the leading air products supplier to the industry, Schrader works 
with manufacturers to meet specific needs ... keeps abreast with full lines... 
provides service, tools, parts and information wherever your product goes. 








You can count on Schrader for latest tubeless tire valve design, developments, 
and above all... performance! 







THESE ARE SOME OF THE NEWEST E-Z-E MOUNT TUBELESS VALVES AND THE LATEST VALVE PRACTICE 
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A. SCHRADER’S SON ®° Division of Scovill Manufacturing Company, Incorporated * 470 Vanderbilt Avenve, Brooklyn 38, N. Y. 


FOR ORIGINAL EQUIPMENT AND REPLACEMENT 


reasonable to fear a repetition of 
the distorting depression of the 30’s. 


* * * 


yas most amazing thing about 
this control business and the 
most encouraging is that the con- 
trols were conceived in spite of 
misconceptions. 

Moreover, our really rich people 
had incomes so large they thought 
they could not invest what they 
didn’t spend without knowing they 
would waste the effort by pro- 
ducing more goods than our coun- 
try could buy. 

Such ideas were in the minds of 
quite distinguished economists in 
the 30’s when they warned that 
private business growth had 
ceased—and would stagnate un- 
less repeatedly aided by govern- 
ment money. 

True, World War II put new life 
into private industry. But that new 
life did not really contradict the 
pessimistic economists. The new 
life came largely from government 
spending for war materials. 

Other developments did question 
the pessimistic view. Population 
stopped falling. During and after 
the war, it rose. It is not likely to 
fall very far again. 

7 aa * 

HEN “frontiers” reappeared: 

Our western states opened up to 
labor and capital—and new chances 
for investment outside the U. S. de- 
veloped. And the war produced an 
expanded need for us to import raw 
materials. 

That is why, I think, optimism 
is justified today. Increased pro- 
duction in America—and it’s part 
of our history—is teamwork. It 
comes from skills and techniques, 
from mechanical equipment that 
extends human energy. It comes, 
too, from our investment of capi- 
tal, and our ability to manage. 

If we should produce next year 
1 or 2 percent more than this year, 
a rise in labor’s income by 1 or 2 
percent would not keep anyone else 
from getting a similar increase. In 
fact, it would assure the continued 
rise in our standard of living. 

P. S. Well, it looks as if we can 
stop shaking our heads and asking 
“Where's it all going to end?” In- 
telligent man who figured out how 
to split the atom seems to have 
figured out how to make his. eco- 
nomics behave. 

Labor and management are aware 
today that their joint interests are, 
in the long run, dependent on the 
interests of the people as a whole. 
As long as these two great eco- 
nomic forces act responsibly, with 
moderation and vision. another 
crippling depression is unlikely. 


PowerFlite Output 
Hits 2 Million 


At Indianapolis 


INDIANAPOLIS. — Chrysler 
Corp.’s plant here has produced its 
2,000,000th PowerFlite automatic 
transmission. 

The first PowerF lite transmission 
was produced here in February, 
1953. Twenty-eight months later, on 
May 20, 1955, the first million trans- 
missions were completed. The sec- 
ond million was built in 14 months. 

In the 1956 model year through 
June 30, 62.3 percent of all Plym- 
ouths used PowerF lite, an increase 
of almost 20 percent over the previ- 
ous model year, when 43.7 percent 
of Plymouths had PowerFlite. 

To June 30 this model year, Dodge 
boosted installation of PowerF lites 
to 90 percent of cars built, as com- 
pared to 83.3 percent in the 1955 
model year. 

DeSoto moving up to 98.7 percent 
in 1956 as against 97.2 percent in 
1955, and Chrysler and Imperial in- 
creasing to 99.5 percent from 99.3 
percent last year. 


They See Red 
It’s Top Color Choice of 


Corvette Buyers 


DETROIT.—Corvette buyers like 
red cars according to a Chevrolet 
survey based on Corvette sales in 
the first five months of 1956. Thirty- 
five percent of the buyers chose red, 
followed by black, white, copper 
and green. 

Chevrolet also said that two-tone 
Corvettes, available for the first 
time this year, accounted for 48 per- 
cent of sales. 

Beige was found to be the most 
popular secondary color on two-tone 
models, It held a two-to-one ad- 
vantage over silver, the runnerup. 
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Dealer Business Counsel 


Dealers Adopt ‘Fixed Gross Profit? Plan to End 
Losses Early in the Year 


By J. B. Van Tassel 


Dealer Business. Counsel 





;cost price of $1,740 and a margin 
|of profit of $260 to spend for dis- 
_ me - 94 — on @| counts and overallowances, 
rogram keyed to a fixed mini- | ; . . 
acon San profit, after washout, So on this basis of operation they 
on every new car delivered at retail. | 2" Spending a maximum of 13 
The fixed new-car gross profit percent of the 25 percent gross 
is running $200 and up per new- | rome for trading purposes such as 
car, plus from $25 to $40 for | overallowances and new-car dis- 
preparation and delivery expense. | counts and retaining the 12 per- 
_ Here is the method dealers use| cent for their minimum gross profit 
in arriving at this minimum fixed | to pay expenses of operation in the 
gross profit figure. Let us assume | new-car and used-car departments 


that the total factory invoice cost | ‘ . 
of the new car is $1,500. and retain a small margin of profit 


First they would mark this fac- |" the deal. 
tory invoice cost up one-third, All used cars traded in on new 
which would give them a list price; and used cars are appraised and 
of $2,000, next they would increase) taken in on the books at the cash 
the $1,500 factory invoice figure by | wholesale value 
the $200 minimum fixed gross profit, a 3 
It is reported that a large group 


1 40 f tion. 
a lof dealers adopted this plan the 
. . |latter part of February, 1956, and 
$2,000 List Price made a net profit of approximately 
HIS would give them a $2,000 | $300,000 in March and April as| 
list price as compared with a|compared with a net loss of ap- 








of the right automotive bearing 
and the right bearing service 


Roller bearings look alike, and it's practically impossible to tell 
the good from the “not-so-good” until after they're put into 
a job. 
You can always be sure of the right roller bearings for auto- 
motive replacement by insisting on the bearings in these 


| strictly a selling job rather than a | 


| produced rather than on strictly a 


proximately $350,000 in January | 
and February. 
This plan resolves itself down to | 


give away plan in order to sell new 
and used cars. Also to further 
strengthen the sales job, the sales- 
men are paid on a sliding scale 
basis, depending on gross profit | 


sales volume basis. 
* + * | 


Sliding Commission 


apo. salesmen are paid 21 percent 
commission on the fixed new- 
car gross profit of $200, or $42; | 
from $200 to $300 new-car gross 
profit they are paid 50 percent and 
over $300 they collect 21 percent. 

In some of the larger cities 
where this plan is in operation, 
dealers of all makes are included 
in the plan. Also the plan is 
operated on an honor system 
basis—no penalty—and it works. 
Of course the dealers meet weekly 
in order to keep on top of the 
program. 

In the past, a lot of time, atten- 
tion and money has been spent by} 
the industry in building up the im- | 
portance of “fixed gross profit” in 





boxes. 


Get the Bower roller bearings you need when you need 
them from your Federal-Mogul Service jobber. He can 
give you “on-the-spot” service—he knows automotive 
problems and can help you when you need help. 


FEDERAL-MOGUL 


Federal-Mogul Service 


(Divisoo of Federcl-Mogu!-Bower Bearings Inc.) 


OETROIT 13, MICHIGAN 





| ments. 


AUTOMOTIVE NEWS, SEPTEMBER 3, 1956 


i 


| 








“I guess we’re supposed to be 
scared to death, huh?” 





the shop and stockroom depart- | 


This was done primarily by the | 
factories in order to establish a 
fixed net loss and retail expense 
burden in dealerships so that 
dealers and factory business man- 





agement managers would have a 
common ground for discussion of 
required break-even new-car vol- 


ume in any given period. 
* 2 = 


A New Answer 


pwns fixed gross profit and break- 
even basis has been the greatest 
single contribution ever made to 
volume selling of new cars, 

In fact there are a lot of dealers 
who use their percentage of cover- 
age or absorption figure to tell 
them whether they are doing a 
good or a bad job and of course 
the answer to this figure is always 
the same, “just sell more new 
cars.” 

It takes more than selling 
more new cars to make a profit. 
It takes more new-car sales at a 
profit to make more profit. So 
dealers argued, why not start set- 
ting up a fixed minimum gross 
profit for the new-car depart- 
ment as well as a fixed gross 
profit for the service and parts 
department. 

In the final analysis the new and 
used-car sales represent approxi- 
mately 80 percent of total sales 
volume of all departments while 
the service and parts volume 
represents only about 20 percent. It 
would seem to them that if a fixed 
gross profit is necessary on 20 
percent of your total sales volume, 
then it is at least four times as 
important on the other 80 percent. 

* * * 

J. B. Van Tassel will be glad 
to answer any questions you may 
have concerning dealer business 
management. You may write him 
in care of AuTomoTive News, 2666 
Penobscot Bldg., Detroit 26, Mich. 


Michigan OK’s 
Investigation of 


‘Small-Loan Deals 


LANSING. — During a special 
legislative session, the Michigan 
House authorized an investigation 
of small-loan business in the state. 

Approval was given a resolution 
to include small-loan financing in 
the scope of an already active 
| House committee studying gquto- 
sales financing. 

Rep, Willard I. Bowerman jr. 
Lansing Republican who sponsored 
the resolution, said the study group 
has determined that most automo- 
biles costing less than $500 are 
financed under the small-loan act 
rather than the automobile finan- 
cing act, and at “substantially 
higher interest rates.” 

Bowerman called this “a base 
subterfuge to violate the law.” 


Sebald Retires 





SERVICE 








As Armco Chief 


MIDDLETOWN, O. — After 50 
years with Armco Steel Corp., dur- 
ing which he rose from office boy 
to president, W. W. Sebald an- 
nounced that he is resigning the 
presidency which he has held since 
1948. 

R. L, Gray, executive vice- 
president, has been elected presi- 
dent. 

Sebald will continue in an execu- 
tive capacity as vice-chairman of 
the board of directors and as chair- 
man of the board’s executive com- 
mittee. 





Power Features Climb 


In Chrysler Sales 


DETROIT. — All power and 
luxury features available on 
Chrysler and Imperial automo- 
biles show sizeable sales gains to 
date in the 1956 model-year over 
the 1955 model-year, reports E. 
M. Braden, general sales mana- 
ger, Chrysler Division. 


Power steering was ordered by 
90.5 percent of all Chrysler- 
Imperial customers during the 
current model year, compared 
with 80.1 percent during the 1955 
model year. 

Power seat installations jumped 
from 18.3 percent in 1955 to 21.9 
percent this year, while power 
window installations rose from 
15.6 to 19 percent. Powerflite 
climbed from 99.1 to 99.5; power 
brakes from 71.2 to 75.5, and air 
conditioning, from 5.1 ‘to 6.7. 
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2 EITHER the truck dealer nor|and how many were sold to or 
the body and equipment dis-| through truck dealers. 
OWN through the years we have ' ‘ : ; 
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Further details on Page 40. 





rolet led in 41 states and Ford 
captured seven and the District 


** Miscellaneous includes Corbitt, Marmon-Herrington, Four Wheel Drive, Federal, etc. 
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For Truck Dealer and Equipment Outlet... 


Lack of Joint Selling Cuts Profit 


(Continued from Page 17) 

make every effort to get this busi- 
ness. In the main, the trailer dis- 
tributor makes little or no effort 
to work with the truck dealer, 
especially in regard to cutting the 
dealer in on any profit in the 
trailer sale. 

Distributors reporting said they 
sold an average of 19 landing gears 
for trailers and that only 8 were 
sold to or with the truck dealer. 
This is not too surprising, as most 
landing gears are sold either for 
repair purposes or to some opera- 
tor who is building himself a spe- 
cial trailer. 

Seventy percent of all air brakes 
sold by the distributors are sold to 
truck dealers. Distributors sell an 
average of 37 sets each year, 26 sets 
of which go to truck dealers. Some 
51 percent of all vacuum power 
brakes moved by the distributors 
are sold to truck dealers, with each 
distributor selling an average of 29 
sets each year. 

A total of 76 percent of all dump 
bodies and hoists are sold to or 
through the truck dealer, with the| 







wheelhouse-type beverage delivery body 


SELL THESE UNISTEEL FEATURES 
IN STEEL OR ALUMINUM VAN 


type general 


distributors selling an average of 
104 bodies and 100 hoists each year. 
The average distributor also sells 
127 fuel and chemical tanks each 
year with 87 percent being sold in 
cooperation with the truck dealer, 
despite the fact that many of these 
are sold to oil marketers. 
a * + 


Refrigeration Lag 


... 45 percent of the van bod- 
ies sold by the average distribu- 
tor are sold in connection with 
truck dealers, although the average 
distributor sells-52 of these bodies 
each year. 

Of stake or rack bodies, 83 per- 
cent are sold in cooperation with 
the truck dealer with the average 
distributor selling 67 bodies each 
year. 

Only 35 percent of the refriger- 
ated bodies are sold in cooperation 
with the truck dealers, with the 
average distributor selling 21 of 
these units each year. 

Here certainly is a case where 
more active cooperation with the 


BODIES! 


insulated body 


purpose 


truck dealer might increase the dis- 
tributor’s sale considerably. 

Another item on which sales could 
be hiked through greater activity 
and more cooperation is power lift 
gates. Distributors sold an average 
of 31 last year with only 49 percent 
sold in cooperation with the truck 
dealer. 


* * a2 

PECIAL truck seats also need 

greater cooperative sales effort. 
Although the distributor traced 59 
percent of his seat sales to coopera- 
tion with the truck dealer, the aver- 
age distributor sold only 16 seats 
last year. 

Some 68 percent of all saddle 
fuel tanks were sold in coopera- 
tion with the truck dealer, with 
the average distributor selling 59, 
and 77 percent of all sleeper cabs 
were sold in cooperation with the 
truck dealer. 

Despite the fact that cities and 
states enter into the purchase of 
school buses, 72 percent of all such 
bus bodies were sold in coopera- 
tion with the truck dealer. A total 


Torsion Seat— 


Shown above is one of the torsion 
suspension seats installed in 210 trucks 
of Yellow Transit Freight Lines, Kansas 
City, by Bostrom Mfg. Co., Milwaukee. 


were sold in cooperation with the 
truck dealer. 

Although the average distributor 
sells 224 power take-offs per year— 
and all must be mounted on the 





Call your Unisteel distributor 
for full information. Or, 
write direct to Unisteel Body 
Company, Galion, Ohio. 


of 65 percent of all wrecker bodies 


truck chassis—only 49 percent were 





Van Bodies 


offer custom-built flexibility. .. 


at mass production prices 





@ Offered in 9 to 22 ft. lengths, 
83 or 90 in. wide and 72 or 78 in. 
high at eaves (66, 84 or 90 in. 
eave height at extra cost) 


@ Choice of sill, wheelhouse and 
insulated bodies 


@ Over 500 body combinations—all 
built from stock sections and parts 


@ Full selection of side and rear door, 
tailgate and accessory options 


@ Factory mounted or shipped 
knocked down—easily assembled 


@ Long life—all roof and side panels 
sprayed with insulator and sound 
deadener—all metal parts fully primed 


@ High strength, weight saving 
“ring-of-steel” construction for 
durability and maximum payloads 


@ Mass produced— prompt delivery 


UNISTEEL BODY COMPANY : aGation, onio 


DIVISON OF HERCULES GALION PRODUCTS. INC. 
BA-2609-A 
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sold in cooperation with the truck 
dealer. 


Here seems clear evidence that 


is the truck dealer’s salesman has 
_|fallen down on the job of getting 


full information on what the truck 
is to be used for. 


Even though the power tak-off 
may be intended to drive some 
highly special type of equipment, 
like a concrete mixer or fuel pump, 
the truck salesman should get this 


order. 
* * * 


Utilities Big Buyers 

Y 38 percent of the winches 
sold by distributors were 
moved in cooperation with the 
truck dealer. However, large buyers 
of this unit are the public utility 
companies and riggers, who tend 

to deal directly with distributors. 
Some 52 percent of wheel sanders 
are sold in cooperation with the 
truck dealer. Here again is an item 
on which the truck dealer could 
get a higher percentage of the busi- 
ness if his salesmen were alert to 
the needs or desires of the buyer, 
Distributors sold 25 percent of 
the flares, pots and other safety 
equipment and 37 percent of the 
directional signals and reflectors 
in cooperation with the truck 
dealer. These products are also 
handled by many truck dealers 
themselves, so it is natural that 
many of these items must be sold 
for replacement or to fleet buyers. 
Distributors who handle wheel 
changeovers report that 54 percent 


| of their sales are made in coopera- 


tion with the truck dealer. But 
only 35 percent of the tarpaulins 
sold by the body and equipment 
outlets are sold in cooperation with 
truck dealers. 

Among comments on the ques- 


| tionnaires returned, there were nine 


“brickbats” for every bouquet. 
* z - 


YPICAL of the “brickbats” 
were: “Truck dealers expect us 
to protect them but most of them 


|won’t give us any help or protec- 


tion.” 
“We believe the car-truck dealers 
should have men specializing on 


| trucks and insist on profitable sales 
| policies.” 


“Truck dealers are interested in 
equipment sales only when it will 


| help sell a truck chassis.” 


“It is the general practice of 
truck dealers to extend their con- 
fidential price on equipment to 
the customer to influence the sale 
of the truck.” 

“Truck dealers look for the 
cheapest equipment with no regard 


for service and quality.” 
| * > = 


Ammons the bouquets were these: 
“We protect truck dealers clean 
across the board. Most dealers are 
very cooperative as they do not 
have to carry the heavy inven- 
tory.” 

“We have always maintained a 
dealer protection policy and have 
appraised all of the truck dealers 
in our area of the same.” 

But the question that only the 
truck dealer can answer is: “Why 
do dealers give away their legiti- 
mate profit they are entitled to on 
special equipment?” 

A great many manufacturers of 
both trucks and special equipment 
would like to know the answer to 
that question. 


Registrations 
(Continued from Page 17) 


84,443 and held to that pace or above 
for the balance of the year, except 
November when 75,540 trucks were 
registered. 


Hopes for a million truck year for 
the first time since 1951 may well go 
glimmering unless 1956 can pick up 
the ball and run for the next six 
months. 





Mexico Bans Boost 
In Vehicle Prices 


MEXICO CITY. — The minis- 
tries of Finance and National 
Economy have outlawed price 
hikes on automobiles and trucks 
assembled in Mexico. 

The action was taken, they said, 
to prevent assemblers from boost- 
ing prices on the pretext that 
after Nov. 1 they must base im- 
ports of parts on compensating 
sales of Mexican cotton abroad. 
Cotton brokerage fees reportedly 
will increase the cost of parts 
imports and also of the assem- 
bled vehicles. 
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Service, Rebuilding Stressed .. . 


‘West Coast 


Watches 


Used-Truck Deal 


(Continued from Page 17) 


one each in Redding, Marysville, 
Napa and Vallejo. 

When World War II struck, Sut- 
ton looked for an opportunity to| 
get into a business that would 
weather the storm better than the 
used-car business, and in 1943 he 
acquired the distributorship for In- | 
ternational Harvester farm tractors | 
and implements. 

This company, the Sutton Morf | 
Tractor Co., is said to have set a| 
three-year sales record that never | 
has been equalled in that part of | 
the nation. 





x * * 


Concentrated on Service 


coe the war, Sutton returned 
to the automobile business by 
purchasing the Sacramento Dodge- 
Plymouth distributorship. Ww h en 
Sutton took over the conservatively 
operated Miller Automobile Co., he 
invested thousands of dollars in the | 
latest service shop equipment for 
he knew that the basis of a sound 
truck operation especially was giv- 
ing the customer the best service 
possible. 

This investment paid off. By 
1952 Dodge, for the first time in 
history, outsold all cars in the 
area with the exception of the 
low-priced three. 

Meanwhile Sutton began to see 





Truck Tonnage 
Tops Year Ago 


By 5.8 Percent 


WASHINGTON.—Tonnage of in- 
tercity general freight transported 
by truck during June was up 5.8 
percent over the volume hauled in 
June, 1955, and down less than 1) 
percent from that hauled during 
May, 1956, it is announced by the| 
American Trucking Assns. 

The 383 operators included in the 
survey transported 5,355,778 tons of 
intercity general freight during) 
June, 1956, compared with 5,064,227) 
tons during June, 1955, and 5,405,355 | 
tons in May, 1956. 

Gains for June, 1956, over June, 
1955, were indicated for the New| 
England region, 80.4 percent; Rocky | 
Mountain region, 35.4 percent, and| 
the Pacific region, 53.4 percent. In-| 
creases were due to the fact that 
trucking operations were curtailed 
by strikes in these three regions| 
during June, 1955. 

Other regional gains for June,| 
1956, over the same 1955 month were | 
9.5 percent in middle Atlantic, 6.9} 
percent in southwestern and 2.4 per-| 
cent in southern. The single decline | 
was found in the central region,| 
where June, 1956, tonnages were} 
down,2.5 percent from June, 1955. 


Reo Promotes 


Kelly and Tullos 


LANSING. — Reo Motors, Inc., 
has promoted Fred J. Kelly to gen- 
eral parts manager and R. M. Tullos 
to general service manager. 

Kelly has been with Reo since 
1953, serving originally as manager 
of the merchandising division han- 
dling sale and distribution of re- 











Fred J. Kelly 


R. M. Tullos 


placement parts for jobber: outlets. 
Kelly said he will continue to ex- 
Pand the merchandising activities 
of Reo parts. 

Tullos has been with Reo for four 
years. Prior to working for Reo, 
Tullos was a West Coast vice-presi- 
dent of a truck leasing company. 
At Reo he has been operations man- 
ager of U. S. retail and distributor 
service facilities. 


the great possibilities in the truck 
business and so, when he sold the 
Dodge deal in 1955, he was ready 
to try out an idea he had visualized 
for some time. He opened Sutton 
Truck Sales, 


meet the customers needs. 


Early this year he built the plant | 


in West Sacramento where the firm 
is located today. It is regarded as 
one of the most modern and com- 
pletely equipped truck dealerships 
on the West Coast. 


devoted entirely to| 
the sale of used trucks, rebuilt to} 


advertisements offered Peterbilts in 
| all sizes in two and three-axle jobs 
j}and any gear and rear-axle com- 
| bination; Mack in any model, rear- 
;}end or gear combination; Ken- 
| worth in any model, engine or gear 
| ratio; Autocar in models to meet 
10 hauling specifications; GMC, all 
| kinds and types with more than 20 
| body and motor makes; White, gas 
|}or diesel powered; IH, two and 
| three-axle, gas or diesel; Cummins 
| diesel from 165 to 200 horsepower, 
|and Diamond T with a complete 
| representation of the line always 
maintained. 


In the same monthly bulletin 
which he mails to a large list of 
truck owners, Sutton listed 35 
“bargains” which included 14 
makes of trucks and trailers. 

So now the entire West Coast is 
watching to see if Sutton will prove 
to the industry that efficient serv- 
ice, a complete rebuilding program, 
a complete stock of heavy-duty 


|models especially and energetic 
| Selling can continue to make an 
| operation of this size successful. 


If he can do it there may be 
several lessons about truck mer- 
chandising—especially as it applies 
to selling used trucks at a profit— 
| that the industry can adopt. 


* * * 


‘All Makes and Sizes’ 


Sutton boasts that he carries 
trucks of all makes and sizes and 
that any buyer can find just the job 
he wants in the big stock. 


For instance, one of his recent 
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Pilot Adds Diamond T Fleet— 


Eighty-five of the 100 new Diamond T Tilt-Cab diesel tractors, model 723CJT, 
ordered by Pilot Freight Carriers, Winston-Salem, N. C., have been placed in opera- 
tion in Eastern states. Specifications of the new tractor, shown above, include: Cum- 
mins JT-6B turbo-supercharged diesel engine, Fuller R-46 Roadranger transmission, 
Timken FE 900 front axle, Westinghouse air brakes, Solex safety glass, Ross TE 71 
steering gear, and Eaton 1911 rear axle—5.43 ratio. 


Sigflare —- A Brass Socket—- and CE 





What’s the connection? Well, failure of any part of a 
vehicle’s lighting and signaling system may produce not 
only a violation of the law, resulting in costly delays and 
fines, but may be the direct cause of serious—even fatal 
—accidents. 


Take bulb sockets. They are a small item and many 
manufacturers apparently see no harm in saving a few 
pennies by using ferrous metal or die cast sockets. 
Inevitably, the result—despite the use of zinc, cadmium, 
or other types of metallic plating as sacrificial corrosion 
agents—is a substantial shortening of the life of the 
product—pitting, voltage drop, bulbs frozen in sockets, 
loss of electrical efficiency, and premature failure of the 
signal. 


The brass sockets in every Signal-Stat lamp are but one 
example of our conscientious determination to manu- 
facture products that provide maximum safety and 
protection for the longest possible time. 


And for maximum safety nothing compares with 
Sigflare. Sigflare is a completely new and revolution- 
ary concept of signaling protection. 


The Sigflare System, with the patented Sigflare switch 
and heavy duty flasher, costs no more than an ordinary 
set of signals; but in addition to the finest directional 
signals with positive pilot action—and without addi- 
tional cost—you get two stop lights as powerful as the 
directional signals, two tail lights as bright as the law 
allows and the flare feature with pilot action to in- 
stantly warn oncoming traffic if the vehicle is disabled. 
(Note: A special wing lever on the Sigflare switch makes 
all four signal lamps flash simultaneously when the 
vehicle is disabled, thereby setting up a complete 
safety zone around the disabled vehicle.) 





DIRECTIONAL SIGNALS - SWITCHES - FLASHERS 
Signal-Stat_ Corporation, 523-539 Kent Ave., Brooklyn-11, N. Y. 


Car and truck dealers find that the Sigflare System gives them a decided trading advantage in 


competitive selling of new vehicles. 


Sigflare enables you to offer the vehicle buyer the newest 


and finest signaling system—greater safety—at no additional cost. We invite your inquiry. 
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(Continued from Page 17) 


to know Russ Valpey, who had 
come to Graham from the early 
“school grounds” of truck men in 
that day, Hercules Body Co., Bill 
Kessinger, R. L. (Bob) Biggers, 
George Orphol and Herman Ude. 
Herm and Bill are still part of 
the Dodge division team, while 
Russ moved on some time ago to 
become the vice-president of a 
steel products company. Bob is head 
of the Fargo division and George 
heads up truck sales in Canada. So 
four of the five are still 
horses.” 

By this time the Dodge one-ton 


job had become one of the most) 


popular light trucks in the in- 
dustry, even rivaling the Reo 
Speed Wagon, which had taken the 
play away from the Republic with 
the whipping drive shaft. These re- 
marks will bring back memories 
to many of you old-timers in this 
business I know. By 1925 produc- 
tion of Dodge chassis for the 
Dodge-Graham truck had grown to 





“fire | 


20 percent of total output. 

In 1924 the Dodge-Graham divi- 
sion had outgrown its quarters on 
Conant and moved into a plant on 
Lynch Road, which was the move 
to end all moves for Dodge truck, 
they thought, While the truck divi- 
sion never did “split the seams” 
of the Lynch Road plant, it did be- 
come too costly to produce trucks 
there. So, in the days of “Polly” 
Akers — an old graduate of both 
Reo and Republic who was general 
sales manager of Dodge at the time 
|—they moved the truck division 
| into a plant built especially for it. 
This is the present Dodge truck 
|}plant on Mound Road, which has 
|the distinction of being the largest 
plant devoted solely to truck pro- 
| duction. This plant has a floor 
area of 1,500,000 square feet and a 





| capacity of 185,000 trucks per year. 
| * * * | 


| Pardon, Polly 


I 


| 
| 





the “boo-boos” that I slip into once 
in a while. I was going down a cor- 
ridor when I ran into Forrest 
Akers and K. T. Keller, I didn’t 
know K, T. too well in those days 
and without thinking I blurted out 
something like, “Polly, this sure is 
a dandy plant.” 

I wouldn’t have wanted to hurt 
“Polly” for anything in the world 
and I must have looked a little em- 
barrassed as I apologized for ad- 
dressing him so familiarly in front 
of the president of the corporation. 

But Akers quickly put me at 
ease with, “Jack, you can call me 
‘Polly’ any time you want to. You 
knew me as Polly at Reo and 
Republic and I don’t want you to 
ever change.” 

And Keller spoke up, “And that 
goes for me too, with ‘K. T.’” 


But, to get back to the truck that | 
it was about | 


” 


“came out of a bottle, 
this time that Dodge developed the 


| finest truck special equipment de- 


partment it has ever been my 
pleasure to work with. 


This department was housed on 


|the third floor of the main Dodge 


office building. It was headed by 
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“Every year about this time, 
they come in with their suitcases 
and take a make-believe trip 
somewhere.” 





|and equipment builders the same 
| Herman Ude I mentioned above. 





| ment book which told dealers what 


units would work best with Dodge | 
WELL remember the dedication| Ed Howe and had as one of the trucks, The cooperation that this 
of this plant for I pulled one of ' guys who worked with the body | department gave the body and| 





everything you need for field installation... 


WAGNER AIR BRAKE KIT@ 


permit quick, 


installation... 


afford greater safety, 
reduce maintenance costs 
and provide maximum 
performance efficiency. 





. Wacner Air Brake Kirs are easy to install and are 
available for all popular truck models. The kits are 
complete and contain all necessary parts, connections 


and brackets. All parts are engineered and designed 


to fit into proper position on your vehicles with little 


or no drilling or tapping. Included in each kit is the 


famous Wagner Rotary Air Compressor—the most 


reliable compressor available—and the Wagner Power 


Cluster, a single air-hydraulic unit designed to provide 


proper air hydraulic ratios for all vehicles. 






The cost is less than you may realize and Wagner Air 


Brakes require less maintenance than ordinary air 


brakes. Service, when necessary, can be handled in 


your own shop or by the vast network of Wagner Air 


Brake Distributors manned by experienced Air Brake 


experts who are ready to give your fleet quick, depend- 


able service or through any of the 24 Wagner Branch 


Offices located in principal cities 


and Canada. 


As a guide to the completeness of Wagner Air Brake Systems, 
a detailed copy of Wagner Bulletin KU-201 will be sent 


upon request to you at no cost or obligation. 


Wagner Electric @rporation 
6393 PLYMOUTH AVENUE « ST. LOUIS 14, MO., U.S. A. 
(Branches in Principal Cities in U. S$. and in Canada) 


LOCKHEED HYDRAULIC BRAKE PARTS ond FLUID...NoRol ...CoMaX BRAKE LINING... AIR 
BRAKES ... TACHOGRAPHS ... ELECTRIC MOTORS .. . TRANSFORMERS ... INDUSTRIAL BRAKES 


in the United States 
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| This department was one of the | 
first to bring out a truck equip-| 


equipment makers resulted in con. 

siderable business coming to Docige 

because of the appreciation that 

the body and equipment makers 

had for the way they were treated, 
* * * 


New Chapter 

FTER the death of the Dodge 

brothers, the company oper. 

ated under an administrator, Fred 
J. Haynes, until it was sold to Dil- 
lon Read Co. in 1926, when E. G,. 
Wilmer became president. 

Dodge trucks continued their 
increase in volume during 1926 but 
because of the limitations placed on 
an administrator the pace began 
|to slow during the next few years, 

But an important milestone 
in Dodge history was reached 
duly 30, 1928. About 5 p.m. Walter 
P. Chrysler telephoned K., T. Kel- 
ler in Detroit, told him that he 
had completed the purchase of 
Dodge Brothers Corp. and gave 
K. T. orders to take immediate 
charge of the Dodge operation. 

Dodge trucks had their second 
| resurgence under Keller’s manage- 
ment, In the first 10 months of 
1933, truck sales nationally in- 
|}creased over the same 10 months 
of 1932 by 131.8 percent, but Dodge 
truck sales increased 271.8 percent. 

In 1934, Dodge contracted to pro- 
vide the Army with its first multi- 
| drive trucks. During World War II 
|} some 400,000 of these “go any- 
where” vehicles were used as 
weapons carriers, command cars 
|and carry-alls. Their ability to 

function in off-the-road operations 
led telephone and oil companies to 
seek permission to obtain these 
| vehicles for essential maintenance 
| during the war. 

| Dodge has carried on this unit 
land it is now offered in the line 
|as the Power Wagon together with 
ja full line of two and four-wheel 
|drives that give Dodge dealers 
| practically a “full line” to meet 
|every hauling need. 

+ ~ * 

|Dodge Realigns 

pi _- the past six months 
Dodge has been realigning the 
truck merchandising program. Al- 
though several moves have been 
| made during the past few years in 
an attempt to put the Dodge truck 
line in contention with the leaders 
in the industry, none of these moves 
has worked out. 

So, as has happened before in this 
| industry, Dodge is returning to the 
tried and proven programs that 
have always spelled successful sales 
operation with any company and 
that have been characteristic es- 
pecially of the top two makers. 

To carry out this program, John 
Naughton has been named direc- 
tor of truck and fleet sales; 
George Bilque, new-truck mana- 
ger, and L. Web Madery, heavy- 
duty truck manager. This puts 
experienced truck sales personnel 
at the sales head of the truck 
division. It is planned to have 
solid truck personnel at the head 
of truck operations in each of the 
20 regions. 

Knowing that it takes more than 
a haphazard knowledge of the truck 
for the dealer to have a profitable 
operation, and that no factory can 
go anywhere unless its dealers make 
money, Dodge is headed for a broad 
but intensive training program in 
the field, a simplification of the line 
to a lesser number of models, 
efficient parts availablility and con- 
tinuation of the solid special equip- 
ment section. 


N.Y. Weight Check 
Finds Violators; 


N.J. Reports Rise 


NEW YORK.—It was found that 
13.5 percent of 1,822 trucks checked 
at “surprise points” were violating 
the state’s weight-distance tax law. 

In less than six weeks here, 109 
trucks declared at tax-exempt 
weights were checked and all 109 
were found to be violators, the tax 
commission reported. 

Meanwhile, across the river in 
New Jersey, Grover C. Richman, 
attorney general, said that removal 
of a $200 minimum penalty for 
overloading brought an increase in 
the number of truck overloads and 
a decrease in the amount of over- 
load fines. 

In New York, the weight-distance 
tax applies only to vehicles with 2 
maximum gross weight over 13%,- 
000 pounds. Trucks are charged ac- 
cording to their weight and the 
distance they travel in the state. 
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News to Note... 





Truck News in Brief 





CHICAGO. — Greyhound Corp. is 
capable of filling the travel vacuum 
which may come about if the na- 
tion’s two largest railroads succeed 
in “pricing themselves out of the 
first-class passenger business,” ac- 
cording to Arthur S. Genet, Grey- 
hound president. 

The New York Central and Penn- 
sylvania railroads are seeking In- 
terstate Commerce Commission ap- 
proval of a 45 percent boost in 
Pullman fares. 

Genet called the intercity bus 
companies the “logical carriers for 
transporting passengers between 
cities, especially on trips of 200 
miles and less.” 

He also asserted that Greyhound’s 
safety record is the best of any) 
form of transportation. Using Na- 
tional Safety Council figures, he 
said his company’s death rate per 
100 million passenger miles in 1953- 
55 was below that of automobiles, | 
scheduled airlines, trains and buses 


as a whole. 
* * * 


Auto Transporters Start 


Safety Check in Buffalo 


BUFFALO, N. Y.—Auto transport 
trucks are being checked here for 
safety equipment and speed as part 
of a self-regulation program spon- 
sored by the National Automobile} 
Transporters Assn. 

Road blocks were set up in the} 
highways to check trucks for proper 
equipment. Reports of the checks 
will be sent to cooperating com- 
panies for information and action. 

- * ” 


White Names Cunningham 


To Head Distributorship 


GREENSBURG, Pa.—Paul Cun- 
ningham has been named distribu-| 
tor for White Motor Co. here. Name 
of the new firm is Greensburg 
White Truck & Equipment Co. 

Cunningham joined the White) 
sales organization in 1946 as retail 
salesman in Pittsburgh. He had 
been territory manager before 
taking over his present post. Paul 
Sipe has been named service mana- 
ger for the firm. 

* - * 


Mack Truck Honors 


Potts and Cochran 


ATLANTA. — Two Georgia Mack 
truck distributors have been hon- 
ored here with five-year plaques 
from Mack. 

Cited were C. P. Potts, president, | 
Potts Mack Sales, Inc., Macon, Ga., 
and Phil Cochran, Cochran Tire & 
Service Co., Thomasville, Ga. 

z * * 


Rochester (N. Y.) Police 


Open Truck Weight Drive | 


ROCHESTER, N. Y.—Four men, 
a station wagon and a small set of 
portable scales—that’s the force the 
city will throw into action against 
overloaded trucks. 

Sgt. Martin A. Gall has explained 
that police will be able to spot- 
check weights of trucks they sus-| 
pect are overweight, or set up a 
weighing point and weigh all trucks 
on heavily-traveled routes. The 
scales will be carried in a new police 
station wagon. 

* * + 


| land-sea operations, 





Canada Publishes 


Truck Regulations 


OTTAWA. — The Canadian Gov- 
ernment has published areport 
which summarizes provincial regu- 
lations concerning size, weight and 
safety requirements for commer- 
cial vehicles. 

The report has been prepared 
with the co-operation of provincial 
authorities. The Federal authorities 
Propose to enlarge the scope of this 
study and are seeking advice how it 
might be improved. 

od * * 


ICC Regulation Spurs 


Air Check Valve Orders 


PORTLAND, Ore. — As the re- 
sult of amendments to the Inter- 
state Commerce Commission motor 
Carrier safety regulations, Power 
Brake Equipment Co. here has re- 
Ported orders daily from all over 
the nation for its air check valves. 

The firm said it is one of the few 
truck brake equipment manufac- 





turers in the country, and is pro- 
ducing 4,000 check valves weekly, 
according to Norman Williams, 
president. Last week, the firm re- 
ceived orders for 18,000 valves, with 
one Chicago order totalling 10,000. 
In addition to the check valves, the 
firm also makes a low vacuum in- 
dicator that is required under the 


new law regulations. 
+ * * 


Steamship Firm. Orders 
100 Aluminum Containers 


SPOKANE. — Receipt has been 
announced of an order for nearly 


| $300,000 worth of a new “high cube” 


lightweight aluminum __ shipping 
container developed by Brown 
Trailers, Inc., here. 

Pan-Atlantic Steamship Co., of 
Mobile, Ala., placed the order for 
100 of the 33-foot aluminum con- 
tainers, Brown said. Designed for 
they can be 
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detached and transferred fully 
loaded aboard a vessel. 
ad ~ * 


International to Build 


Lansing Service Branch 


LANSING.—International Har- 
vester Co. has announced pur- 
chase of a 10-acre site on U. S. 
16 at Seager St. here on which it 
will construct a truck sales and 
service branch and a truck ware- 
house. 

Although construction plans are 
not complete, the company said 
it hopes to start work on its new 
facility within the next few 
months. 

* = = 


Allied Van Adds Germany 


To Military Moving Plan 


BROADVIEW, Ill. — Allied Van 
Lines has initiated door-to-door 
shipments of household goods for 
military personnel between the U.S. 
and West Germany. The company 
already provides similar service to 
Alaska, Hawaii and Puerto Rico. 

Louis Schramm, AVL president, 
said his company’s agents will 
handle all packing and shipping on 
either side of the Atlantic. Ocean 

(Continued on Page 22, Col. 3) 

































Animal Ambulance— 


An International SM-120 truck with Metro body has been placed in service as an 
animal ambulance by the Illinois Citizens Animal Welfare League, Chicago. The nine- 
foot, six-inch flat-back Metro body is equipped with specially built wire cages to 


| accommodate large and small animels. 


HOW THE “WORKING HEART” OF 





HEIL f0p1Es anp Hoists 


INCREASES TRUCKING PERFORMANCE 


“job-engineered” hydraulic system 
gives your truck customers extra 
dependability ... helps build your 
selling reputation. 


Simple, efficient, 


durable—that’s the kind of 


hydraulic system that teams with Heil bodies 
and hoists to keep payload performance up... 
put more money in your customer’s pocket. 
Look at these features: 


independently Mounted Perma-Pump. 
Heil’s hydraulic pump mounts in direct line 
with the power take-off . . . reduces friction loss 
and cuts wear on universals through straight- 
line power transmission. Pump gears are ma- 
chined castings, precision-cut for accuracy and 
hardened for long wear . . . run between revers- 
ible wear plates that provide double life. Pump 
can be easily serviced in the field. 


Splined Drive Shatt is a full '% in. in diam- 
eter has precision universals for extra 
strength. 


Three-Way Control Vaive is integral with 
the hydraulic pump. Balanced design equalizes 
hydraulic pressure in valve ports . . . eliminates 
working of controls against pressure in the 
system ... provides easy operation. 

Get the complete story from your Heil distrib- 
utor on telescopic or twin arm hoists and a 
complete line of bodies. It will profit you... 


profit your customers. 
BH-65 


THE HEIL co. 


DEPT. 5996, 3059 W. MONTANA ST. 
MILWAUKEE !, WISCONSIN 


Factories: 
Milwaukee, Wis., Lancaster, Pa., Hillside, N. J. 






Lucky Dodge Truck Salesman— 


A miniature Dodge truck covered with greenbacks was the door prize won by | 
Andy Miracle, salesman, Dependable Motors (Dodge-Plymouth), Lockland, O., at one | 
of the breakfasts during the Dodge truck selling contest among Greater Cincinnati | 
dealers. The winning ticket was drawn by Jack Weed, right, service-truck editor,| Matthews Machinery Co., 729 Cen- 
Automotive News, who spoke at the Cincinnati meeting and outlined truck sales and ter Street, Auburn, Me., has been|Common Carrier Conference told 


service opportunities. 
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transportation will be provided 
through an agreement with the 
Military Sea Transport Service. 


~ * * 


Aerobilt Expands Plant 


To Produce Truck Bodies 


WEST ATHENS, N. Y. — Aero- 
bilt Bodies, Inc., subsidiary of 
Grumman Aircraft Engineering 
Corp., has awarded a contract to 
Luria Engineering Co., Bethlehem, 
Pa., for a 30,000-square-foot addi- 


dustrial fork-lift trucks, powered 
hand trucks and straddle carriers 
manufactured by the industrial 
truck division of Clark Equipment 
Co. 
cd * a 
Truckers Hike Estimate 

OTTAWA.—Canada’s motor car- 
riers expect their 1956 capital and 
repair expenditures to total $67.9 
million, compared with an earlier 
estimate of $65.5 million. The new 


| tion to Aerobilt’s plant here. 


It is the second expansion in less 
Construction is 


than two years. 


under way on the new 
building, which will double the fac- 
tory’s output of truck bodies. 


* * * 


| appointed to sell and service in-| the annual meeting of the National 


Clark Names Matthews 
BATTLE CREEK, Mich. — W. D. 


equipment and machinery. 
> ~ * 


Trucker Cites Importance 
Of Accurate Scales 


$200,000 


EQUIPMENT RECOMMENDATIONS 
THAT HELP YOU SELL TRUCKS! 


Another service of your [ oernce? | distributor! 


Your distributor also offers: 


@ Sales help from equipment specialists 
@ Technical help on equipment problems 


@ Field demonstrations that close sales 
fast 


@ The newest, most advanced line of 
truck equipment on the market! 


@eeeeeeeeeeeeeeeeene 


To close more truck sales and make more 
profit,offer your customers completely equipped 
units, ready to work. And, to make sure 
each customer gets the right unit to handle 
his specific applications, ask your Gar Wood- 
St. Paul truck equipment distributor for 
equipment recommendations on each deal. 


Your Gar Wood-St. Paul truck equipment 
distributor will analyze each customer’s job 
requirements . . . work out a proper axle 
load distribution to meet state laws... 
recommend the proper hoists and dump 
bodies, winches, cranes, Frate-Gates, Hi-Lifts, 


Load-Packers, pole-derricks or other equip- 
ment needed to do the best job at the lowest 
net cost. You can then offer the customer a 
complete “package”, ready to go out on the 
job. You eliminate the need for him to “shop 
around” . .. the risk of losing the sale to 
another dealer, 


Here’s an extra service, Mr. Truck Sales- 
man, to help you sell! It’s yours for the ask- 
ing from your Gar Wood-St. Paul distributor 
... headquarters in your area for the newest, 
most advanced line of truck equipment on 
the market. Call your distributor soon! 


GAR WOOD INDUSTRIES, INC. 


Wayne, Michigan e 
Plants in Wayne and Ypsilanti, Mich. « 


Richmond, California 
Findlay, Ohio « 


Mattoon, Ill. * Richmond, Calif. 


figure consists of $7.4 million for | 
construction and $60.5 million for| Chevrolet are safer hauling with 


— 


| Assn, of Scale Manufacturers, 

Robert Gardner, staff engineer 
of the truck group, noted that in.” 
tense competition makes it neveg. 
sary for trucks to carry the great- 
est possible legal payload. ‘The 
weight of the loaded vehicle should 
be positively determined at the ter. 
minal so that state laws are cum- 
plied with, he said. 


Chevrolet Fact Book 


Tells Tubeless Story 
DETROIT. — Facts which are 
said to show tubeless tires repre. 
sent a major advance in the field of 
heavy transportation are presented 
in capsule form in a folder being 
distributed to dealer truck saleg- 
men by Chevrolet. 
Among advantages listed by 
| blowout reductions; less loss of time 
and money in road delays; longer 
|tire life because of cooler running 
|temperatures and tougher treads; 
|reduced maintenance costs with 


CHICAGO.—Accurate weight de-|fewer flats, simpler repairs and 
terminations are vital to the profit- | fewer parts, and improved steering 
able operation of the trucking in-| and easy interchangeability. 
dustry, an official of the Regular | 


\United Truck Completes 


3 Terminal Projects 
| SPOKANE. — United Truck 
|Lines here has marked completion 
lof three expansion programs and 
two others are being carried out, 
according to owner John Manlowe, 
Manlowe started in business in 
| 1933 with a few trucks and the firm 
has grown until it uses 685 pieces 
|of equipment. Terminals have been 
| built in Vancouver, B. C., Seattle 
and Quincy, Wash. Other terminals 
lare being built at Tacoma and Bel- 
lingham, Wash. 
* 


= * 
|Gateway Opens Terminal 
\In Chicago Expansion 

CHICAGO. — Gateway Trans- 
portation Co. has opened its new 
| $1,500,000 motor freight terminal at 
| 2331 Wood St. 

The new terminal, with a 13-acre 
site, replaces the company’s old 
terminal and provides room for ex- 
|pansion. The dock area, equipped 
with floodlights for 24-hour opera- 
tion, can handle 110 trailers at @ 
time. As many as 100 carts, at- 
tached to an under-floor conveyor, 
| moves freight from incoming trail- 
ers to outbound vehicles. 

7 > 


Milne Elected President 


Of Utah Trucking Group 

SALT LAKE CITY. — Arvel R. 
Milne, president, Milne Truck Lines, 
| has been elected president of the 
| Utah Motor Transport Assn. Other 
| officers include Paul J. Laws, vice 
| president; Clyde W. Reaveley, 
| treasurer, and Darrel Welling, re 
| elected manager. 

Nine new board members were 
|named: P. E. Bruse, Ben M. Blue, 
|M. J. Mollerup, Bouce Clark, Ray 
Lincoln, Joseph Lewis, Elmer L 
Sims, John W. Reuter and Reave- 


| ley. 


| New Milwaukee Quarters 


For Olson Motor Service 


| MILWAUKEE. — Fred Olson 
Motor Service, interstate trucking 
| firm, has moved its Milwaukee ter- 
|minal to 1100-1300 W. Bruce St, 
|doubling the company’s facilities 
here. 

The new $750,000 terminal has @ 
150-foot loading dock that can ac 
commodate 25 truck trailers, Mil- 
waukee Road trackage and 750 feet 
of river frontage that may be even- 
tually equipped for handling water 
freight. 


= os 
Midstate to Build 


McMINVILLE, Ore. — Execu- 
tives of Mid-State Corp. have given 
approval for start of a 45,000 square 
foot factory here. It is expected 
the plant will cost $175,000. 

* 


* * 


New ICC Rule Floods 


Brake Firm With Orders 


PORTLAND, Ore. — A new Inter- 
state Commerce Commission ruling 
has produced a flood of orders for 
the patented safety valve brake 
manufactured by Power Brake 
Equipment Co. The firm, which has 
stepped up its production to make 
400 units a month; recently got or- 
ders for 18,000 units in one week. © 

The new ICC ruling requires that 
every truck trailer and tractor shall, 
when equipped with vacuum or aif © 

(Continued on Page 23, Col. 1) 
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brakes, have air or vacuum reser-| 


voirs so that the brakes will not be 


depleted of air or vacuum in the| 


event of leakage or a failure. 
* * + 


Chevrolet Truck Catalog 
Aid to Retail Salesmen 
DETROIT. — A “rapid-index” 


catalog has been devised by Chev- 
rolet designed to enable a retail 


salesman to prescribe a truck for | 
virtually any hauling need within | 


a matter of minutes. 
With a basic idea of 
tomer’s preference, the 150-page 


selector can be used to find which | 
of Chevrolet’s 86 truck models fills | 


the bill, Chevrolet said. The sales- 
man can make recommendations 


for axle, engine, transmission and | 


other options offered in the light-, 
medium- and heavy-duty field. 
*” . a7 


McLean Trucking Merges 
With W. Va.’s Service 


CHARLESTON, W. Va.—Service, | 


Inc., with 100 trailers and 55 trac- 
tors, has merged with McLean 
Trucking Co., Winston-Salem, N. C., 
it has been announced here by 
William Hanks, Service general 
manager. 

He said his company operates in 
Kentucky, Ohio, Pennsylvania, Vir- 
ginia, West Virginia, Maryland, 
' New Jersey, New York and Wash- 
ington, D. C., and will be operated 


as a wholly owned McLean sub- 


sidiary. 


Braswell Purchases Fleet 


Of International Trucks 


EL PASO. — Braswell Motor 
Freight Lines, Inc., has placed an 
all-International truck over-the- 


road fleet in service in its purchase | 
ac-| 


of 47 model DC-405 tractors, 
cording to International Harvester 


The company is headed by J. V. 
Braswell, founder. Also purchased 


were 50 40-foot stainless steel) 


trailers for use with the Interna- 
tional cab-over-engine units. This 
has made it possible, Braswell said, 
to cut its truck fleet by 25 percent 
and still increase tonnage and rev- 
enue. 


$1,500,000 Truck Order 
From Chile Given Federal 


MINNEAPOLIS. Napco In- 
dustries, Inc., here has announced 
that it has received a $1,500,000 
order from Truck Owners Coopera- 
tive, Santiago, Chile, for 200 trucks. 
The trucks will range from two- 
ton models up to 25 tons with 
prices between $3,400 and $15,000. 

The trucks will be made at 
Napco’s new plant here by the 
firm’s Federal Motor Truck divi- 
sion. Federal Motor Truck Co., was 
purchased last year by Napco and 
its operations moved from Detroit 
to this city. Delivery is scheduled 
to start about Aug. 20 with com- 


pletion in about six months. 
= z af 


Brown Trailers Opens 
New Office in Chicago 

CHICAGO. — Brown Trailers, 
Inc., Spokane, has announced the 
opening of a new factory branch at 
4900 55th St. here. 

New and used trailers, parts and 
services will be handled at the new 
location. R. Gordon Thorpe has 
been named manager. R. P. Guen- 
ther, midwest sales supervisor, will 
work with Brown distributors 
throughout the Middle West. 
Brown parts and cargo van depot, 
formerly at Toledo, has been trans- 
ferred here. 


*® * * 


Two Firms Join PIE 


SALT LAKE CITY. Orange 
Transportation Co. and Collett 
Tank Lines here have been merged 
into Pacific Intermountain Express 
Co., according to PIE. The merger 
extends PIE’s operating authority 
throughout New Mexico and Colo- 
rado. 


* * * 


Mid-Continent Joins Pool 


MINNEAPOLIS.—Mid-Continent 
Freight Lines, Inc., Oklahoma City, 
has become a member of National 
Trailer Pool, Inc., an organization 
of motor common carriers with 


the cus-| 





general offices here. The pool, in its 
second year, involves interchange 
of trailers by .motor carriers 
throughout the country. 


* * ® 


TH Plans to Construct 


New Quarters in St. Paul 

ST. PAUL, — International Har- 
vester Co.’s truck division plans a 
new $250,000 sales and service 
building here, according to David 


K. Headley, the division’s St. Paul | 


manager. 

With 20,000 square feet of floor 
space, it will be twice as large as 
the present St. Paul facilities. 

* * + 


Miller Fails in Suit 





To Oust Competitor 


LOUISVILLE, — A three-judge 
Federal court has dismissed a suit 
filed by Eck Miller Transfer Co., | 
Owensboro, Ky., to force Forrest! 


Milton Durrett, Springfield, Tenn., 
off the route between Owensboro 
and Nashville, Tenn. 

Miller claimed in the suit that the 
Interstate Commerce Commission 
acted arbitrarily when it denied 
Miller is rehearing in July, 1955, 
on an application by Durret for a 
permit. Miller, granted a permit for 
the route in 1950, claimed traffic 
was too light to justify two firms 
competing. Durret was given a per- 
mit in 1955. 


* * * 


Menasha Firms Sold 
MENASHA, Wis. — Wheeler 
Transportation, Inc., and Wheeler 
Tank Lines, Inc., have been ac- 
quired by Consolidated Freight- 
ways, Inc., of Menlo Park, Calif. 


* * * 
Air-Suspension Truck Seen 


Slashing Packaging Costs 
PONTIAC, — The air-suspension 
system in a prototype truck built 
by GMC Truck & Coach division 
will result in huge savings in 
packaging costs via cheaper and 


|lighter containers, according to 
|Myrle St. Aubin, General Motors 


service director. 
He said air suspension has 


Complete Sales 
And Service Facilities 
Like These Are Yours 


To Enjoy When You 


GO 


MIDLAND 


Wherever you are, there’s a Midland Distrib- 
utor nearby who’s anxious and ready to serve 


you — a fully-equipped 


Midland Sales and Serv- 


ice Headquarters where you can be sure of 
getting the complete, most satisfactory answer 
to your power brake needs. 

Shown here are views of typical sales and 
service facilities in Midland’s chain of more 
than 250 Distributors covering the United States 


and Canada alone. 


Yes, wherever you are, throughout the world, 


you can get complete 


Midland Power Brake 


kits or buy genuine Midland parts from a nearby 


Midland Distributor. 


And wherever you are, 


there are experienced Midland mechanics to pro- 
vide you with instant, efficient service when you 


need it. 


THE MIDLAND STEEL PRODUCTS CO. 


6660 Mt. Elliott Avenue 


Detroit 11, Michigan 


Export Department: 38 Pearl a New York, N. Y. 


smashed a fixed boundary in the 
packaging field, adding that the 
GMC unit has carried articles such | 


| as Christmas tree ornaments, pret- 
|zels and eggs more than 10,000 
|miles without damaging or break- 





| ministers 


ing a single item. 
* * * 


Truck Parley in Canada 


OTTAWA. — Provincial highway 
will meet in Toronto 
Sept. 24-28 to discuss control of 


interprovincial trucking. 
* * ++ 


| ‘Jackknife Stopper’ Made 


By Buffalo Researchers 
BUFFALO. — Five Buffalo men, 
headed by Allen G. Neidrauer, have 
organized Transportation Research, 
Inc., to develope safety devices for 
the trucking industry. 
The first item marketed by the 


|firm is a “jackknife stopper.” This 


device is attached to both the trac- 

tor and trailer and it will prevent 

the tractor from swinging to more 

that a 90-degree angle after a skid. 
cad 7 + 


Intermountain Terminal 


Completed in Los Angeles 


LOS ANGELES. — Despite nu- 
merous harrassing rains and a long 
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strike, the Pacific Intermountain 
Express motor-freight terminal 
dock has been completed in the 


central manufacturing district 


here. 

The terminal dock includes shops, 
offices and a 705-foot dock which 
can accommodate i144 trailers. It 
also has a towveyor system, .con- 
sisting of hundreds of rubber-tired 
carts hauled by a quarter-mile of 
endless chain running under the 
concrete floor. 

* * aa 


Kentucky OK’s Credit 


For Trucks Using Pike 


FRANKFORT, Ky. — “The State 
Department of Highways has au- 
thority to extend credit to various 
trucking firms using the Kentucky 
Turnpike between Louisville and 
Elizabethtown,” according to a 
ruling handed down by Assistant 
Attorney-General David B. Sebree. 

The opinion said, “We feel that 
under the provisions controlling 
the collection question the depart- 
ment may institute any type of 
credit arrangement it deems prac- 
ticable and reasonably necessary to 
the end of making the road a finan- 
cial success.” 
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this policy should not be defeated | 
Conditional Sales Pacts Hit... merely by the shrewd drafting of a| 
OO eee conditional sales contract. 
Harper’s said the court then) 
k Fi h U quoted from a much earlier case a 
True ers 1g t sury vigorous attack on the so-called 
“paper-bag theory” of usury: 
“No disguise of language can Ea 
NEW YORK. — A group of Ala-| from the dealer who sells the car| prevail for covering up usury or point 
bama truckers has won the first! or appliance. glossing over a usurious con- of Bc 
round in a fight that could save; By casting the transaction in | ‘tact. The theory that a contract Haef: 
installment buyers millions of dol-| the form of a CSC rather than | Will be usurious or not, accord- the A 
lars a year in usurious interest, ac- a loan, the magazine said, the | im& to the kind of paper bag it is 
cording to the current issue of jender usually escapes the state | PUt in, or according to the more 
Harper’s magazine. and Federal laws against usury. | °F less ingenious phrases made Ric 
The magazine said the truckers It was reported that the CSC iede = a a - no — lis h 
sued the First National Bank of |may specify a “finance charge” of pr er erroneous. e law in- oes 
nds that a search for usury 
Birmingham to recover what they | 20, 40 or even 60 percent simple hall trate to th bsta ” 
claimed was excessive interest | interest a year on the unpaid bal- "Th ene Oe eae Leena 
- e magazine said the court 
charged in financing their pur- (ance, but that past legal theory inded that deant ficial C 
chase of tractor-trailers. They in- | held that no interest at all was adhe sais : es “ao at “thn 00 
voked a Federal statute which | being charged. adherence to the ritual, “the In M 
real transaction was a sale at a 
prohibits usury by national banks. | According to Federal Reserve|cash price accompanied by a loan Hy 
The U. S. Fifth Circuit Court of |Board statistics, Harper’s said,|or extension of credit to which the Edw: 
Appeals held in their favor in the| banks and finance companies held| bank was privy throughout. Brew 
case of Daniel and Dillard v. The | some $13 billion in auto paper at| “Any other result .. . would leave assig 
First National _ ad an ee hee tat a of | that vast number of persons who| om mies 
Harper’s said: “The court he it in Ss. Another large volume! purchase equipment and vehicles ' u 
that the ‘conditional sales contract,’ |of CSC credit was outstanding on | on credit, che financing of which is | White "9000" Joins Mason-Dixon Fleet— We 
under which most automobiles and | other installment items. | prearranged between the dealer Keys to the first of 225 White “9000” turbo-diesels are presented to E. Ward King, ecuti 
household appliances are bought, is| The article said the Circuit Court | and the bank or finance company, | second from left, president, Mason and Dixon Lines, Kingsport, Tenn., by P. E. Tobin, mant 
a disguise for covering up the il-| opinion noted that usurious con-| outside the pale of protection of | sales vice-president, White Motor Co., to signal the launching of a new Mason-Dixon Los 
legal charging of excessive inter-|tracts are condemned by public/ the state and national laws against | fleet. Looking on are J. R. King, operations manager, and E. William King, treasurer. accol 
est.” policy, both state and national, and | usury.” | The new Whites are equipped with 175 horsepower Cummins turbo-diesel engines. mané 
SR | ere a 
known in financial circles as the 
CSC, is a method of financing 





under which a lending agency 
claims it lends no money at all, 
it was reported. It insists that it 
“purchases” the CSC at a discount 


tom tnw FO. yeadership is gettingb 


Meeting Sept. 10 
CHICAGO. — The National Truck 


Sanus meting for sere 1039 «| ~=— from Zero to 35,000 paid subscribers... FLEET OWNER offers 


the Congress Hotel here. 








Three morni will be devoted o * — . P 
to general seasions and four after-|  WOY the surest-moving, fastest-moving advertising medium in tru 
a. 














































je a ae Sand Month after month, FLEET OWNER’s circulation keeps growing and growing | 
several Canadian cities will attend in the big heavy-duty truck market. 
the meeting, representing the 56 
ee es — — This is 100% paid circulation, too. No other magazine has ever succeeded 
in 170 major metropolitan areas. in selling itself to so many readers in the truck field. But . . . while circula- 

neni prmepaneteames tion makes a magazine big, only readership makes it strong. 
Truckers Warned ; os | 

. Advertisers know this. That’s why FLEET OWNER’s advertising pages have | 
Of Signal Law been steadily increasing for sixteen consecutive months. They are up 10.7% | 

HAMILTON, Ont. — The Hamil- over the first six months of last year. 
ton Police Department intends to 4 , Ah 
ae — ae see —_ In automotive circles people are talking about FLEET OWNER. They like ee 
IGE an cheatatenh honalting particularly the special features that have been appearing regularly . . . ror 
devices, ceneting ee Mo- like the... 24-page Tire Clinic in February, and the similar Lubrication 
"The si me ar e =a an Ontario Section in the May issue. Ly 
remy gg come ne ee FLEET Owner is UP in all ways . . . circulation, editorial, advertising! If . 
— _— ‘ bs : your product story is not being sold in its pages, you might be missing 
any truckers apparently : 

thought the oieny coeaiied eulie important truck market dollars. 
on highways, but Moreau pointed ep 
out that it includes-every city and oy F 


town in the province. 


Trucks Blessed 


Ceremony First Held 


In the U. S. 

ENFIELD CENTER, N. H. — 
(UTPS) — In what was said to 
have been the first Catholic cere- 
mony of its kind held in the U. S., =< 
nearly 100 trailer trucks, five-ton 
trucks, pickup trucks and fire gutwm, 
= a New Hampshire and ; 

ermont have been blessed at the| ,*7 
La Salette Shrine here. a \3 

Rev. Roland Bedard, shrine| * 
director, likened the service to the 
annual blessing of fishing fleets in 
some of the major seaports. 

“Modern trucking today is a vital 
link in the nation where motor 
vehicles are delivering essential 
goods that are in demand every- 
where,” he said. 

“I hope this first.annual blessing 
will ‘not only bring to drivers and 
owners the realization of the value 
of their lives and safety of their 
trucks, but, in addition, serve as a 
protectorate during = a over 
the highways,” he ad 

The only other rome blessing 
ceremony is believed to have been 
held at the Quebec shrine of St. 
Ann de Beaupre. 


More than 125,000 persons read AUTO- 
MOTIVE NEWS every week! 
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Hussey & Co., and E. A. Oliphant, | 


Small Tube Products, Inc. Newly 


elected vice-presidents were: J. M.| 
Kennedy, Revere Copper & Brass, | 


Inc.; Terry W. Kuhn, Bohn Alu- 
minum & Brass Corp.; W. W. Sieg, 
Titan Metal Mfg. Co., and D. W. 


Earl W. Haefner has been ap-| Raymond, former manager of truck/ Bieng Wolverine Tube, division of 
pointed assistant to the president tire sales, Brewer, a staffman, suc- Calumet & Hecla, Inc. Also re- 
of Borg-Warner International Corp.| ceeds Raymond in handling truck) jected were: F. L. Riggin sr., Muel- 


Haefner was formerly a colonel on 
the Army general staff. 
+ + * 
Signal-Stat Names 2 
Richard Johnson and Robert Wil- 
lis have been appointed Michigan 
gales representatives for Signal- 
Stat Corp. 
* * = 


Goodyear Appoints Four 
In Manufacutrers’ Sales 


Hyle F. Webb, James G. Gates,| 
Edward Raymond and Raymond F.) 
Brewer have been named to new) 


assignments in the manufacturers’ 
sales department of Goodyear Tire 
& Rubber Co., Inc. 

Webb, Kansas City account ex- 
ecutive, succeeds E. T. Rainey as 
manufacturers’ sales manager in 
Los Angeles. Gates, promoted to 
account executive, Kansas City, was 


tire sales for the department. 
+ + * 


Miller to Manage Sales 


For PPG Fiber Glass Unit 


Orville Miller jr. has been ap- 
| pointed manager of superfine 
| products sales for Pittsburgh 
Plate Glass Co.’s fiber glass divi- 
sion. 

Miller had served as district 
| sales manager in Cleveland since 
| joining the division in 1952. 
| * = * 


Copper & Brass Assn. 


Elects Officers for ’56 


The Copper & Brass Research 
| Assn. has elected officers for the 
coming year. 

| Austin R. Zender, Bridgeport 
Brass Co., Bridgeport, Conn., was 
reelected president. Reelected as 
| vice-presidents were: W. M. Goss, 





ler Brass Co., treasurer; T. E. Velt- 
fort, manager, and Carl H. Pihl, 
secretary. These officers constitute 
the board of directors. 

+. + * 
Dow Corning Picks Rhodes 


A. William Rhodes has been ap- 
pointed manager of Dow Corning 
Corp.’s consumer products depart- 
ment. 

Rhodes also will continue as man- 
ager of market research. He joined 
Dow Corning in 1947, spending a 
year in the advertising department 
before being promoted to market 
research department manager. 

= + > 


Gutta Percha Promotes 


J. M. Allison has been appointed 
vice-president and assistant gen- 
eral manager, Gutta Percha & Rub- 
ber, Ltd., Ottawa. He will continue 
as treasurer. In other promotions 


manager of industrial tire sales, to' Scovill Mfg. Co.; J. P. Lally, C. G.|J. H. Crane, manufacturing man- 
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ager, became industrial relations 
director; F. J. Hall, development 
manager, became planning director, 
and T. H. Way, assistant manufac- 
turing manager, became factory 
manager. 

am * 


Hudson Names Mossop 


In Canadian Sales 


U. D. Mossop, former Toronto 
district manager, has been ap- 
pointed assistant sales manager of 
Hudson in Canada. 

Mossop has been with Hudson 
in Canada for 27 years, starting in 
Toronto in the accounting depart- 
ment of a dealership. He has rep- 
resented Hudson in the Maritimes, 
Montreal, Toronto and at the old 
Hudson factory in Tilbury, Ont. 

* * + 


Vanadium Names Girdler, 
Hancock and Filsinger 


A new sales division and two new 
executive sales posts have been 
created by Vanadium Corp. of 
America. Two other important pro- 
motions were announced. 

John B. Girdler has been elected 
assistant vice-president and will be 
general manager of sales, Assistant 
vice-president Roy F. Hancock will 
head up the new sales promotion 
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division. Girdler’s former position 
as corporation sales manager has 
been filled by Raymond H. Filsinger 
jr. George W. Johnson, former steel 
foundry division manager, has been 
appointed manager of the steel 
foundry and iron foundry division. 
* * * 


Mercury Names Henderson 


Los Angeles Sales Chief 


Robert E. Henderson has been 
named Los Angeles district sales 
manager for Mercury. He formerly 
was Seattle district manager. 

In Los Angeles, Henderson re- 
places J. Basil Burke who now is 
sales manager of Mercury’s Wash- 
ington (D, C.) district. Henderson 
joined Mercury in 1949 and had 
served in Seattle since 1954, 

s e s 


Fountain Heads Mossler 


As Founder Moves Up 


Walter J. Fountain, who began 
with Mossler Acceptance Co., in 
New Orleans, as an office boy in 
1932, has been promoted from 
vice-president to president. He 
succeeds Jacques Mossler, 
founder, who will become chair- 
man of the board. Mossler is one 
of the south’s automobile finance 
companies. 

7 +o aa 


Oregon Picks Nunn 


Warner Nunn, assistant public 
utilities commissioner for Oregon, 
has been appointed administrator 
of the new Motor Vehicle Depart- 


ment. 
* * + 


Standard Picks Lonsdale 


Chester C. Lonsdale, second-shift 
general foreman, has been named 
assistant to the superintendent of 
the pressed steel division at Stand- 
‘ard Pressed Steel Co., Jenkintown, 
Pa, Lonsdale, who will have charge 
of manufacturing and packaging 
for the division, joined SPS 15 years 
ago as a machine operator. 


Truck Standards 
Are Rising, Says 
Cass of White 


DIGBY, N. S.—A trend toward 
higher mileage and higher produc- 
tive capacity of motor trucks has 
given the truck engineer a new 
set of standards, according to 
Robert Cass, assistant to the pres- 
ident, White Motor Co. 

“Higher fixed and operating costs 
have led truck operators to strive 
for a higher degree of equipment 
utilization, bigger payloads, higher 
mileages and faster service,” Cages 
told the annual meeting of the 


Canadian Warehousemen’s Assn. 
here. 
Engine improvement, he said, 


from the standpoint of increased 
output, longer life and operating 
fuel economy applies to gasoline 
and diesel power plants. 

Cass said that maximum utility 
also is important. As an example 
he cited the achievement of a 90- 
inch dimension from bumper to 
back of cab to accommodate 
engines of 200 horsepower for max- 
imum power and payload. 


Cass, a former president of the 
Society of Automotive Engineers, 
listed as other improvements the 
“L” head-in-line gasoline engine; 
the diesel turbo-blower LPG and 
free piston engines as well as 
driver safety and comfort. 


FWD Widens Use 
Of V-8 Diesel 


CLINTONVILLE, Wis. — Four 
Wheel Drive Auto Co., which has 
introduced a transport tractor fea- 
turing a Deutz V-8 air-cooled diesel 
engine, now is offering the Deutz 
powerplant on FWD 32,000 through 
40,000- pound four-wheel-drive 
trucks and 36,000 through 40,000- 
pound six-wheel-drive units for all 
FWD markets. 


The 170 net horsepower rating 
and high torque range of the Deutz 
air-cooled diesel, plus elimination of 
a liquid coolant and ease of mainte- 
nance, make the engine especially 
adaptable for FWD’s heavy-duty 
trucks in oilfield, logging, utility, 
construction, and road maintenance 
markets, .said G. F. DeCoursin, 
FWD sales vice-president. The 
Deutz engine is made by Klockner- 
Hyumboldt-Deutz Mfg. Co., Cologne, 
Germany. 
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23 Nations Enter 
U. S. Trade Fair 
Set for Apr. 14-27 


NEW YORK.—Late developments 
in factory equipment, supplies, pre- 
cision tools, motors, electronics and 
other scientific instruments will be 
featured in a special section of the 
U. S. World Trade Fair at the New 
York Coliseum Apr. 14-27, 1957, ac- 
cording to Charles Snitow, president 
of the fair. 

An initial group of 23 major na- 
tions will participate. 

Among them are Brazil, Canada, 
Ceylon, Denmark, Finland, France, 
West Germany, Great Britain,| 
Greece, India, Ireland, Israel, Italy, | 
Japan, Korea, Lebanon, Nether-| 
lands, Norway, Pakistan, Sweden,| 
Turkey, Venezuela and Yugoslavia. 
West Berlin, although not a nation, 
will share equal status with these 
countries. 

Federal and state agencies and 
officials, are helping to attract 3,000 
exhibitors from 71 foreign nations) 
throughout the world. It is expected 
that the displays will be viewed 
by an estimated 100,000 buyers from 
the Western Hemisphere along with 
1,000,000 general public visitors. 
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| front and rear axle hubs, hood and front bumper. 
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Lighter Autocar Units 


Aluminum Featured on Cabs, in Engines; 


W eight Cut of 20 Pct. Claimed 


EXTON, Pa. — New lightweight 
models for additional payload ad-| be found so advantageous that 
vantages have been announced by! they have been made available 
Karl A. Roesch, vice-president,| for a variety of heavy-duty ap- 
Autocar division, White Motor Co.| plications, with either axle. 

These new models, developed | forward or axle-back models. 

| Weight saving was accomplished 
principally, Roesch said, by use of 
aluminum, retaining the construc. 
tion typical of Autocar. 

The lightweight models— Dc. 
102TL and DC-10264L tandem axle 
|— have all-aluminum cabs which 
|feature an aluminum skin over a 
girder-type frame of aluminum al. 
| loy. 

Formed channels are heli-are 
welded. The aluminum skin js 
riveted to the frame, using an air- 
craft production technique. This 
| construction permits flexibility and 
stress absorption without danger of 
cracks and accomplishes a weight 
savings of 20 percent in cab struc. 
ture, Roesch said. 

Aluminum is employed in vari- 
ous parts of the engine, in the 
chassis cross-members, transmis- 
sion case and cover, fuel tank, 
front and rear axle hubs, hood 
and front bumper, Many of these 
parts are of all-aluminum cast- 
ings or weldments. The wheels 
are of forged aluminum. 
| Built primarily for highway ap- 
plications where there is marked 
payload advantage, these new Auto- 
cars have power characteristics for 
extra-heavy payloads, said Roesch. 





for the West Coast, were said to 








Austin Plans to Build 


Vehicles in Colombia 


BOGOTA, Colombia. — A new 
company capitalized at 16 million 
pesos (about $3.14 million has 
been set up here to assemble and 
manufacture Austin vehicles, The 
firm, Fabrica Colombiana de 
Automotores, S. A., is expected 
to produce about 5,000 vehicles 
a year. 

The first vehicles are due to 
be assembled within 15 months 





Autocar Introduces Lightweight Models— 


New lightweight models designed for additional payload advantages have been 
introduced by Autocar division, White Motor Co. The Autocars, DC-10264L tandem| and will be built largely from 
axle and DC-102TL, above, are available in either axle-forward or axle-back models.| components shipped from Britain. 
Weight saving is said to be accomplished principally by the use of aluminum. The | Eventually, much of the vehicle 
models have an all-aluminum driver's cab, and employ aluminum in various parts of | will be manufactured in Colom- 
the engine, in the chassis cross members, transmission case and cover, fuel tank,| bia, Austin said. 


| 








Name Confusion 
Involves Son of 


Dealer Jeffers 


TULSA, Okla.—(UTPS)—A con- 
fusion of names has led to the in- 
nocent involvement of a Wagoner 
(Okla.) auto dealer in a state relief 
check scandal growing out of the 
recent primary elections. 

Oscar Jeffers, Jeffers Motor Co., 
has asked authorities to investi- 
gate the alleged forging of Bob Jef- 
fers’ (his son) name to relief checks 
allegedly used to pay campaign 
workers for State Senator John 
Russell. 

Many of the checks were said to 
be signed by Bob Jeffrey, campaign 
worker for Russell, who operates a 
feed and tractor agency in Wag- 
oner. Others bore the name Bob 
Jeffers. 

Jeffers says he and his son are 
politically neutral and had no part 
in the bitterly-fought battle be- 
tween Russell and State Rep. Tom 
Payne jr. for the state senate seat. 

A grand jury convened at Wag- 
oner last week to investigate the 
relief check scandals and charges 
of misuse of absentee ballots in the 
primary in which Russell nosed out 
Payne, who previously had a slight 
lead. 

Russell has denied any knowledge 
of the use of relief funds to pay his 
campaign workers and has asked 
to be the first witness before the 
grand jury. 


Clark. Equip 
















ipment 


Picks 4 Dealers 


BATTLE CREEK, Mich. — The 
industrial truck division of Clark 
Equipment Co. has named four new 
dealers, according to L, A. DePolis, 
Clark general sales manager. 

The new dealers are Black & 
Gaisser Co., Evansville, Ind.; Ma- 
honey Equipment Co., Rapid City, 
S. D.; Valley Industrial Trucks, 
Youngstown, O., and Madden 
Equipment Corp., Houston. 


D. C. Paper Tightens 


Used-Car Ad Rules 


WASHINGTON. — The Wash- 
ington Post has issued a new 
regulation governing the accept- 
ance of used-car advertising. 

The regulation declares: “All 
cars in first-class condition may 
be so advertised provided they are 
priced within the general area of 
normal market value. Advertise- 
ments of cars not in first-class 
condition must carry a complete 
description to qualify for accept- 
ance at the normal market value 
= ears sold in an ‘As Is’ condi- 

ion.” 


genuine 


eal 


ler 


| 
- | 


Genuine leather upholstery is a proud banner for many of your customers. 








It gives them a feeling of success. Its atmosphere of quality 
adds to the appeal of the cars you sell. And it gives 
you a means of trading-up. You can say, “That's a fine model 
... but this one is upholstered in genuine leather!” 


Only genuine leather wears as well as it looks 












motive 
prov 
agains 
and us 

Joh: 
the fii 
give t 
nating 
cars.” 

Bur 
at hi: 
trial | 
help t 


J 


PO! 
presid 
has o 
at TI 
Ed Hi 
car sé 


age! 
ing 

safe 
den 
her 


den 
and 
fere 


trac 








led 
of 
uc. 


xle 


ich 
al- 


ire 

is 
ir- 
his 
nd 


ht 
1c 


le 
3- 


L- 
is 


p- 
ed 


or 


ne- 
er 
ef 
he 


ti- 
of- 


ne 
rk 


a- 
y; 

s, 
on 


QO:r;1QoBtit memos = ' 


\ 








TTS } | 








| Assn. has presented to the City 
Board of Representatives a petition 
|to outlaw auto sales on Sunday. 
| The petition was presented by 
| Joe Creamons, president of the in- 
| dependents, and Don Schulstad, 
KNOXVILLE, Tenn. — (UTPS) —| at 2615 Rossville Blvd. here. Abney president of the Tampa Automo- 
B. B. Burcham, a Knoxville used-car) also heads a Dodge-Plymouth pile Dealers Assn., which also is 


dealer, has been named regional) dealership in Ringgold, Ga. supporting the move. 
director of Inter-Continental | : << « > - + 


ee —— uarantees| Proman Opens Magic Lot Johnston, Ulsted Open 

against mechanical failures for new| MINNEAPOLIS, — Sam Proman, FORT DODGE, Ia. — Frank L. 

and used cars. | formerly associated with Friendly | Johnston and Elmer Ulsted have 
Chevrolet here, has taken over the | opened a 60-by-210-foot used-car lot 


John F. Whelehan, president of L 
the firm, stated that the idea is to| used-car lot at 1118 West Lake St. | here. The firm is called Johnston 
& Ulsted Used Cars. 


give the buyer confidence by “elimi- | formerly operated by Stephens 
nating all hazards of buying used) Buick. The operation will be known i, Rs 
Klauson Founded 


cars.” as Magic Motor Co. 

Burcham said the plan was used | * @ & SIOUX FALLS, S. D.—Klauson 
at his lots for two months on a Motors, a used-car company has 
trial basis and has proved “a great | opened fer business. The firm ts 
help to the business. owned by Wilbur (Kak) Klauson, 

who was formerly with Rierden 


* * x 
West Side Opens Lot | Thomas L, Fletcher jr., Des Moines, — = * 


PORTLAND, Ore. R. S_ Boyer,| and Celeste M. and L. T. Stensland, - 
president, West Side Dodge, Inc.,| Detroit Lakes, Minn. Louie’s Sales Moves 
ALBUQUERQUE, N. M.—Louie’s 


has opened a used-car sales center | . «= s 
at Thirty-seventh and Broadway. Tampa Associations Move | Auto Sales has moved from its for- 
|mer location on U. S. 85 to 802 


Ed Holden jr. has been named used- 
ear sales manager. To Ban Sunday Sales Central Ave, S. W., on U. S. 66 
TAMPA, Fla. — The Tampa In- and has been renamed Louie’s Auto 


* * 7 
Chafe, Lenz Team | dependent Automobile Dealers | Exchange. 


PORTLAND, Ore.—Paul S. Chafe, 
formerly sales manager for Logan)! 
Oldsmobile, has formed a partner-| 
ship with John E. Lenz for used| 
ears with headquarters at 850 N. E.| 
Grand. The firm is called Chafe & 
Lenz, Inc. 


Used-Car Notes 





Fargo Auction Formed 


FARGO, N. D. — Fargo Auto 
Auction, Inc., has been formed| 
here. Directors are Marjorie and 


= * * 


Oscar & Joe Celebrate 


Expanded Miami Lot 


MIAMI.—Oscar & Joe has opened 
its expanded business here and of- 
fered refreshments in its “new air- 
conditioned offices and showrooms” 
to celebrate the event. 

A newspaper advertisement an- 
nouncement was sponsored by 15 
firms which combined to build, 
paint, decorate, light, insure, advise 
_ furnish auto financing for the 

rm. 


| 
* * * 


Partners Open Third Lot 

ALBUQUERQUE, N. M. — The 
third used-car sales lot of the part- 
nership of Gene May and Bill Mc- 
Rae has opened as The Krazy 
Traders. They also operate El 
Rancho and Gene and Mac’s auto} 
sales here. 





* - * 


Abney Opens Lot 


CHATTANOOGA, Tenn. — How- 
ard Abney’s Used Cars has opened | 


5'2 Million Blanks | 
Distributed in Big | 
Mercury Contest — 


DETROIT. More than 5% mil-| 
lion entry blanks were required to 
meet the response to the Ed Sulli-| 
van $425,000 Mercury contest, ac- 
cording to Joseph E. Bayne, Mer- | 
cury general sales manager. 

He said the initial printing of 
2% million blanks was exhausted 
in the first two weeks of the eight- 
week event. Another million were 
printed, followed by a third run of 
two million. 

According to Bayne, “The con- 
test generated an enormous amount 
of goodwill toward our dealers and 
resulted in a very substantial in- 
crease in showroom traffic.” He 
said dealers attributed many ad- 
ditional sales to the contest. 

Top prizes were 79 four-door 
hardtops which went to winners in 
29 states. Another winner received 
& special $10,000 cash award since 
he had purchased a Mercury during 
the contest. 

Other prizes were eight all- 
expense trips to New York City, 
200 portable television sets and 
2,400 cigaret lighters. 


Top Brass Gets 
Safety Spanking 








The question is directed to manufacturers whose cars 
are not yet equipped with Stromberg Carburetors. Car 
makers using Stromberg now are also using its outstand- 
ing economy record in the Mobilgas Economy Run to 
convince thousands of economy-minded customers. 

A large segment of your market—people in every 
income bracket—is always motivated by economy of 
operation as well as style, power and ether good features. 
Proof that the motor car industry is well aware of this 

BUFFALO. — Top industry man-| fact is its participation in the Mobilgas Economy Run 
agement has been accused of fail- every year, knowing how much a victory helps new-car 
ing to take an interest in highway es. 5 
safety by Parke W. Davis, presi- Stromberg-equipped cars have won the coveted Sweep- 
dent, Hulbert Forwarding Co., Inc., stakes Award in this national economy tournament two 
here. straight years! 

Davis was a speaker at an acci- 
dent prevention conference here 
and will attend the New York con- 
ference called to consider methods 
to prevent accidents involving 
tractor-trailers and trucks. 





*REG. U.S. PAT. OFF. 
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Dealer Names Managers— 


Pat Bales, center, of Pat Bales Lincoln- 
Mercury, Van Nuys, Calif., welcomes Al 
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Parts Inventory 


At Buick Reveals 
Industry’s Growth 


FLINT.—The growth of the auto 
industry in the last 10 years has 
forced manufacturers to increase 
their parts inventories by as much 
as 400 percent, according to Paul E. 
McCracken, Buick parts and acces- 
sories manager. 


“Our inventory has increased from 
3% million to 15 million parts since 
1946,” he said, “and the number of 
different parts has jumped from 
20,000 to 30,000.” 

About 95 percent of Buick’s parts 
volume comes from 2,700 items, 
McCracken said. “These parts are 
stocked by nearly every dealer and 
are available for immediate serv- 
ice,” he added. 

The basic group plus another 5,- 
300 parts are stocked in 13 regional 
| warehouses, and these 8,000 parts 
|account for 99.6 percent of total 
| volume. 

As an example of an active part, 
| McCracken mentioned rear fenders 





Rielly, left, sales manager, and Jack | for 1938 Buick Specials. “Buick has 


Weatherford, service manager, to the stoff; four in 


of the new dealership. 





If economy is a touchy subject 


its main warehouse,” he 
said. “We sold only two in 1955.” 





instead of a good, solid 


selling feature with your line of cars, it will pay you to 
make comparative efficiency tests with Stromberg 


Carburetors against the field. 


Remember, for more than forty years more advances 
in carburetion have been initiated by Stromberg than 
any other manufacturer. Stromberg application engi- 


neers are at your service. 


ECLIPSE MACHINE DIVISION OF BENDIX AVIATION CORPORATION 


Original Equipment Sales: Elmira, N.Y. © Service Sales: South Bend, ind. 
Export Sales and Service: Bendix international Division, 205 E. 42nd Street, N.Y. 17, N.Y. 
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Highways 





CHICAGO. — The National Com- 
mittee on Uniform Traffic Laws 
and Ordinances has adopted sev- 
eral changes in the Uniform 
Vehicle Code in acting upon re- 
ports of nine subcommittees, 

Among the changes were: 

Absolute speed limits with a 
maximum of 60 miles per hour for 
rural highways, 30 m.p.h. in built- 
up areas and a new limit of 45 
m.p.h. for vehicles towing house 
trailers, Elimination or modifica- 
tion of the lower night limit will 
be submitted to mail vote. 

Extension of police authority to 
arrest for specified serious offenses, 
such as drunk driving and hit-and- 
run. 

Increase in minimum liability re- 
quirements under financial respon- 
sibility laws to $10,000-$20,000-$5,- 
000 (instead of present $5,000-$10,- 
000-$1,000). 

New certificate of title act which 
is separate from registration pro- 
visions and which includes provi- 





e Balanced for positive control e For less blow-by 





Altinized Quick- 
Seating Top 
Fire Ring 


Resists Corrosion 
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& Safety 


sions for notation of liens and 
other security interests. 


Regulation of hydraulic brake 
fluid. 


* * * 
lowa Boosts Control Force 


As Highway Deaths Climb 


In an effort to cut Iowa’s mount- 
ing highway death toll, the State 
Department of Public Safety an- 
nounced that 35 of its field men 
have added traffic-law enforcement 
to their regular duties. 

Iowa had 402 highway deaths) 
through July 30 compared with 325) 
in the same period last year. Other 
efforts to cut the toll involve the) 
use of airplanes as spotters and 
periodic use of 140 National Guards- | 
men to supplement regular highway | 
patrolmen. 





Uniform Bumper Heights 


Sought for Cars, Trucks 


George D. Donnelly, an Erie 
County (N. Y.) supervisor is seek- 
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tae 


COMPARISON PROVES IN 
A PISTON RING TOO 


e For quicker seating e For quicker profits 


GUARANTEED 


to out-perform any other ring set in the hard 
to held jobs regardless of kind, design or price! 


Guede 


SEAS 


ing a State law requiring car and 
truck bumpers to be of uniform 
height, He believes it would be a 
safety measure. 

A garageman with 40 years’ ex- 
perience, Donnelly, of Wales Cen- 
ter, said, “It would put an end to 


| accidents where cars slip under the 
| bodies of large trucks, frequently | 


killing or injuring passengers.” 
* * + 


Radio Waves to Control 


Parkway Traffic Lights 

The first system of traffic sig- 
nal control by radio in New Eng- 
land will be used by the Boston 


Metropolitan Commission on a two- | 
|and-a-half-mile section of the 
| Middlesex Fells Parkway. 


A transmitter will be placed in a} 


building on nearby property in 
Medford, known as the Lawrence 
Tower, From it will go short wave 
impulses which will activate the 
traffic lights at each of six inter- 
sections. 
* * * 
La. Drunk Driving Terms 


Range Up to 30 Years 


A new Louisiana law provides 
a sliding scale of penalties for 
drunk driving ranging up to a 





i010) 





The famous Torsion-Tight 


aviation fire ring. 


The new 
DUO oil-compression 


ting with Chrome-Armored 
steel segment. 


The new "400" oil ring 
—the most efficient oil ring 

on the market — with Chrome- 
Armored steel segments. . 


PISTON 
RINGS 


maximum of 30 years in prison 
for fourth offenders. 

First offenders are liable to 
fines of not less than $125 or 
more than $400 and imprisonment 
of not less than 30 days nor more 
than eight months, or both; sec- 
ond offenders may be fined and 
jailed not less than $125 nor more 
than $1,250 or not less than 125 


days nor more than 15 months; 


third offenses may be punished 
by imprisonment of not less than 
one nor more than five years. 
The fourth offense calls for sen- 
tences of not less than 10 years 
nor more than 30. 

* + * 


Record on Denver Pike 
July revenue on the Denver- 


Boulder turnpike was the highest | 


since the toll road was opened in 
1952, according to H. Rodney An- 
derson, manager. He said 247,852 
vehicles paid $57,581, an increase of 
13,129 vehicles and $5,166 over the 
previous monthly high set in 
August, 1955. 

+ + + 


3 Types of License Plates 
Now Valid in New Jersey 


New Jersey has advised the na- 
tion’s motor vehicle administrators 
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LARGEST PRODUCER OF SMALL RINGS IN THE AUTOMOTIVE INDUSTRY 





— 


that the State now has three valid 
types of license plates. 


All, are orange and black. The 
69/16-by-10%-inch plate and the 
6 9/16-by-13%4-inch plate must dis. 
play a ’56 insert. The six-by-12-inch 
plate is dateless and its validity is 
indicated by numeraled sticker on 
the windshield. 

* 


* * 


Mich. Grant Aids 


Driving Teachers 


The first grant to provide scholar. 
ships for advanced credit courses in 
driver education has been made to 
Michigan State University by the 
Michigan Inter-Industry Highway 
Safety Committee. 


Presentation of the $5,000 grant 
was made at MSU’s Kellogg Center 
by Dan O’Shaughnessey, committee 
president. The grant will provide 
scholarships to 30 teachers taking 
advanced credit courses in driver 
education, many of whom were 
enrolled in the advance driver edu- 
cation workshop, Aug. 6-24. 

* + * 


Highway Program Seen 
Boosting Use of Asphalt 


Use of petroleum asphalt in the 
U. S. may increase as much as 40 
to 50 percent when the new Federal 
highway program gets under way. 

At present, 35.2 million barrels 
of asphalt are used each year in 
highway construction. In a few 
years, construction and maintenance 
may require 100 million barrels. 
About the same amount is used in 
maintenance as in construction, U. 
S. refineries produced about 83 mil- 
lion barrels last year, but can boost 
output as demand increases, it was 
said. 


N.Y.I nspections 
Begin in F ebruary 


Compulsory vehicle inspections in 
New York State will begin next 
February and continue through No- 
vember, the Motor Vehicle Bureau 
announced. Deadline for the first 
inspection is Jan. 1, 1958. 

The State law requires annual in- 
spection of all cars more than four 
years old and all used cars when 
sold, regardless of age. Joseph P. 
Kelly, motor vehicle commissioner, 
said inspection fees will average 
about $1.25 per car. 

* . + 


By-Passes Help Business, 
U.S. C of C Survey Shows 


Contrary to some opinion, high- 
way by-passes usually help busi- 
ness and raise property values, ac- 
cording to a survey conducted by 
the Chamber of Commerce of the 
United States, 

The Chamber said that a survey 
of nine cities in California found 
that businesses along by-passed 
routes showed gains ranging up to 
132 percent. Businessmen credited 
the gains to a decrease in traffic 
congestion which made shopping 


easier. 
a2 * * 


Pike Is ‘Most Necessary,’ 


Florida Governor Declares 


A state-long Florida turnpike is 
most necessary and desirable even 
though additional Federal aid is 
available for free interstate high- 
ways, according to Gov. Leroy Col- 
lins. 

He expressed his views in reply 
to a proposal by the Jacksonville 
Traffic Advisory Committee for 
shelving plans for an extension of 
the turnpike. Collins contended that 
even the additional Federal funds 
would not provide enough money 
to build an adequate highway sys- 
tem for Florida, 

* * 


Canada Participates 
In U. S. Road Tests 


Canadian Government and indus- 
try, through the Good Roads Assn., 
will participate in the $12 million 
road test project being undertaken 
in the U. S. to discover the effects 
of traffic upon all types of road 
surfaces. 

The association has an engineer- 
observer permanently attached to 
the U. S. Highway Research Board, 
which is supervising the test at 
Ottawa, Ill. It will also have an ob- 
server committee composed of rep- 
resentatives of the 10 provinces, the 
Federal Government, engineering 
schools and industry. 


More than 125,000 persons read AUTO- 
MOTIVE NEWS every week! 
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‘There Must Be a Limit’. . . 
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Institute Says GM Is Too Big 


Law of Diminishing Returns: 
The observed fact or law that in 
any given stage of the arts an 
increase in labor or _ capital 
applied beyond a certain point, as 
in cultivation of land, causes a 
less than proportionate increase 
in the production from the unit 
to which the additional labor or 
capital is applied. 

* * az 

NEW YORK. — The American 
Institute of Management, in tones 
of awe, has announced that Gen- 
eral Motors Corp. apparently has 
nullified the once-hoary economic 
law of diminishing returns. 

In what the Institute said is 
an about-face from its position of 
three years ago, it concludes: 
“General Motors is too big. It is 
too big for the good of Ameri- 
can businessmen who must deal 
with it and too big for the good 
of the country.” 

The Institute’s change of heart 
on bigness was caused, it said, by 
“the irresponsible Ford-GM pro- 
duction war.” 

However, the Institute said 
clearly that GM had done nothing 
wrong. Its only sin, apparently, 
is that it did its task too well. 

“In achieving its position,” the 
Institute noted, “GM has not ex- 
hibited any lack of corporate or 
social conscience inconsistent with 
that of business generally, for 
under free enterprise American 
business has been free to seek 
dominance of the market by legiti- 
mate means.” 

GM is a company, the Institute 
said, with millions of satisfied cus- 
tomers who have contributed 
cheerfully to its almost unprece- 
dented success “while every yard- 
stick of scientific measurement 
attests to the company’s skilled 
operations.” 

In fact, the study found: “So 
enormous has been GM’s growth 
that no one would have dared 
predict it a decade ago, and 
despite the fact this is now an 
accomplished fact, it still appears 
a monstrous improbability.” 

It was found, the report said, 
that GM’s profit margins are ex- 
ceeded by only five other U. S. 
companies which do not have the 
enormous expense of changing 
product each year. 

“Automobile companies are al- 
most unique in that they are on 
the treadmill of design obsoles- 
cene,” the Institute said. 

This once worked to their ad- 
vantage in promotion of more sales 
but has finally become a “monster 
devouring the weaker producers.” 


In this connection, it was said 
that “bigness is partly responsi- 
ble for the slow strangling of 
Hudson and Studebaker today.” 
Despite the Institute’s belief that 
GM is not good for the country, 
the study showed that the govern- 
ment has been a greater benefici- 
ary in taxes than the stockholders 
have in dividends. 

And labor has not suffered, 
either, said the Institute. The 
average take-home pay of each 
GM employe rose from $1,567.24 
per year in 1936 to $5,011.36 in 
1955. 

“Whereas,” the Institute added, 
“The annual take-home pay per 
employe has advanced by $3,444.12 
between 1936 and 1955, net profits 
per employe on the company’s pay- 
roll have advanced only $950.17.” 

Then another factor in this re- 
gard is the fact that sales per 
employe have almost quadrupled in 
this same period, from $5,594.71 in 
1936 to $19,940.80 in 1955. 

“This obvious gain in produc- 
tivity,” it was reported, “seems 
to have inured more to the 
benefit of the employe than the 
company if we compare increase 
in take-home pay per employe 
with profits per employe.” 

A summary of the Institute’s 
review of GM’s profits for 21 years 
follows: 

1. GM’s profits are to a great 
degree the direct consequence of 
excellent management. 

2. They have been achieved, in 
part, by control of selling, general 
and administrative costs. 

3. GM’s basic financial strategy 
consists of in the rapid recapture 
of fixed plant investment as against 


|excessive accumulation of fixed 
| assets. 
4. There is no evidence of 


| diminishing returns in the enter- 

| prise, despite the phenomenal 
rise in the volume of operations. 

| 5. GM realizes in great measure 
|the potential economies of mass 
| production. 

6. GM employes have shared in 
| benefits derived from the com- 
| pany’s production efficiency. 
| 7. The government through 
| 
| taxes, has been a greater bene- 
| ficiary than the stockholders from 

the company. 

8. GM’s operating profit mar- 
gins are, by comparison with the 
average industrial corporation in 
the U. S., very high. 

9. The entire operation displays 





Fetzer Rebuilds 


LODI, O. — Don Fetzer, whose 
Ford dealership building was 
destroyed by fire, is erecting a new 
showroom and service shop. 


unmistakable signs of the domi- 
nating influence of sound financial 
strategy. 

10. High as net earnings proved 
in 1955, they give no evidence of 
resulting from objectionable prac- 
tices. They are typical of the com- 
pany’s performance during times 
of high activity. 

The Institute noted: “The eco- 
nomic law of diminishing returns 
that was supposed to hold big- 
ness in check was promulgated 
before GM management proved 
what skilled management could 
do with bigness.” 

In conclusion, it posed this ad- 
vice: “The Institute urges 
economists and business itself to 
busy themselves at once with the 
problem of corporate giantism. The 
problem must be met before ad- 
vocates of nationalization distort it 
as they did in England . . . The 
|outcries will grow louder as big- 





|}ness grows bigger. Because there 
| must be a limit.” 





Lincoln Sales Force Tours Plant Site— 


Lincoln's 13 district sales managers pose after touring the firm's new general office 
building and manufacturing site under construction in Novi Township, Mich. Stand- 
ing, from left, are Robert Whitney, Chicago; Fred Hodges, Dallas; Edwin Ratcliffe, 
San Francisco; W. D. Singleton, Lincoln manufacturing manager; Fred Langlotz, divi- 
sion sales office; Gordon MacKenzie, Kansas City; Joe Clennan, Cincinnati; Dennis 
Kuhn, Washington; Duncan Ross, Cleveland; F. J. Mullen, Los Angeles; Merle D. Imus, 
Detroit; Luke O'Dell, resident engineer. Front row: Joseph DeGeorge, New York; 
J. M. Barnes, division sales office; Glenn Schricker, Atlanta; Peter W. Smith, Boston, 
and James Larason, Minneapolis. 
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UMINUM 


Yields $2,000.00 
aq year extra, 
added profit! 





Higher payload and lower costs pay for license and 
insurance, and show extra profit beside! 


This 20 cubic yard Perfection ALUMINUM body, 
weighing only 53.4% of its steel equivalent, is 
yielding A. A. Rocco Trucking Corp., Cleveland, 
Ohio, extra added profit at the rate of $2000.00 a 
year. Since licenses and insurance total $1125.00 
the extra profit gain each year pays for all licenses 
and insurance, and still yields an additional 
$875.00 in pocket. 


This Perfection Mod. AT-54 Body, unit welded 
of 3/16” hardened aluminum alloy, is in daily 
service, delivering molding sand to Northern Ohio 


foundries. 


It pays to insist on Perfection 


You should know what Perfection ALUMINUM 
heavy duty bodies can do for your operation. Just 
mail the coupon for details, or write us for 
technical advice on your particular truck body 
application. No obligation either way. 


Company. 





Street. 





City & State. 





Attention of. 
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are driven on four free-rolling | 
drums which operate on a tread-| 
mill principle are sunk into the 
concrete garage floor. 
* * * 





RESERVOIR FILTER—A reservoir filter 
for truck power steering, said to filter | 
abrasive particles down to 10 microns in 
size from hydraulic fluid, has been an- 
nounced by Purolator Products, Inc., Rah- | 
way, N. J. The filter is available as | 
original equipment or can be installed 
on trucks having no present protection 
for the delicate valves in the power steer- 


ing mechanism. 
oe. 








DIESEL EXHAUST KIT—A ‘‘do-it-yourself" 


ATI Diesel Stack Kit for all makes of 
diesel-powered trucks has been marketed 
by Alexander-Tagg Industries, Inc., Hat- 
boro, Pa. The kit includes stack, clamps, 
universal mounting brackets, muffler guard 
land ATI “Engine-Mated" diesel mufflers 
| that fit the cubic inch displacement of all 
| makes of diesel engines and 3, 3% and 
4-inch exhaust pipes. 

> * 


Dean Valve Warmer 


Introduced on Market 


Dean Products, Inc., Brooklyn, | 
N. Y., has introduced a valve! 
warmer which is curved to fit the 
valve, the firm said. | 

Dean said the inside sheet is 
flat to assure good heat transfer 
for wax, asphalt, petroleum and 
glycerine. The warmer is applica- 


ble to sizes from four to ten inches. 
* + > 





| 
| 
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TRUCK COVER —A plastic truck cover 
that is said to convert an open-bed pickup 
truck into a weatherproof panel model is 
now being marketed by Glas Laminates, 
1979 Harbor Bivd., Costa Mesa, Calif. De- | 
signed to fit Ye or %-ton trucks, the one- | 
piece cover effectively seals out rain and 
dust, is resistant to physical shock and 
temperature change. The basic unit is 





molded from glass fiber reinforced Plaskon 
polyester resin supplied by Barrett divi- 
sion, Allied Chemical and Dye Corp. 

* > > 





POWER TAKE-OFF—A modern model 
“JN" Spicer power take-off designed to 
fit Chevrolet, Warner 1-98-A, and New 
Process four-speed transmissions has been 
announced by Dana Corp., Toledo 1, O. 
The Spicer power take-off delivers up to 
75 percent of engine speed, particularly 
when used with late model hydraulic 
pumps, it is claimed. It is available with 
13/16-inch round; 1¥¢-inch round, or 1¥%- 
inch tapered output shaft. Cable control 
is optional. 








Bear Autorol Diagnoses 


Power Train Troubles HOIST—A _ low-mount hydraulic hoist, 

Bear Mfg. Co., Rock Island, IIl.,| with all components located within the 
has developed the Bear Autorol, @ | compact 6%2-inch mounting height of the 
testing device which, according to| hoist frame, has keen announced by 
the company, brings to the service | Marion Metal Products Co., Marion, O. 
industry “most of the advantages/| Mounting ease is said to be the big 
of on-the-highway testing without | feature of this Marion 6625 hoist, de- 
any of its problems or inconveni-| signed for use under garbage, trash and 
ences.” rubbish pickup truck bodies with hous- 

The device is used to diagnose | ings. It is also available in a shorter 
power train troubles by duplicating | version, the 6622, for mounting on short 
actual road speeds. The _ rear| wheelbase trucks in the 60-inch cab-to- 


wheels of the vehicle being tested | axle class. 
= . 7 = * 





CAB AND BODY—The» Herman ."Kurb-Hi" cab and BS-45 body is the latest addition 
to the line of commercial truck bodies produced by Herman Body Co., 4400 Clayton 
Ave., St. Lovis, Mo. The cab, said to be a low-step, compact, walk-in unit, mounts 
on any stripped forward control chassis with a gross vehicle weight of 12,500 
pounds or more. The “Kurb-it” utilizes a short wheelbase truck for a greatly reduced 
turning radius and ease of handling in congested areas, it is claimed. On the proper 
stripped forward control chassis, the cab provides a cab-to-axle length sufficiently 
long for installation of a standard. 12-foot body, it is said. 
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| TRUCK NEW PRODUCTS 





DELIVERY BODY — A forward-conrtol 
delivery body, designed for use on retail 


routes where a lower and narrower body | 


is desired, has been announced by | 


Boyertown Auto Body Works, Boyertown, | 


Pa. The lightweight, 
walk-in type body, called the MN-8 | 
Merchandiser, has a large 242-cubic- 
foot capacity with inside dimensions of | 
102 inches in length, 66 inches in| 
width and 62 inches in height. It has | 
a full-square loadspace for efficient load- 
ing and ease of installing cabinets and 


shelving, it is claimed. 
* * > 


high-tensile 





TIRE MOUNTER—A power-driven ma- 


| chine for mounting and demounting heavy | Industrial Co., 5742 N. Elston Ave., 
| truck tires has been introduced by Coats | Chicago, the manufacturer. 


Co., Fort Dodge, la. The machine, called 


| the Motorized Truck Tireman, is driven by | 


a three-quarter horsepower motor that is 
said to supply more than enough power 
for even the heaviest tire-changing job. 
Both Budd and open-type wheels from 
17.5 to 24.5 can be accommodated by 
the machine, it is claimed. Jack P. 
Hennessy Co., Inc., 12 Depot Square, 
Englewood, N. J. 
* > > 
Cleaner for Auto Interior 


Called Safe for Foam Rubber 


Duo-Dellay Auto Interior Cleaner, 
designed for auto upholstery of 
vinyl, plastic and fabric, has been 
marketed by Artloom Carpet Co., 
Chemical Products Division, 
Howard St. & Allegheny Ave., 
Philadelphia 33, Pa. 

The company says it is colorless, 
odorless and noninflammable, and 
will not attack foam rubber and 
rubber-backed fabrics. 





FRAME-LIFT JACK—A car jack which 
lifts the car by frame contact from the 
side has been marketed by Walker Mfg. 
Co., Racine, Wis. The operation of the 
Walker No. 300 Frame-Lift Jack is said 
to eliminate bumper strain and extreme 
high raise. Only a few “foot strokes” 
on the handle raise the wheel high 
enough for tire changes, it is claimed. 
The removable handle is also designed 
for use as a lug wrench and tire tool. 


Tri-Vis Motor Oil Packaged 


In One-Quart Containers 

The marketing of Tri-Vis All- 
Weather H. D. 10W-30 motor oil 
in one-quart cans has been an- 
nounced by Radbill Oil Co., Phil- 
adelphia, Pa. 

According to the manufacturer, 
Tri-Vis has the advantage of giving 
perfect lubricating service over the 
entire range where either SAE 


steel | 





10W, 20W or 30 oil would: other- 
wise be recommended. The oil con- 
tains special additives which func- 
tion as a viscosity stabilizer and 
help eliminate oxidation, rust and 
the formation of varnish or sludge, 
it is claimed, 





| 
| 
STARTER—Start Pilot is a permanently 
installed device which is. said to provide 
quick starting for all gasoline and diese/ 
engines. The unit injects a small quantity 
of ignition-promoting fluid, mixed with 
air, into the engine intake manifold. This 
is said to supply quick starts, even at 
temperatures as low as -60 degrees Fah- 
renheit. The unit uses a special low ether 
content blend of Sure Fire Motor Start- 
ing Fluid packed in: hermetically sealed 
capsules which can be stored indefinitely. 
Wilco Co., 4425 Bandini Bivd., Los An- 
geles 23, Calif., or Start Pilot Corp., 258 
Herricks Rd., Mineola, Long Island, N. Y. 
and fits any pinchweld rear- * * * 
| truck opening. Especially adaptable for 
driver to operate levers, straightening 
winch cables and other tasks without 
leaving the cab. Containing safety glass, 
the unit will not rust or rattle. Barber's 
| Glass & Mfg. Co., P. O. Box 588, Okla- 
| homa City, Okla. 
. © * 


Insect Control Unit 


Galitrol vapor insect control unit, 
|}a vaporizer, is guaranteed for one 
|year and will provide automatic 
|control of flies as well as other 
flying insects, according to General 





SLIDING REAR WINDOW — Barber's 
sliding rear window for trucks is said to 
allow the same glass area as the original 


window, 





ee ae | WHEEL WEIGHTS—Snug! wheel bel- 

ancing weights are now available in 4, 

6, 8, and 12-ounce sizes to fit truck 

wheels with 20-inch rolled rims. These ad- 

les ‘ ditions bring the Snug! line in weights 

y } to a total of nine types and 80 sizes, 

rs which company authorities claim to be 

: the most complete line in the field. Snugl 

Wheel Weight Mfg. Co., Dept. ANM, 824 
E. Elm St., Kokomo, Ind. 


~pe ae. 


CARGO ENCLOSURE — Production of 
an all-steel cargo enclosure for its Yo, % 
and 1'%-ton service bodies has been 
announced by Service Master Division, 
McCabe-Powers Auto Body Co., 5900 N. 
Broadway, St. Lovis 15, Mo. The unit, 
designated the Canopy Top, is designed 
for installation on the firm's Service- 
Master all-purpose service body. It is 
24 inches high, providing a 53-inch 
floor-to-roof height when bolted to com- HYDRAULIC PUMP—A gasoline-powered 
partment tops on each side of the body. hydraulic pump, designed for use in areas 
Twe full-length shelves are furnished on where electric power is not available, has 
each side. | been announced by Owatonna Tool Co., 
| Owatonna, Minn. The OTC pump will de- 
| velop a maximum pressure of 10,000 psi 
for intermittent service and 6,000 psi for 
continuous service, it is claimed. It will 
deliver 19.25 cubic inches of oil per 


ree ; 








* * * 


Chart for Flashers 


A wall chart showing three lines 
of heavy duty directional signal 
lights for trucks, tractors, trailers 
and buses is available from Alco| minute for 500 r.p.m., and is- equipped 
Division, Auto Lamp Mfg. Co., 2909 | with built-in overload valve for protection 
S. Indiana Ave., Chicago 16, IIl.' for pump and Personnel, it is said. 

oo. - + 





TRUCK BODY—An innovation in beer delivery, the Herman “Routemaster,” is scid 
to be the widest forward control body on the market. The above unit is a. 10-foot 
Routemaster on a standard stripped forward control body. This body will carry up 
to 100 cases for short hauls. With the verticle sides and rear wall and the slightly 
curved roof, cases can be stacked to the full standard 70-inch interior height. Route- 
masters are available in 8, 10 or 12-foot lengths. Herman Body Co., 4400 Clayton 
Ave., St. Louis, Mo. 
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The Florida State Senate has| 
adopted resolutions asking the Leg- 
islative Council to study advisability | 
of rigid minimum and maximum) 
speed laws; compulsory motor Vehi- | 
cle inspections and re-examination | 
of motorists as a prerequisite of 
renewal of drivers’ licenses. 

The speed study request replaced 
a recommendation by Gov. LeRoy 
Collins for enactment of a bill to) 
establish immediately a 60-mile-per- 
hour speed limit as a safety 


measure. 
* * 


‘Right-to-W ork’ Law 
Up to Washington Voters 


Earl Coe, Washington secretary 
of state, has announced that a 
place on the November general} 
election ballot has been won by a| 
“right-to-work” measure, 

The law, if passed, would make 
it unlawful for an employer to hire 
or fire a worker because of his 
membership or non-membership in 
a union. 


| 


> 
Folsom Ponders Session 
Gov. James E. Folsom is reported 


Letterbox 


(Continued from Page 12) 


stole the firm’s Motor Vehicle 
(MV50) Title Book and gave titles 
for the cars when they sold them 
all under No, NU-1305. Watch for 
titles bearing this number, as other | 
dealers were believed to be duped 
by the same gang, involving 20 or 
more cars. 

I will pay $600 reward for the 
apprehension of the three above | 
cars, or $200 each for as many as| 
I can recover, Notify me or the| 
New York State Police, Latham 
Outpost—State 5-8501. 

Titles the thieves gave might 
read Former Owner, Parente Mo- 


2 > 





tor Sales, Schenectady, N. Y.—Tim™ | 


AnspacH, Tim Anspach Dealer’s | 
Auto Auction, 1906 Central Ave., 
Albany, N. Y. 


” * . 


Likes Boost 


Thanks a million for your boost 
in our behalf. I haven’t seen a 
Packard road man for 10 weeks— 
this after 11 years of faithful rep- 
resentation.—A. McGarity, Waynes- 
boro, Pa. 

> 


* * 


Correction 


On Aug. 20 Automotive News 
carried an article on Page 30 about 
the new American Brake Shoe Co. 
subsidiary. However, in the article 
the company was referred to as the 
American Brake Co. 

Actually 


Shoe Co. is Brake Shoe de Mexico, 
S.A. The new plant will begin opera- 
tions and produce American Brake- 
blok lining which heretofore was} 


exported through the Export divi-| 


sion. 
We hope you will not feel that 


this is an unimportant item and} 


that you will see fit to carry this 
story in AUTOMOTIVE 
issue—Henry C. WenR jr., sales 
promotion and advertising mana- 
ger, American Brakeblok division, 
American Brake Shoe Co., Detroit. 


57 Midwest Show 
Elects Directors 


In Outlying Area 


ST. LOUIS. — Officers, directors 
and committee members of the Mid- 
west Automotive Show have elected 
56 out-city directors to represent 
Missouri, Illinois, Arkansas, Ken- 
tucky, Indiana and Tennessee. 

The show will be held here in 
Keil Auditorium May 9-12, 1957. 

Al Kreutzer, chairman, sponsor- 
ing wholesalers committee, has re- 
ported that 152 wholesalers have 
been signed as sponsors. The goal of 
= he said, seems readily attain- 
able. 


Legislative Roundup 


the name of the new)! 
subsidiary of the American Brake} 


News next! 
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drinking drivers who are negligent | voted to submit a proposed 0.5 per- 


to be considering a special session 
of the Alabama Legislature for an- 
other attempt to repeal the state’s 
“right-to-work” law. The law was 
enacted in 1953. 


* ® 


Michigan Legislature 


Shuns Jobless Pay Hike 


The Michigan Legislature has 
adjourned its special session 
until Sept. 19 after rejecting Gov. 
Mennen G, Williams’ proposal for 
an increase in jobless pay. 

The governor had urged maxi- 
mum benefits be increased from 
$54 per week to at least $80 and 
duration period be extended from 
26 to 39 weeks. 


* * * 
Stiffer Penalties Asked 


The Arizona County Attorneys 
and Sheriffs Assn. has recommeded 
that the legislature make drunk- 
driving in a fatal accident a felony. 


| The group also seeks amendment of 
the manslaughter laws to cover non- | 


“Motors 


Top quality Quaker State Detergent 
Additive does a two-way job: it cleans up 
sluggish motors, and it means greater 


profits for you. 


gent Additive does its cleansing, engine- 
freeing work quickly, easily and effec- 
tively—in a way that brings motors 





Convenient booth accommodations 
are available, according to Joseph 
Haenny, general manager. Ample 
storage space is being arranged be- 
hind the booths and there will be 
no posts or other obstruction in any 
booth location, he said. 


in fatal accidents and asks that 
giving a false report of a crime be 
made a criminal offense. 
+ + * 
Herter Vetoes Pay Bill 
Gov. Christian A, Herter has 
vetoed a Massachusetts bill 
which would have required pay- 
ment of workmen’s compensa- 
tion be continued if a recovered 
worker was not rehired. He said 
it violated the principle that the 
reimbursement is for injury. 
* + 


Mass. Bill Proposes Board 


To Fix Interest Rates 


A bill to create a five-member 
| board to fix interest rates on small 
|loans up to $1,500 was passed by 
the Massachusetts Senate after 
elimination of a House amendment 
| which would have set a maximum 
interest rate of 2 percent a month. 

Present Massachusetts law au- 
thorizes small loans up to $300 at 
interest rates of 2 percent a month 
or a maximum of 12 percent per 
| year. 





* * * 
Kansas City to Vote 
On City Income Tax 


The Kansas City City Council has 





31 





cent municipal income tax to the 
voters at the Nov. 6 election. 

It was estimated that the levy, 
without exemptions, and a tax at 
the same rate on net profits of busi- 
ness would provide more than $5 
million in additional revenue. 

* J * 


Minn. Nixes Withholding 


A proposal] for a withholding sys- 
tem for collection of Minnesota 
State income taxes has been re- 
jected by an interim legislative 
study commission by a vote of 8 to 7. 

* +* * 
Ohio Officials Praise 
Responsibility Law 

Ohio’s financial responsibility law 
for drivers, in operation since 1953, 
has been hailed as “a good law that 
is accomplishing results” by U. C. 
Felty, highway safety director, and : 
C. Ervin Nofer, motor vehicle regis- Wins Scholarshi 
trar. Irene Ziglinsky, Shenandoah, Pa, is 

Felty is believed to be against! presented with a four-year college schol- 
compulsory liability insurance. He|arship by James D. Abeles, president, 
has been quoted as saying that he| Purolator Products, Inc., Rahway, N. J. 
feared such a law would bring about| looking on is Miss Ziglinsky's father, 
a relaxation of diligence by drivers. | left, a mechanic at Purolator's Ringtown 
It is estimated that 82 percent of|(Pa.) plant. She is the first girl to win 
Ohio’s drivers now are covered by | the scholarship awarded annually by 
insurance. | Purolator to a child of an employe. 








need house cleaning too—and Quaker State 


Detergent Additive does the job!" 


For Quaker State Deter- 


back to full power, and satisfied custom- 
ers back to you. It solves those “‘stop- 
and-go” driving problems such as stick- 
ing hydraulic valve lifters, sludge de- 
posits, poor compression, rough idling. 
It’s good business to sell Quaker State 
Special Detergent Additive now! 










QUAKER STATE OIL REFINING CORPORATION, OJL CITY, PA. 
Member Pennsylvania Grade Crude Oil Association 































SAFEST MIRROR EVER MADE! 


No other mirror gives you such perfect 
vision to the rear for safe night driving. 







With any other day-night mirror, headlights behind you are just 
blurred blobs of light. You’re never quite sure how far back they are. 






But with this amazing E-Z-J® Mirror, headlights behind you are 
distinct, yet glare-free. No guessing. No blinding. Safer! 





Not just two light-filtering positions but three! 


(1) DAYTIME, you get a clear, soothing yellow-green image. 
(2) NIGHT IN CITY, you filter out low-beam headlight giare. 
(3) NIGHT ON HIGHWAY, you de-giare “brights” behind you. 


123 


All with a quick flick of the little gearshift on your E-Z-J Mirror. It 
even has a shatter-resistant backing. 


TRY ONE on your personal car and you'll understand why E-Z-I 
3-Way Mirrors are truly the finest, safest, most efficient mirrors made. 


Standard size— 81/,” wide — $4.80 net to dealers, postpaid. 
King size — 101,” wide — $5.97 net to dealers, postpaid. 


Money-Back Guarantee! Every cent back, upon return of 

mirror, if it’s not the safest rear-view mirror you ever drove with. 

Order by writing on your dealer letterhead, specifying the make, 
fi year and model of your car. Sold to franchised dealers only. 


E-Z-1i 3-WAY MIRROR 
Liberty Mirror Division 


a8, 
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Brackenridge, Pa. 








electric 
pre-heater 


for Diesel and Gasoline Engines 















KIM HOTSTART pre-heaters circulate hot 
water through engines when they are not 
in use; protect them against bitter winter 
weather; keeps engines responsive to the 
touch of the starter. Lightweight; low 
cost; high in savings. Thousands in use. 





@ QUICK, EASY STARTS 
@ SAVES WARM-UP TIME 
@ REDUCES ENGINE WEAR 


@ ELIMINATES NEED FOR 


HEATED TERMINALS 4 MODELS 
EASY TO 


INSTALL 


See your automotive dealer or write for literature 


KIM HOTSTART MANUFACTURING COMPANY 
West 917 Broadway, Spokane 1, Washington 
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Affecting Factories and Dealers .. . 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Studebaker - Packard, which fin- 
ished in 75th place among the top 
100 advertisers in 1955, spent a 
greater percentage of its income for 
advertising than any other auto 
maker last year, according to fig- 
ures released last week by Adver- 
tising Age. 

The figures cover ad expendi- 
tures in newspapers, newspaper 
supplements, consumer maga- 
zines, farm magazines, business 
publications, outdoor, network 
radio and network television only. 
Figures for point-of-sales, spot 
radio and television, direct mail 
and dealer cooperative adver- 
tising are not included. 

S-P spent $10,499,209 on advertis- 
ing in 1955, or 2.19 percent of its 
income of $480,006,000, the 
Advertising Age figures show. 

Next highest in the sales vs. ad 
expenditures class was American 


| Motors with an expenditure of $9,- 


286,904, or 2.11 percent of its $441,- 
127,000 income during 1955. 

Paradoxically, General Motors, 
highest spender of all industrial 
corporations in 1955, used a | 
smaller percentage of its income 
than any other auto manufac- 
turer. 

GM’s expenditure of $119,547,257 
for advertising in '55 was 0.96 per- 
cent of its income of $12,443,277,000. 

Ford Motor was not far ahead of 
GM as it spent $54,829,650, or 0.98 
percent of its income of $5,594,022,- 
000 for advertising. 

Chrysler Corp., with an expendi- 
ture of $53,881,611, spent 1.55 per- 
cent of its $3,466,222,000 income 
for advertising in 1955. 

International Harvester spent $3,- 
163.092, or 0.27 percent of its income 
of $1,165,785,000 for promoting sales 
last year, the figures show. 


* * * 


New Award for Plymouth 

Architectural Products maga- 
zine’s seal of “Research Ap- 
proval” has been awarded to the 
Plymouth Sport Suburban car. 

The car will go on display at 
Research House at Rancho Palos 
Verdes, Calif. 

The officials who made the 
award were D. L. Dworsky, A.1.A. 
architect for Research House, 
and C. T. Pawley, associate pub- 
lisher of Cron Publications. The 
award was accepted by R. E. 
Dietz, Plymouth regional director. 

* * 7 


Dow Readies Fall Campaign 


“Famous Last Words: ‘T’ll Get My 
Antifreeze Tomorrow!’” will get a 
big play this fall as the Dow 
Chemical Co. fall antifreeze pro- 
gram returns to the scene. 

Featured on television, in post- 
ers, ads, handouts, and stuffers, 
the nationally-syndicated phrase— 
“Famous Last Words”—will head- 
line a cartoon showing the rush 
and confusion caused by Johnny- 
come-lately car owners when they 
find the first winter freeze has 
caught them unprepared. 

The cartoon is only part of Dow’s 
nationwide promotion of thorough 
cooling system care. 

Nationally, the fall drive finds 
Dow once again sponsoring the 
“Football Scoreboard,” popular tele- 





| vision sportscast which follows the 


national NCAA Game-of-the-week. 
Russ Hodges and Jim Crowley will 
report on football game results over 


approximately 100 NBC stations! :; 


across the country. 

Radio, magazine advertising, fea- 
ture news stories and. films for| 
dealer and consumer also have been | 
brought into the fall campaign. 


* * * 


New Outdoor Ad Service 


Howard Scott, outdoor poster 
artist, has organized a nationwide 


| pool of artists for the creation and| 
| execution of outdoor art and copy. 
| 


Services of the new organiza- | 
tion, Howard Scott Associates, | 
will be available to advertisers | 
and their agencies exclusively | 
through the 11 national sales 
offices and three art departments 
of Outdoor Advertising Inc. 
George P. MacGregor, OAI vice-| 


president, pointed out that the new 
service, while independent of the 
national sales organization, repre- 
sents an expansion of the art serv- 
ice facilities provided by OAI. 
MacGregor predicted that the 
new creative support “will stimu- 
late the development of new treat- 
ments in outdoor art and copy, thus 
contributing to the ever increasing 
effectiveness of outdoor posters and 
painted displays as sales tools.” 


* * = 
Geyer Moves N. Y. Office 
Geyer Advertising, Inc., has 


moved its main offices in New York 
to larger quarters at 595 Madison 
Ave. 

The agency has leased four floors 
in the Fuller Bldg. on the north- 
east corner of Madison Ave. at 
Fifty-seventh St. Other Geyer 
offices are in Detroit and Dayton, 
oO. 


cad 2 * 


United Service Promotion 


United Motor Service division of 
General Motors Corp. and five parts 


and accessory divisions of GM, 





Tournament Prize— 


A 1956 Rambler sta- 


Country 
tion wagon, plus a $6,000 cash award, | 
went to the winner of the Miller Open 


Cross 


golf tournament, co-sponsored by the 
Miller Brewing Co. and the Professional 
Golfers’ Assn. E. V. Halla, right, AMC 
Milwaukee zone manager, presents the 
car to Norman R. Klug, left, Miller presi- 
dent, just before the tourney got under 
way in Milwaukee. Looking on is Skitch 
Henderson, bewhiskered TV musical di- 
rector. 


again 


| “Wide Wide World,” every 





this season will sponsor 
NBC's 90-minute television show, 
ther 





Sunday afternoon. 

The first of 20 shows will be seen 
from 4 to 5:30 p.m. Sunday, Sept, 
16. 

Sharing sponsorship with United 
Motors will be AC Spark Plug, Har. 
rison Radiator, Saginaw Steering 


Gear, Hyatt Bearings and New De. 
parture divisions of GM. 
Orange Bowl for Buick 

The nationwide telecast of the 
Orange Bowl football game next 


New Year's Day will be sponsored 
for the second successive year by 
3uick, according to Edward T, 
Ragsdale, Buick general manager. 

The telecast, originating from 
the Orange Bowl stadium at Miami, 
will be carried over approximately 
175 stations by the Columbia EProad. 
casting System. The game will be 
played Jan. 1 between teams repre- 
senting the Big Seven and Atlantic 
Coast conferences. 

* * = 


Names 


Walter L. Smoldt, formerly heag 
of Walter L. Smoldt & Associates, 
newspaper consultants, has joined 
the San Francisco office of the Bu- 
reau of Advertising of the Ameri- 
can Newspaper Publishers Assn, 


* * * 


Willis J. Oldfield has been named 


| public relations manager for the 


Milwaukee plants of AC Spark Plug 


| division of General Motors. Oldfield 
| has been with AC since 1942. 


* * * 


Brooks Honeycutt has been 


|named assistant director of public 


relations for the Allison division of 
General Motors Corp. Honeycutt 
formerly was on the staff of Na- 
tional Geographic Magazine. 

7” * - 

James W. Phillips, former sales 
promotion manager of Pacific Na- 
tional Foods, Seattle, has been 
named advertising manager of Bar- 
dahl Mfg. Corp., Seattle. Phillips re- 
places John M. Haydon, who has 
purchased the Marine Digest Pub- 
lishing Co., Seattle. 


Perfect Circle to Build 


New Hagerstown Plant 
HAGERSTOWN, Ind. — Perfect 
Circle Corp. is beginning construc- 





|tion of a $1 million plant here, 


according to Ralph R. Teetor, 


president. 

Teetor said the new structure will 
serve as:distribution center for Per- 
fect Circle products. Operations to 
be included in the new distribution 
center include packaging, storage 
and control of finished inventories, 
as well as order processing, ship- 
ping and billing of piston rings and 
other products for the company’s 
replacement, manufacturers’ service 
and export markets. 








ha 






BINDER for 
Automotive News 


A semi-permanent binder to retain this 
publication for ready reference. 


A quality binder that will stand the gaff. 


This binder is covered with black Le- 
vant leather cloth, has stiff sides, holds 26 
issues of Automotive News in removable 
metal blades. Price $7.50 postpaid. 


AUTOMOTIVE NEWS, DETROIT 26 
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Experts’ Tips on Eabor Relations... 


Setting Up Company Regulations 


(Epitor’s Note: A number of 
sources report that this fall, at 
new-car demonstration time, 
there will be an allout drive to 
organize the nation’s auto dealer- 
ships. To help dealers prepare for 
this AFL-CIO push, AUTOMOTIVE 
News has prepared a seven part 
series on some of the problems 
and situations that will confront 
dealers. Material for the series 
has been supplied by Arthur 
Stringari and Richard Fritz, 
labor consultants for 400 Michi- 
gan dealers and editors of the 
Avto Deaters Lasor RE.LATIONS 
Guwe, a publication issued bi- 
weekly in Detroit for dealers 
across the country by Manage- 
ment Labor Relations Service, 
Inc. This is the last article of the 
series.) .  @ 

By Joseph M, Callahan 
Staff Writer 

A SET of company rules, fully 

explained to supervisors and 
distributed to employes, will pre- 
vent much misunderstanding and 
favoritism and greatly improve the 
efficiency of an auto dealership, ac- 
cording to Richard Fritz, Detroit 
labor consultant. 

“Too often each supervisor has 


his own idea of what | 


proper company dis- 
cipline should be in 
a given situation,” 
Fritz stated “The re- 
sult 
unequal disciplinary action, or, in 
some cases, no discipline at all. 

“Where infractions of commonly 
accepted employe conduct are al- 
lowed to exist and go unchal- 
lenged, a breakdown of respect 
for management follows. It gets 
succeedingly tougher to do some- 
thing the next time.” 

Fritz suggested the following list 
of rules, which could be posted, as 
a guide in working out a set of 
rules suitable for a specific dealer- 
ship: a 
Rights Not Restricted 
_ purpose of these rules and 

regulations is not to restrict 
the rights of anyone, but to define 
them. 


1. Committing any of the follow- | 





Record 1956 Seen 


In Fastener Sales 


PORT CHESTER, N. Y. — Indus- 
trial fastener manufacturers in the 
first six months of 1956 increased 
sales volume at least 5 percent over 
the first half of 1955, according to 
Harry O. McCully, sales vice-presi- 
dent, Russell, Burdsall & Ward Bolt 
& Nut Co. 

Fastener plants “captive” to the 
steel industry were shut down dur- 
ing the strike but most independ- 
ents operated, McCully said. “Orders 
in July were excellent, though part 
of the activity might well have been 
due to the steel situation,” he said. 
He indicated 1956 would be another 
record year for fastener sales. 
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LOOK 'EM UP IN YOUR 


Automotive 
News 
Avner 


is unjust and| 


| ing offenses will be grounds for im- 
| mediate dismissal. 

a, Stealing private or dealer 
property. 

b. Falsification of personnel 
| other records. 
c. Knowingly ringing the clock 
| of another employe. 
d. Gambling 


| Walters Joins Given 
Wynn Walters, a new-car sales 


veteran, has joined Given Motors, 
Ine. (Lincoln-Mercury-Continen- 


or 


on company 


tal), Detroit, as sales manager. 


property during working hours. 

e. Fighting on the premises at 
any time, 

f. Absence on three consecutive 
working days without properly no- 
tifying the management, unless a 
satisfactory reason is given. 

g. Refusal to obey an order of 
the foreman or other supervisors 
while performing your job. 

h. Abuse or deliberate destruc- 
tion of dealership’s property, tools, 

or equipment. 

i. Having intoxicating liquors in 





Lawsuits Affecting Dealers .. . 





Court Decisions 


By Leo T. Parker 
Attorney at Law 
T. WATKINS, San Francisco, 
+e asked: “What is the differ- 
ence between an ordinary patent 
and a design patent?” 

The answer is: An ordinary 
patent is a “grant” by the United 
States Govern- 
ment giving an 
inventor of a 
new mechanical 
device, method, 
process or com- 
pound the exclu- 
sive right for 17 
years to make, 
sell and use the 
invention. After 
the 17-year period 
has expired, any- 
one can without 
liability manufacture, sell and use 
the subject of the patent. 

Contrary to the belief of a major- 
ity of readers an inventor cannot 
renew an expired patent. Moreover, 
the invention must be new in the 
whole world, otherwise an inventor 
cannot obtain a U. S. patent. 

This is not the law in other 
countries but the U. S. patent 
| laws specify clearly that no 
| patent will be issued on any in- 
| vention previously used or de- 
| scribed in any part of the world. 

This law, also, is applicable to 
| design patents which are issued 
|for 3% years or more and are 
limited exclusively to the orna- 
mental exterior appearance of the 
| invention or an article of manu- 
| facture. Obviously, no design patent 
will be granted on an invention 
similar to a previously issued U. S. 
patent. 





L, T. Parker 


* = * 


‘Old Patents Kill Claim 


iA HIGHER court held recently 
that when determining whether 
|an invention is patentable, the evi- 
dence must show that persons 
skilled in the art of the particular 
|invention could not, without exer- 
| cise of inventive faculty, make the 
| new invention. 
| In other words, although an in- 
ventor actually invents something 
useful and valuable, he cannot ob- 
tain a valid patent if old patents 
|show various parts of his inven- 
jtion and if by reference to these 
|old patents a person skilled in the 
|art and familiar with the work in 
| which the invention is used could 
| have thought of and made the new 
invention. 
| This is so although the inventor 
had no knowledge of the old and 
| prior patents. 
For example, in the late case 
| of Carter, 212 Fed. (2d) 189, it 
was shown that an inventor 
named Carter filed an application 
for a patent on a very useful 
mechanical device. 
| The examiner in the Patent Of- 
| fice refused to allow a patent. The 
U. S. Court of Customs and Patent 
Appeals also refused to grant a 
patent, saying: 

“Appellant (inventor) has pro- 
duced a new and useful result by 
carrying forward features selected 
from the prior art and incor- 
porating them into a single struc- 
ture. Under these circumstances 
there is no novel combination but 
only an aggregation of old elements 
which constitutes no patentable in- 
vention.” 


~ * + 
Design Law Explained 
HE purpose of the design pat- 
ent law is to promote decorative 


arts and to stimulate exercise of in- 
ventive faculty in improving the 
appearance of articles of manu- 
facture. In other words, the me- 
chanical features of an invention 
are not protected by a design pat- 
ent as only ornamental appear- 
ances are covered in design patents. 
See Stein v. Expert Lamp Co., 
188 Fed. (2d) 611. This court ex- 
plained that if an ornamental 
design of a device has improved 
its exterior appearance, the in- 
ventor may obtain a design pat- 
ent. However, mechanical fea- 
tures of the invention are not 
protected by a design patent. 


The court said: “The purpose of 
the design patent law is to promote 
the decorative arts and to stimulate 
the exercise of inventive faculty in 
improving the appearance of ar- 
ticles of manufacture. Any person 
who has invented any new, original 
and ornamental design for an ar- 
ticle of manufacture, may obtain a 
patent therefor.” 


More than 125.000 persons read AUTO- 


MOTIVE NEWS every week! 





engine sedan! 


in its field! 





mail coupon now. 


tributorships still available! 


For first consideration, 


your possession or bringing liquor 
into the plant. 
j. Carrying concealed weapons. 
* * * 
EXCESSIVE absence without 
* reasonable cause. 
First offense—reprimand. 
Second offense—two-day layoff. 
Third offense—dismissal, 
+ * ed 


Horseplay is Out 


3 HORSEPLAY, scuffling, throw- 
© ing things in the plant or other 
dangerous practices. 


First offense—two-day layoff. 

Second offense—five-day layoff. 

Third offense—dismissal. 

4. Excessive tardiness in report- 
ing to work. 

First offense—reprimand. 

Second offense—two-day layoff. 

Third offense—dismissal, 

* * ~*~ 
LEAVING regular working 

© place or leaving the depart- 

ment during working hours for 


personal reasons without authoriza- | 


tion from the foreman, except for 
health reasons. 

First offense—reprimand. 

Second offense—two-day layoff. 

Third offense—dismissal. 

6. Washing up or otherwise stop- 
ping work before regular 
period or quitting time. 

First offense—reprimand. 

Second offense—two-day layoff. 

Third offense—dismissal, 

* * * 


Running is Outlawed 


ey RUNNING through the plant 

°* at any time except emergen- 
cies. This includes entering and 
leaving the plant. 

First offense—reprimand. 

Second offense—two-day layoff. 

Third offense—dismissal., 

8. Any employe leaving the plant 
during his regular working hours 
is required to secure a pass from 
his foreman. 

First offense—three-day layoff. 

Second offense—five-day layoff. 

Third offense—dismissal. 

Reporting to work while under 
the influence of liquor. 

First offense—one-week layoff. 

Second offense—discharge. 


New 1957 Renault 


Limited number of protected Renault dealerships and dis- 
Unprecedented beauty and value in a low-priced rear- 


Unlimited sales opportunity with the best performance 


SM SESE RP BER ERERB ERPS eRe 





s RENAULT OF FRANCE am 
Direct Factory Branch * 
a 270 Park Avenue, New York 17, N. Y. 
= Gentlemen: 2 
x 1 am interested in a Renault dealership ( ) * 
a distributorship ( ). Please contact me. 
ne I « 
s Firm Name ............... 
IIE vcstescmmanie « 
. NUE icbrincsntbstinciicceniniestion ry 
BEREBRB RBBB ERE BSR ERB BRR BES 
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Sons Join Father— 


Reorganization of University Chevrolet 
Co., Seattle, from a corporation to a 
father-and-sons partnership was consum- 
mated in the scene above. The sons are, 
seated, from left, John K. and William B. 





| Blume. The former will serve as sales and 


lunch | °Perations manager, and the latter will 


direct the firm's financial and accounting 
operations. Looking on are J. E. Blume, 
left, owner, and E. A. Snyder, Chevrolet 
Seattle zone manager. 


Wheland, Union 


Train Workers 


CHATTANOOGA, Tenn, — A 
milestone in labor relations was 
reached when the Wheland Co, and 
the United Steelworkers of America 
negotiated an apprenticeship train- 
ing system that has been registered 


| with the Bureau of Apprenticeship 
|of the U. S. Department of Labor. 


The program is designed to de- 
velop skilled workers in the classi- 
fications of maintenance mechanics, 
pattern repairmen, maintenance 
electricians and metal fabricators. 
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On the Financial Front 


C.I.T. Financial Corp. reported 
net earnings of $18,677,437 for the 
first six months of 1956, compared 
with $18,383,166 for the correspond- 
ing period of 1955. The 1956 total 
was the best six-month figure in 
company history. 

Arthur O. Dietz, president, told 
shareholders he expects the com- 


pany’s business for the rest of the | 


year to be “very satisfactory,” al- 
though automobile financing is not 
likely to equal last year’s record 


figure. 


Retail motor - vehicle receivables | 


purchased in the first half totalled 
$601 million compared with $655 
million in the first half last year. 
Wholesale motor receivables pur- 
chased were $1.15 billion, compared 
with $1.37 billion. 


Tax Shift Seen Spurring 
Canadian Slice of U. S. Firms 


Although no immediate large- 
scale effects are predicted, a new 
tax agreement between the United 





|States and Canada is expected to 
open up new opportunities for Ca- 
nadians to invest in U. S. firms 
operating or planning to operate in 
Canada. 

Under the previous agreement, 
U. S. concerns were allowed a re- 
duced rate of 5 percent on divi- 
| dends when Canadian ownership of 
such subsidiaries was 5 percent or 
|less. The new pact would permit 
|Canadian ownership to go as high 
as 49 percent. 


*” . * 
Dover 
Dover Corp., first half report, 


1956. vs. 1955: Profit, $1,238,017 and 
$1,070,634; sales, $13,979,418 and 
$12,239,788. 
> + = 

3M Reports Earnings 
Of $17,670,767 in °56 

Minnesota Mining & Mfg. Co., St. 
Paul, has 1eported earnings of $17,- 
670,767 on sales of $154,495,586 for 
the first six months of 1956. 

This compared to earnings of 








$15,781,268 for the first half of 1955 


and sales of $131,645,501 for that | 


1955 period. 


* * * 


Cummins Engine Co. 


Cummins Engine Co., Inc., six- | 


month report, 1956 vs. 1955: Sales, 
$52,399,000 and $38,164,000; earnings, 
$2,803,000 and $2,127,000. 

* +” od 


Industrial Acceptance 


Industrial Acceptance Corp., Ltd., 
Montreal, six-month report, 1956 
vs. 1955: Income, $24,051,887 and 
$18,987,756; consolidated net earn- 
ings, $3,635,314 and $3,333,501. 

* * 2 


Cory 
Cory Corp., Chicago, first-half re- 
port, 1956 vs, 1955: Sales, $28,048,187 


and $8,735,085; earnings, $962,544 
and $298,954. 

. + * 

Hertz 


Hertz Corp., Chicago, first half 
report, 1956 vs. 1955: Profit, $2,032,- 
350 and $1,317,202; revenues, $26,- 
098,892 and $18,560,505. 


* * * 


Ainsworth 


Ainsworth Mfg. Corp., Detroit, 
first half report, 1956 vs. 1955: 


WINDSMITLD WIPER SYSTEM 





Enjay Butyl rubber— 















SS 


“Prospect at Sixth and Locust!” 


Profit, $85,192 and $362,914; sales, 
$11,520,101 and $17,443,509. 
* * * 





Sheller Sales, Earnings 
Fall; Auto Cuts Blamed 


The decline in auto production 


was blamed for reduced first-half | 


vital artery in newest airliners 


Douglas chooses Enjay. Butyl for rubber components of the hydraulic 
systems in many of its famous DC-7 airliners. These components, which 
help assure the dependable operation of everything from wing flaps to 
landing gear, are proving over millions of air miles their durability 
and resistance to wear. 

Versatile Enjay Butyl rubber may well have a place in your operation. 
It will pay you to investigate the many technical advantages it has 


over other types of rubber. Its price and ready availability are advan- 
tages, too. For full information, and for technical assistance in the uses 


of Enjay Butyl, contact the Enjay Company today. 


Pioneer 


ENJAY COMPANY, INC., 15 West 51st Street, New York 19, N. Y. 


Other offices: Akron + Boston « Chicago + Los Angeles + Tulsa 


in Petrochemicals 


BUTYL 


Enjay Butyl is the super-durable rubber 
with outstanding resistance to aging + 


abrasion + tear * chipping «+ cracking + 
ozone and corona «+ chemicals + gases 


¢ heat « cold « sunlight + moisture. 


sales and earnings of Sheller Mfg 


Corp., Portland, Ind. The firm 
makes steering wheels. 


Sales fell to $21,810,760 compared 
with $28,369,198 in the correspond. 
ing period last year, and earnings 
were $820,210 against $1,925,876 
The company said the earnings dip 
also reflected heavy expenses ip 
bringing out new products. 

* * * 


Gabriel Reports Earnings 


Of $105,114 for 1st Half 


Gabriel Co., Cleveland, has re. 
ported a profit of $105,114 earned 
for the first half of 1956. This com. 
pares with $1,654 for the first six 
months of 1955. 

Sales were given as $8,871,234 for 
the first half of 1956 as compared 
to $6,759,792 for the first six months 
of last year. 

7 + + 


Midland Steel 


Midland Steel Products Co, 
Cleveland, first half report, 1956 vs, 
1955: $1,668,277 and $2,340,502; sales 
$36,052,982 and $42,220,280. 


* * * 


Tidewater 


Tidewater Oil Co., New York, 
first half report, 1956 vs. 1955: 
| Profit, $21,599,000 and $18,022,000; 
sales, $259,161,000 and $239,284,000. 


* * 2 


Flintkote 


| Flintkote Co. and _ subsidiaries 

| have reported a net income of $1,- 

640,574 for the 16 weeks ended July 

14, 1956. This compares with a net 

|income of $1,790,651 for the com- 

parable 16 weeks ended July 16, 
® 


Seiberling Sales 
Up I] Percent 


Sales of Seiberling Rubber Co. 
for the first half of 1956 climbed 
11.7 percent over the same period 
last year with prospects for the 
rest of the year generally encourag- 
ing, according to President J. P. 
Seiberling. 

June sales were the largest of 
any month in the company’s his- 
tory. Net sales for the first six 
months ending June 30, 1956, totalled 
$24,018,569, compared with $21,491,- 
511 during the first half of last year. 

However, income before taxes in 
the 1956 first half was $879,093, 
down from $908,230 in the same 
1955 period. Taxes in 1956 
amounted to $426,273, compared to 
1955 taxes of $457,823. This resulted 
in a net income in the first half 
of 1956 of $452,820, up slightly from 
the $450,407 net income in 1955. 


= * * 
Commercial Credit Earns 
$13,119,827 in °56 Half 

Commercial Credit Co., Balti- 
more, has reported a net profit of 
$13,119,827 for the first six months 
of 1956, which the company said 
was a record. 

This compared with a profit of 
$12,873,163 for the first half of 
1955. Total receivables for the 
period were $1,683,551,017 in 1956 
and $1,849,476,940 in 1955. 


* x * 


Fruehauf Sales Climb 


Sales of Fruehauf Trailer Co. of 
Canada for the first half of 1956 
climbed to a record $6,601,979, up 
27 percent over last year, accord- 
ing to Robert J. Telford, president. 
Telford said he expects 1956 to be 
a record year for the company. 


Truck Firm Wins 


Registration Case 


BALTIMORE. — Judge E. Paul 
Mason has ruled that an out-of- 
state trucking concern cannot 
required to register in Maryland 
the automobiles used by company 
agents. 








In acquitting York Motor Ex- | 


press, Inc., York, Pa., of a charge 


of failing to register a passenger | 


car after 30 days’ residence, Judge 
Mason said there was no proof the 
defendant came to Maryland to 
take up permanent residence. 

York made a test case of the 
issue after a company agent solicit- 
ing business in Maryland was as- 
sessed a $10 fine and costs on the 
registration charge. The fine was 
suspended. 
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Across the Nation... 








Havre Motors, Inc., Havre, Mont., 
has been named a Chrysler- 
Plymouth dealership. The firm is 
owned by O. H. Anderson, who re- 
cently purchased the company 
from Good Bros. 


> > 


+ 


Rocket Motors Formed 


Garnet Wiebke and Arnold 
Fruechte have formed a partner- 
ship to operate a new Oldsmobile 
dealership in Caledonia, Minn. 
The firm will be known as 
Rocket Motor Sales. 


* * x 


Lewison Buys In 
Stanley H. Lewison, with the) 
Austin (Minn.) Buick-Pontiac 
dealership for the past several) 
years, has purchased an interest in| 
Cook Motor Co. (Dodge-Plymouth) 
in Austin. He will be general man- 


ager. 


* x * 


| 
Harvey Gets Chevrolet 
Harvey Motor Sales (Buick) in| 
Walhalla, N. D., has been granted 
a Chevrolet franchise. The firm is 
owned by Maurice Harvey. 
* = 7 


O-M-O Adds Pontiac 


O-M-O Motor Sales (Buick and | 
GMC) in Glencoe, Minn., has ac- | 
quired a Pontiac franchise. 


* * 


Ressmeyer Quits 
Ressmeyer Auto Co. (Chrysler- 
Plymouth) in Pipestone, Minn., has | 
discontinued business. The firm} 
was founded in 1934. The Chrysler 
franchise has been taken over by 
Cc. J. Amdahl & Sons, the Pipe- 
stone Dodge-Plymouth dealership. 
- > * 


* 


Wood Joins Bruner 


James Wood has purchased a 
half interest in Bruner Buick Co., | 
Newnan, Ga. The firm now is 


operating as Bruner-Wood Buick | 
Co. 


* 

Silver Buick Builds 
Carl D. Silver, Inc., (Buick), has | 
opened a new showroom at 2216 


Princess Anne St., Fredericksburg, 
Va. 


+ 7 


Greenville Mack Opens 
Greenville Mack Sales, Inc. , 
(Mack Trucks), has opened in | 
Greenville, S. C. Claude F., Cato 
jr. is president of the firm. 
- - - 


Hoffman-Green Opens 

Hoffman-Green Motors, Inc., a} 

Chrysler exclusive, has opened at} 

#010 W. Belveder, Baltimore. 
7 2 


* 


Grant Takes Ford 


Grant Motor Co., St. Petersburg, | 
Fla, has been awarded a Ford 
franchise. Officers of the firm are 
W. J. Grant sr., president, and W. 
4. Grant jr. and M. D. Manning, 





7 * * 


Kaplan Expands 
Jacob M. Kaplan, foreign- car | 
dealer, has purchased the show- 
toom of the former Nash Co, of 
Providence, 696 Elmwood, Provi- 
dence. 


x 


Longview Truck Opens 
Longview Truck Sales (Interna- 
tional), Longview, Wash., has 
opened. The new outlet is owned 
by Buck Wisner and Paul Wikkla. 
Wisner has been with Interna- 


tional since 1942. 
= 


* * 


* * 


Canter-Price Moves 
Canter-Price (Studebaker- 
Packard), Peru, Ind., has moved 
to larger quarters one mile east 
of the city on U. S. 24. It formerly 
Was located on Court St. 
*” * * 


Foil Builds New Plant 


In Spartanburg, S. C. 
R. E. Foil, Inc, (Cadillac- 


Pontiac), “49 Morgan Ave., Spar- 
tanburg, S. C., has begun con- 
Struction of a new $125,000 
building at 703 W. Main St. 

It will house a 65 by 75-foot 
Parts department and a large 
Paint and body shop, 


A large 


| Western Division, Inc., 


Auto Dealer Changes 


used-car area and a $7,000 office 
building will be located on the 
premises. The new plant is ex- 
pected to be ready for occupancy 
by 1957 


a « 


Smith Buys Hibbard 


Art Smith, owner of Studebaker 
Auto Sales & Service, has bought 
Hibbard Lincoln-Mercury in 
Frankfort, Ind. The combined 


| dealerships will be operated at the 


Studebaker 
Jackson St. 


* 


location on North 


* * 


Hoffman Opens in West 
Formation of Hoffman Motors 
for distri- 
bution of Porsche and Alfa Romeo 
imported sports cars, has been an- 





nounced by Charles W. Nebel, | 


general sales manager. The terri- 
tory for which it will be respon- 
sible for customer service and sales 


will be from the Mississippi to 
the West Coast. Headquarters have 
been established at 9130 Wilshire 
Bivd., Beverly Hills, Calif, 


* * * 


Foreign Outlet Opens 
Sports Car Forum, Inc. (Jaguar, | 
Mercedes-Benz Porsche, Alfa 
Romeo, Triumph and Hillman) has 
opened at 941 N. High St., Colum- 
bus. H. J. Meyer is president and | 
Claude B. Gaines is vice-president. | 
* o ok 





Donaldson Buys Troy 


Charles E. Donaldson, manager | 
of Troy Motor Sales, Troy, O., has | 
purchased controlling interest in 
the company from Fred R. Beas- | 
ley of Athens. The name of the| 


dealership will be changed to| # 


Donaldson Ford. Donaldson is a| 


nephew of Beasley. 
* * * } 


Parratt-Keever Opens | 


Frank Keever and Dr. Louis 
Parratt, both of Gary, Ind., have} 
bought Henry Motor Co. (Lincoln- 


Mercury), in Michigan City, Ind., 
and will continue it as Parratt- 
Keever Lincoln-Mercury, Inc., 


Keever takes active management 
of the dealership. 










More than Two Million 
Eaton Axles in Trucks Today. 


EATON 


@B mropucrs. Sodium Cooled, Poppet, and Free Valves * Tappets * Hydraulic Valve Lifters * Valve Seat Inserts © 
Engine Parts * Rotor Pumps ® Motor Truck Axles * Permanent Mold Gray Iron Castings * Heater Defroster Units « 











THIS DEALERSHIP 


do OUTSTANDIN 
ACHIEVEMENT 





Ace Motor Wins Sixth Ford Award— 


Ace Motor Sales, Inc., Woodbury, N. J., has won the Ford Four-Letter Award for the 
sixth consecutive year. Pictured with the award are the dealership's officers. Seated, 
from left, are William Pine, sales vice-president; Edward Buck, executive vice- 
president; William Marks, service vice-president, and Allen C. Eastlack, founder and 
board chairman. Standing: William Human, parts vice-president; Earl Campbell, new- 
car service vice-president; C. N. Eastlack, president; Daniel McCarthy, Ford zone 
representative; Wayne Clark, used-cars vice president, and Charles Gurk, personnel 
| vice-president. 


Quicker full-load trips. 





Less wear on engine and power trans- 
mitting parts. 


More time on the job; less time in the 
shop. 


Lower maintenance cost. 


Fewer stops for gas and oil; lower 


operating cost. 


Improved maneuverability; wider 


range of vehicle usefulness. 
Easier driving; safer operation. 


Longer truck life; higher trade-in value. 


AXLE DIVISION 





MANUFACTURING COMPANY 


CLEVELAND, OHIO 


Jet 
e Snap Rings 


Springtites * Spring Washers *Cold Drawn Steel *Stampings *Leaf and Coil Springs * Dynamatic Drives, Brakes, Dynamometers 
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Rootes Builds Aircraft Loader— 


The Karrier Gamecock cargo lifter, designed specifically for loading and unloading 
aircraft, has been introduced by Rootes Motors, Inc. The body is lifted to the required 
height and a drawbridge extends to meet the loading door. Capacity of the vehicle 
is three tons. 











ELIMINATE WASTE 
; CONTROL PURITY 
and assure accurate 

charging of any Car air 

conditioning system 


TA we 
* . Are you ready for the big bonanza in automotive air con- 
ditioning? One-pound Charg-A-Can packaged refrigerants 
with “FREON-12*” provide a new source of Summer- 
service profits, permit quick and easy charging of any car 
system. These disposable containers, with years of proven 
leadership in the refrigeration industry, eliminate bulky, 
wasteful, hard-to-handle refrigerant cylinders, are expertly 
analyzed for purity and moisture content before filling 
; under carefully controlled factory conditions. Charg-A- 
Cans are easily stored, too, and available in 24-unit 
packages. Remember—over half-a-million cars will be air- 
conditioned this year and more coming...so get going!... 
for a complete stock, together with dependable refrigera- 
tion supplies and servicing, call your local refrigeration 
wholesaler today. 


ee 


STOCKED AND SERVICED BY REFRIGERATION WHOLESALERS 
EVERYWHERE ... ORDER YOUR SUPPLY NOW! 











Air Conditioning 
QR ef oe 


Charg-A-Can’ ‘ 


PACKAGED REFRIGERANTS 


REFRIGERATION DEPARTMENT 


American Potash & Chemical Corporation 


3100 EAST 26TH STREET, LOS ANGELES 23, CALIFORNIA | 99 PARK AVENUE, NEW YORK 16, NEW YORK 


News to Note... 


Auto World in Brief 





DETROIT. — A Chrysler engine 
and automatic transmission have 
been presented to the Cranbrook 
School of Science, automotive divi- 
sion, by the service department of 
Chrysler division. The engine and 
transmission will be used by stu- 
dents for familiarization and ex- 
perimentation. 

2 * * 


Auto Sales Account for 59.6% 


Of Credit Deals in Canada 


OTTAWA. Motor vehicle 
credit sales accounted for 56.9 per- 
cent of all installment sales during 
the first six months, but the trade 
held only 5.9 percent of total in- 
stallments receivable on retailers 
books at the end of the first quar- 


| ter. 


Dealers’ cash sales amounted to 
$153,200,000 in the first quarter of 
this year, compared with $151,400,- 
000 in the last quarter of 1955, and 
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EASY CHARGING OF ANY CAR 
AIR CONDITIONING SYSTEM 
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presented to each of the elizible 
dealers in the 15-state area where 
the company’s products are sold, 

A different plaque was awarded 
to commemorate 20 or more years 
of service. On the completion of 
each five-year period after 2% 
| years of service, a new plaque wil] 
be awarded. 





* x 2 
C.L.T. Division Office 
|Opens in Aurora, Ill. 

NEW YORK. — A division office 
of Universal C.I.T. Credit Corp. has 
been shifted from Chicago to 
Aurora, IIl. 
| Vice-president P. E. Schnaufer 
will be in charge of the division 
which consists of the northern half 

of Illinois with the exception of the 


$144,600,000 during the first quarter 
a year ago. 

Automobile financing totalled 
$185 million during the first quarter 
of this year, compared with $169,- 
500,000 a year ago. 

* * * 
Republic Names Rep 

DENVER. Republic Steel 
Corp. has announced appointment 
of Plant Equipment Co., 1400 Mar- : ; 
ket St., here, to handle sales and taro ae Wee of lom, 
distribution of Republic materials . So 


handling equipment. Management Group Plans 


Standard Oil Honors Meetings for 25 Firms 
NEW YORK. Educational 


15-Year Station Men meetings for individual company 


CHICAGO. — More than 2,500| groups of top-ranking, middle-level 
service station dealers in the mid-|and technical executives are 
west have been honored by Stand-| planned by the American Manage- 
ard Oil Co. (Ind.) for successfully | ment Assn. as part of its new intra- 
operating their own business 15| company management program, 
years or more. More than 600 executives from 25 

Special award plaques have been | companies are expected to partici- 
pate in the program this year. The 
|new series is intended to help in- 
dividual companies plan and hold 
|meetings for their own manage- 
|ment groups, Like other activities 
of the AMA, the program is based 
| on the exchange of information. 

* * + 


ca 


|New York Looks Upstate 


For Jobs for Seniors 


ALBANY. — New York State has 
asked for a from upstate 
employment’ agencies willing to 
share in a $10,000 grant to. be used 
in finding jobs for older workers. 

It is part of a $25,000 fund ap- 
propriated by the Legislature for 
this purpose. An earlier grant of 
$15,000. was allocated to three New 
| York City agencies which will try 
to find suitable jobs for a selected 
group of 300 men between 45 and 
-. - + ° 


Mich. FEPC Chief Lauds 


Cooperation of Employers 

LANSING. — The Michigan Fair 
Employment Practices Commission 
has been receiving excellent co- 
operation from employers since it 
began functioning last January, ac- 
cording to John G, Field, director. 

Citing an example, he said some 
700 companies had_ voluntarily 
mailed in copies of their employ- 
ment applications with the request 
that the commission delete any 
discriminatory lanquage. Through 
| June 15, he said, only 97 com- 
plaints of discrimination had been 
filed among the state’s work force 
of 3,000,000. 

* - * 

What's in a Name? 
LOUISVILLE, — Jim Paddock, 
| Falls City Pontiac Co., Louisville, 
| is one of the founders. of the 
new Kentucky Jockey Club, 
which is planning a new race 
track, near Florence, Ky., about 
15 miles southwest from Coving- 
ton, Ky., and Cincinnati, O. The 
new track will be a mile outfit, 
and have a double deck stand. 
Paddock owns a horse breeding 


farm near Louisville. 
~ x * 





Trico Products Plans 
New Buildings in Buffalo 

BUFFALO, — Trico Products 
Corp. is planning to build a three- 
| story $160,000 addition at 654-666 
Ellicott St. here for research and 
| experiment. 

Work on the project, which will 
add 18,000 square feet to Trico’s 
facilities, is expected to start with- 
in the next month and be finished 
| before the first of the year. 
| 


* * * 
Seattle Frees Ford 


Of Wholesale Tax 
SEATTLE. — The City Council 





Co. should not pay City taxes on 
wholesale transactions handled 
through its Seattle zone office with 
non-Seattle dealers. 

City Comptroller W. C. Thomas 
has contended that Ford has a tax 
liability of some $40,000 on whole- 
sale operations. Finally, finance 
committee members agreed that 
any effort to collect the tax would 
encourage business firms to move 
regional offices from Seattle. 
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BUICK—'56 Century Riviera 2-dr., 






$943* 








Sept. 





Market Trend 


A reduction of $1 was noted on 


Automotive News’ index of the 
overall average price of used cars 
sold at wholesale auction last 
week. 

The minor setback came on the 
heels of two successive advances 
totalling $25. 

By individual models, three 
showed ‘gains last week and five 
registered setbacks. Increasing in 
price were ’56s, up $8; ’54s, up $5 
and ’52s, up $1. 

Losses were '53s, down $1; 50s, 
down $3; 49s, down $5; ’51s, down 
$6, and ’55s, down $7. 

At a group of representative 
auctions last week, the average 
consignment was 186.4 units and 
the sales ratio was 73.0 percent. 
A week earlier, 72.4 percent of an 
average 190.1 units were sold. 

New lows were established last 
week for two models—’50s and 
"49s. The previous low price for 
"49s had been set last Jan. 16. 
Prices marked with an * indi- 
cate a unit equipped with an au- 
tomatic transmission or overdrive 
and (ps) indicates power steering. 

* + * 


DYER, IND. 


(Dyer Auto Auction, Sale every Friday. 
Prices are for sale of Aug. 17.) 


(Market still holding strong, Sold 226 
out of 293 offerings.) 
BUICK—’'56 Special Riviera 4-dr., $2,500*. 


’55 Special conv., $1,900*; Century Rivi- 
era, $1,700* (ps). "54 Century Riviera, 
$1,605*; Special Riviera, $1,480*; 4-dr., 
$1,255; RM Riviera, $1,450* (ps); Super 
4-dr., $1,180*. '53 RM Riviera, $1,130* 
(ps). 

CADILLAC’ 56 coupe de Ville 4-dr., $4,- 
325* (ps). '55 (62) conv., $3,450* (ps); 
coupe, $3,255° (ps). °54 (62) 4-dr., $2,- 
880° (ps). "52 (75) 4-dr., $865*. '49 (61) 
2-dr., $395*, $340*, $270. 

CHEVROLET—’56 Bel Air (8) sport coupe, 
$2,085*; (6) 2-dr., $1,795*; One-fifty (6) 
2-dr., $1,525. '55 Bel Air (8) conv., $1,- 
765* (ps); (6) 4-dr., $1,350, $1,150; Two- 
ten (6) 4-dr., $1,125. ’54 Bel Air sport 
coupe, $1,150; 4-dr., $1,020, $960*, $870; 
Two-ten 4-dr., $925, $785; One-fifty 2-dr., 
$740, $595. 53 Bel Air 4-dr., $785, $770*, 
$745, $695; Two-ten 4-dr., $760*, $735, 
$710, $695, $690°. ’°52 SL Deluxe 4-dr., 


$605, $465, $460, $455, $440, $425. 
DODGE — ’'56 Royal 4-dr., $2,265* (ps); 
Coronet 4-dr., $1,475, 55 Royal Diplo- 


mat, $1,530°. 

FORD—’'56 Fairlane (8) Victoria, $2,075* 
(ps); Sunliner, $1,985*. °55 Crown Vic- 
toria (8), $1,885*, $1,850*%; Sunliner 
conv., $1,765*; Fairlane (8) Victoria, $1,- 
685*, $1,615*, $1,580*; Custom (6) 2-dr., 
$1.320*, $1,130*, $1,125, $1,000. °54 Crest 
(8) Victoria, $1,300*, $1,175*, $1,025; 
cony., $1,150*, $1,055*; Custom (6) 4-dr., 
$950; Main (6) 2-dr., $675, $575. "53 
Custom (8) 2-dr., $775, $675*. 

HUDSON—’54 Hornet 2-dr., $635, $500*. 
’53 Hornet 4-dr., $685*. 

KAISER—'52 Manhattan 4-dr., $460°*. 

LINCOLN—’54 Capri conv., $1,685* 
’53 Cosmopolitan 4-dr., $980°*. 

MERCURY—’56 Montclair coupe, $2,175*. 


(ps). 


’55 Monterey coupe, $2,050* (ps), $1,855* 
(ps); Custom 2-dr., $1,455*, $1,415*, ’52 
4-dr., $465*, $450, $425*. '50 2- dr., $175, 
$150*. - 

NASH—’52 Rambler 4-dr., $1,135*; Ambas- 
sador Super 4-dr., $510*. "51 Statesman 


4-dr., $225*; Ambassador 4-dr., $125*. 
OLDSMOBILE—’56 (98) Holiday, $3,200* 


(ps); Holiday 4-dr., $2,875* (ps); (88) 
Holiday, $2,545* (ps); 4-dr., $2,435* 
(ps); 2-dr., $2,155*. °55 (88) Holiday 
4-dr., $2,500* (ps); $2,240* (ps); Super 
4-dr., $1,995*; (98) 4-dr., $2,230* (ps), 
$2, 015* (ps). 
PACKARD. 54 Clipper 4-dr., $885*. ’53 
“ee 4-dr., $575°. °51 Clipper 4-dr., 


PLYMOUTH—’56 Belvedere station wagon, 
$2,725* (ps). ’55 Belvedere 4-dr., $1,205; 
Savoy 4-dr., $1,155, $1,140, $1, 125, $1,- 
120, $1,085, * $900. ’54 Plaza 4-dr., $560. 
"52 Cambridge 2-dr., $310. ’51 conv., 
$210; Cranbrook 2- dr., $165; Cambridge 
4-dr., $135. 

PONTIAC—'55 Safari station wagon, 
230* (ps); Chieftain (8) Deluxe conv., 
$1,790*; 4-dr., $1,400*; Star Chief 4-dr., 
$1,350. ’°54 Star Chief 4-dr., $1,175*. 53 
Chieftain -(8) Deluxe conv., $1,025*, 
$695*; 4-dr., $685, $680. 

STUDEBAKER—’55 Champion 4-dr., $1,- 
005*. ’53 Champion 2-dr., $515; Com- 
mander 4-dr., $435*. ’52 Champion 4-dr., 
ste 51 Commander 4- dr., $180*, $140°*, 

MISCELLANEOUS—’56 Austin Jno. $1,- 
975*; Volkswagen coupe, $1,4 


LITTLETON, COLO. 


(Colorado Auto Auction. Sale every Mon- 
day. Prices are for sale of Aug, 20.) 
(Sold 280 out of 450 offerings.) 


$2,- 


$2,885* 
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1956 


$880 


$915 


$873 $873 





Dec. Jan Feb. March 


'48s dropped. 


Ap 








* Prices of ’56s added; 


Average Used-Car Auction Prices 


(Compiled by Automotive News from auction reports.) 


$874 


Ma June duly Aug. 





| OLDSMOBILE—' 56 (88) Holiday 4-dr., 


| PACKARD—'51 4-dr., 
| PLYMOUTH—'56 Fury 





(ps); Riviera 4-dr., $2,825* (ps), $2,565* | $610, $590. $470. '51 One-fifty 4-dr., $315. | 
(ps), $2,500* (ps); Super Riviera coupe, *50 club coupe, $155. 
$2,790* (ps); Special Riviera 4-dr., $2,-; CHRYSLER—’'55 NY 4-dr., $2,330* (ps), 
550*, $2,500*, $2,495*. '55 Super conv., $2,150* (ps). °54 NY Deluxe Newport, 
$2,150* (ps); Century Riviera 4-dr., $2,- $1,585* (ps); conv., $1,280* (ps). '53 NY 
035* (ps); Special conv., $2,015* (ps); | 4-dr., $910* (ps); club coupe, $735*. 
4-dr., $1,690*. '54 RM 4-dr., $1,350* (ps). | DeSOTO—’56 Fire Dome 4-dr., $2,440*, $1,- 
CADILLAC—’56 (62) coupe de Ville 2-dr., 930*. '55 Fire Dome 4-dr., $1,850* (ps). 
$4,750* (ps), $4,300* (ps), $4,170* (ps); | DODGE—’55 Royal 4-dr., $1,670*, $1,500° 
4-dr., $4,685* (ps), $4,650* (ps); conv., (ps); Coronet 4-dr., $1,400. "54 Meadow- 
$4,325* (ps). '55 (62) Eldorado conv.,| brook 4-dr., $795. 
$3,885* (ps); coupe de Ville 2-dr., 2 at| FORD — ‘56 Thunderbird, $3,180* (ps); 
$3,720* (ps). ’54 (62) coupe, $2,825* (ps).| Fairlane (8) conv., $2,245* (ps), $2,115* 
CHEVROLET—’56 Bel Air (8) conv., $2,-| (ps); Main Ranch Wagon, $1,855, $1,785. 
375*; 4-dr., $2,300*, 2 at $2,230*, §$2,-| °55 Fairlane (8) Crown Victoria, $1,630° 
175*, $2,060, $1,955; Two-ten (8) 4-dr., | (ps); conv., $1,595*; Main (6) 4-dr., $1,- 
$2,175*, $2,060. °55 Bel Air (8) 2-dr.,| 005. 154 Country sedan (8), $1,380; Ranch 
$1,580, $1,440*; Two-ten (8) 4-dr., $1,- Wagon (6), $1,020, $980. "53 Victoria (8), 
510, $1,300*, $1,105. °54 Bel Air conv.,| 905; Main .6) 2-dr., $550, "52 (6) 4-dr., 
$1,135*; Handyman, $1,060, $975. ’53 Bel) $475, $400°. 
Air 4-dr., $940 (ps), $840*; sport coupe,| HUDSON—’56 Rambler station wagon, $2,- 
$930*, $890*, $795; One-fifty 4-dr., $645*,| 405*, $1,540°. '55 Custom 4-dr., $1,680°. 
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ALABAMA 





JOHNSON AUTO AUCTIONS 
HUNTSVILLE, ALABAMA Every Friday 
NO SALE—NO FEE 
FREE PLANE TICKETS for BUYERS 
(Buy 3 cars or more and we pay plane fare 
from your home town to Huntsville, Alabama) 
Insured Checks and Titles 
Lawrenceburg, Tenn. Every Tuesday 





CALIFORNIA 
SACRAMENTO AUTO AUCT.—4304 
W. Capitol Ave., West Sacramento, 
Ph. HU. 1-4076 (Thurs. 12 noon). 


COLORADO 





COLORADO 
AUTO AUCTION 


LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 
Sale Every Monday—11:00 a.m. 
Owner: 


si 
Francis R. Cassell 
Carroll Kopfer 
Phone Denver, SUnset 1-7821 
Wire Colorado Auto Auction FAX 
Denver, Colo. 


Auctioneers: 
Colonels Johnny Wood and Dean Davis 
All cars paid for by our own check through 
the First National Bank of Englewood. 








DENVER AUTO AUCTION CO. 
(Denver's Oldest Auto Auction) 


4595 S. Santa Fe Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 





ILLINOIS 
CHICAGO — Greater Chicago Auto 
Auction, 7750 S. Cicero, 1 mile S. 
Midway Airport (Thurs. 12 Noon). 
QUINCY—Quincy Auto Auct., 3202- 
3220 Broadway, Every Fri. since 
1947, 12 noon. No Fees on No Sales. 


MICHIGAN 





GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half ame west of Grandville, 
, ch. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 
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MICHIGAN 








Flint Auto Auction, Inc. 


3711 Western Rd. 


Exclusively for Dealers 


Here in the shadow of General Motors, you 
get the best buys. 


NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 


Michigan's Finest Sale 
Titles and Checks Guaranteed 
12:30 — SALE EVERY WEDNESDAY — 12:30 
M. D. McCollum, Mgr. Phone Cedar 9-4492 





MISSOURI 





ST. LOUIS AUTO 


AUCTION BARN, INC. 
3807 Easton Ave. 


St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Guaranteed 





Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Only) 
Operating Since 1946 





NEW YORK 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Auto Auction 
Albany 5, N. Y. 


Every Monday — !1 O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 


Dealer 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Fidelity 
Insured Checks and Titles (Wed.)- 








eT 


Flint, Michigan | 





'53 Wasp 4-dr., $360. '51 Hornet 4-dr., 


$355. 

LINCOLN—’55 Capri coupe, $2,395* (ps); 
4-dr., $2,205* (ps); Cosmopolitan club 
coupe, $2,050* (ps). 

MERCURY—’56 Montclair 4-dr., $2,530* 
(ps), $2,400* (ps). '55 Montclair 4-dr., 
$2,000* (ps); coupe, $1,875*. °54 Monte- 
rey coupe, $1,3000. '53 Monterey sport 
coupe, $1,050*; 4-dr., $1,050*, $950* (ps); 
station wagon, $1,015*. 

NASH —’55 Rambler (6) Cross Country, 
$1,550*. °54 Ambassador (8) Hardtop, 
$1,175*. '52 Ambassador (6) 4-dr., $465°; 
Statesman 4-dr., $410. 92 


Super (88) 4-dr., 
’55 (98) Deluxe Holiday 
(ps); Super (88) 4-dr., 
$2,025* (ps); (88) Holi- 
day coupe, $2,175*, $1,800. '54 (98) Holi- 
day, $1,780* (ps), $1,725* (ps), $1,500* 
(ps). °53 (98) Holiday, $1,230° (ps). 

$145*. 
(8) 


750°; 
$2,385° 
coupe, $2,230* 
Holiday, $2,220*, 


4-dr., 
(ps). 


$2,400* ; 


Hardtop, $2,- 
500*; Belvedere (8) 4-dr., $2,150°. ‘55 
Belvedere (8) sport coupe, $1,630°; 4-dr., 
$1,550*; Plaza (8) Suburban, $1,580; 
Savoy (8) 4-dr., $1,385*, $1,375°. ’'54 
Savoy (6) conv., $895*. °53 Cambridge 
4-dr., $495. 

PONTIAC—’56 Star Chief Catalina coupe, 
$2,550°; (870) 4-dr., $2,350°; (860) 4-dr., 
$2,200*, $2,100*, $1,750. °55 Safari, $2,- 
240°; Star Chief Custom Catalina, $1,- 
810*; Chieftain 4-dr., $1,300. '54 station 
wagon, $1,475* (ps). 

STUDEBAKER—’'55 Champion 4-dr., $810. 

WILLYS—’56 (6) station wagon, $1,725, 
$1,290. °55 station wagon, $1,300. '53 sta- 
tion wagon, $910. 


MISCELLANEOUS—’'55 GMC %-ton pick- 


up, $860. '51 GMC %-ton pickup, $400. 
50 GMC %-ton sub., $370. 
CHICAGO 


(Arena Auto Auction. Sale every Tuesday. 
Prices are for sale of Aug. 21.) 
(Sold 275 out of 426 offerings.) 


BUICK—'56 Super 2-dr., $2,550° (ps); Spe- 
cial conv., $2,500°; 2-dr., $2,385°, $2,300° 
$2,085*; Century 2-dr., $2,405* (ps). °55 










NEW YORK 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 





NORTH CAROLINA 





RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





OHIO 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 
All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 








PENNSYLVANIA 








MANHEIM AUTO AUCTION, INC. 


im, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 








EMLENTON — Emlenton Auto ,Auc- 
tion. Every Tuesday, 12 Noon. 


TENNESSEE 


MURFREESBORO—Don Kelly Auto 
Auction, Junction U. S. Hwys. 70S- 
231-41. Thursday 11:00 a.m. 
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Model Breakdown 
Of Auction Averages 





Aug. July June 

Model 1956 1956 1956 
i cttiaciesin $2,153 $2,163 $2,183 
ee eveccleveiene 1,522 1,565 1,589 
1,097 1,117 

738 744 

477 504 

335 344 

245 253 

178 182 

Overall ———-  ———-__——_— 
Average $ 833 $ 850 $ 864 





RM 2-dr., $2,305* (ps), 
dr., $1,965* (ps); Century 2-dr., 
(ps); Super 4-dr., $1,550* (ps); 
2-dr., $1,880*, $1,845°*. 

CADILLAC — '56 coupe de Ville, $4,250* 
(ps). "55 (62) conv., $3,555* (ps), $3,455* 
(ps); coupe, $3,380* (ps), $3,100* (ps); 
4-dr., $3,060* (ps). °54 (62) coupe, §$2,- 
825° (ps); (60) 4-dr., $2,805* (ps). 

CHEVROLET—'56 Two-ten (6) 2-dr., $1,- 
605*, $1,540. °55 Bel Air (8) sport coupe, 
$1,720*, $1,705* (ps); Two-ten (6) Han- 
dyman, $1,635*; 2-dr., $1,135; (8) 2-dr., 
$1,365*, $1,275*, $1,240*. °54 Bel Air 
sport coupe, $1,265*; One-fifty Handy- 
man, $1,055, $995, $875; Two-ten Delray, 
$920; Bel Air 2-dr., $830. '53 Bel Air 
sport coupe, $865; 2-dr., $850*° (ps); 4- 
dr., $800*; Two-ten sport coupe, $785. 

CHRYSLER—’55 St. Regis, $2,270* (ps); 
Windsor 4-dr., $1,825* (ps). °54 NY 4- 
dr., $1,280° (ps). "53 NY Newport, $1,- 
000* (ps). 

DeSOTO—'56 Fire Dome Suburban, $2,620* 
(ps). "55 Fire Dome 4-dr., $1,986*; Sub- 
urban, $1,825*. ’54 Fire Dome sport coupe, 
$965* (ps); 4-dr., $860*. 

DODGE — '55 Royal conv., $1,585* (ps); 
Coronet (8) Suburban, $1,485*. '54 Mead- 
owbrook 4-dr., $820*. '53 Coronet (6) 
Diplomat, $650*%; Meadowbrook 4-dr., 
$550°*; 2-dr., $505. 

FORD—’56 Fairlane (8) Victoria, $1,850*; 
conv., $1,815*; Custom (8) 2-dr., $1,735*. 
"5S Thunderbird, $2,300° ; Fairlane (8) 
Victoria, $1, 730°; conv., $1,410; 4-dr., 
$1,395*, $1,325°; Custom (8) station wag- 
on, $1,650°; 2-dr., $1,195*; Main (6) 2- 

r., $1,105. °54 Custom (8) 2-dr., $1,015. 

HUDSON—’55 Wasp 4-dr., $1,100. "54 Wasp 

Hollywood, $695*; Hornet 4-dr., $650*, 
. 


$600°. 

LINCOLN—’54 Capri coupe, $1,850* (ps). 
’52 Capri 4-dr., $685*. 

MERCURY—’55 Monterey conv., $1,885* 
(ps); Montclair coupe, $1,705*; Custom 
2-dr., $1,420°. °54 2-dr., $1,000, $985. 
’53 sport coupe, $1,045*; Monterey coupe, 
$850°; 4-dr., $700°. 

NASH—'56 Rambler 4-dr., $1,735. '55 Am- 
bassador 4-dr., $1,505*; Rambler station 
wagon, $1, 475°; Statesman 4-dr., $1,200°. 
53 Statesman 4-dr., $545. "52 Statesman 


club coupe, $505*. 
OLDSMOBILE—'56 (88) Holiday, $2,575* 
Holiday 4-dr., $2,395* 


(ps). ‘55 (98) 

(ps), $2,290° (ps), $2,285*° (ps); Holiday 
2-dr., $2,280° (ps), $2,265° (ps); (88) 
Holiday 4-dr., $2,320* (ps); conv., $2,195* 
(ps); 4-dr. $2, 100° (ps); 2-dr., $2,010°. 
"54 (98) 4-dr., $1,715* (ps). 

PACKARD—’55 Clipper 4-dr., $1,700°. "54 
Clipper 4-dr., $940° (ps). °53 Clipper 2- 
T., $450. 

PLYMOUTH—’'55 Belvedere (8) conv., $1,- 

4-dr., $1,415° (ps); (8) 

$1,280, $1,185; conv., 

Belvedere sport coupe, $1, 215° (ps); 4- 
dr., $800; Savoy 4-dr., $700. '52 Cam- 
bridge 2-dr., $390. 

PONTIAC—'56 Chieftain (8) Catalina, $2,- 
010°. °55 Star Chief Catalina, $1,905° 
(ps), $1,900° (ps), $1,885° (ps). 54 Star 
Chief conv., $1,280°; 4-dr., $1,065° (ps); 
Chieftain (8) 2-dr., $850. °53 Chieftain 
(8) Catalina, $1,145°, $865°; 4-dr., $855°. 

STUDEBAKER—'56 Golden Hawk, $2,400°* 
(ps). °55 President, $1,550°. ‘53 Com- 
mander (8) club coupe, $800. 

WILLYS—'55 Bermuda, $855; Custom 4- 
dr., $750°. 


JENISON, MICH. 


(Grand Rapids Auto Auction, Sale every 
Tuesday. Prices are for sale of Aug. 21.) 
(Quality of merchandise not up to usual 


$2,055* (ps); 4- 
$1,990° 
Special 


high s Market slipping slowly 
especially "55s and ’56s, Sold 104 out of 
153 offerings. 

BUICK—’56 Super Riviera 4-dr., $2,700* 
. (ps); Riviera 2-dr., $2,565° (ps); 

Riviera 2-dr., $2,425°. ’55 Century Estate 
wagon 2-dr., $2,370* (ps); Special 4-dr., 
$2,060*; Riviera 2-dr., $1,870*; Super 
Riviera 4-dr., $1,850° (ps). "54 Super 
Riviera 4-dr., $1,425*; Special 4-dr., $1,- 
395°. °53 Super Riviera 4-dr., $915*, 
$880*. °52 Special Riviera 2-dr., $700; 
4-dr., $500*; RM Riviera 4-dr., $565°. 
"50 Special 4-dr., $260 

CADILLAC—'54 (62) ‘an., $2,605* (ps). 


"52 (60) 4-dr., $1,160° (ps ). 

CHEVROLET—’55 Bel Air <8) station wag- 
on, $1,775*; (6) 2-dr. coupe, $1,535*, 
$1,290°; 2-dr., $1,365; Two-ten (8) Del- 
ray, $1,350°; 4-dr., $1,300*, $1,175*. ’54 
Bel Air sport coupe, $1,180; 4-dr., $975; 
Two-ten 2-dr., $950; One-fifty coupe, 
$600. 53 Two-ten 4-dr., $700, $500, $485; 
Bel Air 2-dr., $445. '52 Deluxe 2-dr., 

i . "51 Special 2-dr., $360, $340, 
$325, $275, $235. '50 conv., $210; Deluxe 
4-dr., $145, $130. 
’55 Fire Dome 4-dr., $1,750°, ’51 
station wagon 4-dr., $475*. 
DODGE—’55 Royal coupe, $1,740* (ps), ’52 
Coronet 4-dr., $475°. 

FORD—'56 Fairlane (8) 4-dr., $1,840°, ’55 
Thunderbird, $2,500*; Fairlane (8) Vic- 
toria, $1,540*; 4-dr., $1,390; Custom (8) 
2-dr., $1,270, $1,170; Main (8) 2-dr., 
$940. °54 Crest (8) 2-dr., $1,325, $1,035°; 
conv., $1,300* (ps); Sunliner, $1,185. "53 
Victoria, $810*; Custom (6) 2-dr., $715*. 
52 Custom (8) 2-dr., $445°; Main (8) 
4-dr., $440. °51 Country Squire (8) 2-dr., 
$475! Deluxe (6) 4-dr., $195. '50 Deluxe 
2-dr., $175, $125. 

MERCURY — ’'55 Montclair 2-dr., $1,810* 
(ps); Monterey 4-dr., $1,630°. '54 2-dr., 
$1,425; Monterey 4-dr., $1,140°; 2-dr., 
$1,000. °53 2-dr., $820. °52 2-dr., $450. 
"51 coupe, $325. 

NASH—’51 Ranch Wagon, $205. 

OLDSMOBILE — ‘56 (98) conv., $2,670* 
(ps). 55 (98) 4-dr., $2,200* (ps); Super 
(88) 2-dr., $2,000° (ps); (88) 4-dr., $1,- 
800°, ‘54 (88) 4-dr., $1,480°, $1,440° 
(ps); (98) 4-dr., $1,500* (ps). '53 (88) 
4-dr., $800. '50 (88) 4-dr., $250*. °49 (98) 
4-dr., $140°. 

PLYMOUTH—’'55 Plaza (6) station wagon 
2-dr., $1,300; Belvedere (6) 2-dr., $1,240; 

(Continued on Page 38, Col. 2) 
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4-dr., $210. 2-ton grainbox, $390. °50 Studebaker 1%. 
HUDSON—'51 Commodore 4-dr., $150, | ton pickup, $140. °49 Ford 2-ton truck, 


| . 47 Chevrolet 1%-ton avel 

LINCOLN—'51 Cosmopolitan 4-dr., $210*;| $930; 1) “—— 
Sport coupe, $160*. 

MERCURY—’53 conv., $630. '52 Monterey 
4-dr., $610*. ’51 Deluxe 4-dr., $330*; Cus- 
tom 4-dr., $325. °50 Custom club coupe, 
$190. °49 station wagon, $170. 

NASH—’55 Rambler station wagon, $1,190; 
2-dr., $1,060. $650. 


Snap-on Appoints 
Sales Manager 


KENOSHA, Wis.—G. S. Childress | 
has been promoted to the newly 
created position of sales manager 


Used-Car Auction Prices Se 


(Minneapolis Auto Auction. Sale every 
Wednesday. Prices are for sale of Aug. 22.) 


(Continued from Page 37) (Plenty of activity on ’53s and ’54s 


for Snap-on Tools Corp., according 
to Rogers Palmer, 


sales vice - presi - 
dent. 


Childress, who 
formerly was 
district 


western 
manager, joined 
the Snap-on or- 
ganization in 1942 
as a dealer. 
After his pro- 
motion, he an- 


nounced 
G, 8. Childress 


and warehouse in Harrisburg, Pa. 


Pioneer Opens Branches 


DETROIT. 
Pioneer Engineering & Mfg. Co. 


has been revealed here with an-| 
it has set up| 


nouncement that 
branches in Dayton, O., 
dria, Va., and Toronto, 

All branches are under S. Paul 
Burns, chief engineer. He has been 
with Pioneer 13 years. 


Alexan- 


the} 
opening of the 
company’s 39th U.S. branch office 


Expansion of 


Savoy (6) 4-dr., $1,195. °54 Plaza Sub- 
urban 2-dr., $995; coupe, $580. '53 Cran- 
brook 2-dr., $540. °51 Cranbrook 2-dr., 
$205. 

PONTIAC—’55 Star Chief 4-dr., $1,780*°; 
Catalina, $1,695*; Chieftain 4-dr., $1,- 
350*. '54 Star Chief Catalina 4-dr., $1,- 
235* (ps); Chieftain (8) 4-dr., $1,025*. 
’53 Chieftain (8) 2-dr., $885*. °52 Cata- 
lina 2-dr., $525*, 51 4-dr., $215. 

STUDEBAKER — '55 station wagon, 
435*. '52 coupe, $305. 

MISCELLANEOUS—’55 Ford 
up, $930. 


NEW YORK CITY 


(Skyline Auto Auction, Sale every Tues- 

day. Prices are for sale of Aug. 21.) 

(Despite heavy rain, the sales percent- 
age was high as all good autos were 
bought up rapidly. The market remained 
firm in the face of a clean-car shortage 
in the N. Y. area. Sold 82 cars out of 
| 111 offerings.) 

BUICK—’55 Special Riviera, $1,775*. °54 
Century Riviera, $1,460*; Super 4-dr., 
$1,220*,. 53 Super Riviera, $1,240*, $940*; 
Special 4-dr., $740. "52 Super 4-dr., $690*. 
’51 Special 4-dr., $340°%; Super 4-dr., 
$140*. 

CADILLAC—’56 (62) sedan de Ville, $4,- 
225* (ps), $4,100* (ps). '55 (62) coupe 
de Ville, $3,400* (ps). '53 (62) 4-dr., $1,- 
500* (ps). °50 (60) Special 4-dr., $525°*. 

| 49 (61) 4-dr., $470*, '48 4-dr., $110°*. 

| CHEVROLET—’55 Bel Air (8) conv., $1,- 

| 470%; Two-ten (8) station wagon, $1,360; 


%-ton pick- 
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ALMANAC 
EXTRA COPIES AVAILABLE 


Order one now for your: 


@ SERVICE DEPARTMENT 
@ SALES DEPARTMENT 


@ ENGINEERING 
@ LIBRARY 


STAFF 


Supply is limited so order today 


$250 per copy 
Automotive News 


2666 Penobscot Bidg. 


Detroit 26, Mich. 








This low cost, rugged snow plow is de- 
signed for Y2 to 1 ton trucks with channel 
type front bumper. It is engineered to 
give long dependable service and can 
be supplied with a fan belt driven 
hydraulic, hand hydraulic or electric hy- 
drauvlic power system. 


NOTE THESE FEATURES: 
® Blade angles to five positions. 
Safety shock-absorbing spring. 


Easy to mount. Blade can be removed 
or installed in few minutes. 


© Adjustable skid shoes. 


Plow does not 
push-board. 


Reversible, long-wearing cutting edge. 


interfere with use of 


Flexible, highly maneuverable. 


IMMEDIATE SHIPMENT— 
DEALER INQUIRIES INVITED 


Designers and Manufacturers of Specialized Equipment. 


Pea 


SYCAMORE STREET, BUFFALO 4, NEW YORK 


ba 
$1,- | 


| 
| 
| 
| 
| 
| 


CADILLAC—’'56 
CHEVROLET—'56 Two-ten 





at $1,140, $1,135, $1,125; 2-dr., $1,150. 
54 Two-ten station wagon, $1,000*; 2- 


’54 Rambler 2-dr., 
*53 Statesman 2-dr., $400. 


dr., $760, $740; One-fifty 4-dr., $460, 53 | OLDSMOBILE—’56 (88) Holiday, $2,600*. 


Two-ten station wagon, $750, $715; 4-dr., 
$615; One-fifty station wagon, $750; Busi- 
ness coupe, $250. ‘51 SL Deluxe 2-dr., 
$370*, $240*; Delivery sedan, $225, $150. 
"50 SL Deluxe Bel Air, $280*%; conv., 
$280; 4-dr., $210. °49 SL Special 
$130; 2-dr., $125. 


HRYSLER—’52 club coupe, $325*, 


DeSOTO—’53 Sportsman, $625*, '52 Custom 
conv., $410*; 4-dr., $185. 

DODGE—’53 Coronet station wagon, $760; 
2-dr., $690*; 4-dr., $625*; 
2-dr., $405. 

FORD—’55 Fairlane (8) Victoria, $1,725* 
(ps); conv., $1,310; Main (6) 2-dr., $925. 
’53 Crest (8) Country sedan, $860*; Cus- 
tom (8) 2-dr., $600; Main (6) 2-dr., $580. 
°51 Custom (8) conv., $275. 

HUDSON—'54 Hollywood 

MERCURY—’'54 4-dr., $1,175*, 

OLDSMOBILE "56 (88) conv., $2,500* 
(ps). °52 (98) conv., $700*. '51 (98) 4- 
dr., $305*. '50 (88) conv., $265*; 2-dr., 
$110*. 

PLYMOUTH—'55 Belvedere (8) conv., 
430°. °54 Plaza 4-dr., $645. 
Business coupe, $185. 
$150. 

PONTIAC 
’54 Star Chief (8) Catalina, $1,210*, 
$930*. °53 Chieftain (8) conv., $860*, ’52 
Chieftain (8) conv., $300*. ‘49 coupe, 
$160*. 

STU DEBAKER—’52 Champion 2-dr., $305. 
’51 Champion 4-dr., $175. 

WILLYS—'51 station wagon, $200. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Aug, 23.) 
(Demand excellent, A shortage of cars 
caused prices to remain very firm. Sold 
91 cars out of 102 offerings.) 
BUICK—’53 Special 2-dr., $835. °52 
Riviera, $435*. ‘50 Special 2-dr., 
Super 4-dr., $125. 
(62) sedan de Ville, 
200* (ps). '49 (61) 4-dr., $215*. 
(8) 2-dr., 
785. ‘54 Bel Air 4-dr., $900; Two-ten 
4-dr., $850. °53 Two-ten 2-dr., $750*; 
One-fifty 2-dr., $610, $370. '51 SL Special 
2-dr., $240, $205. 50 SL Deluxe club 
coupe, $360; SL Special 4-dr., $145. 


$1,- 
"52 Concord 
’49 Deluxe 4-dr., 


Super 
$230; 


$4,- 
$1,- 


CHRYSLER—’52 Saratoga (8) club coupe, 


FORD—'56 Parklane station wagon, 





| MISCELLANEOUS 


| CHEVROLET—’56 Bel Air 





$485*. 

DeSOTO—'52 Deluxe club coupe, $450. 
Custom 4-dr., $295. 
$160. 

DODGE "52 Meadowbrook 4-dr., 
$300; Wayfarer 2-dr., $295. 
2-dr., $225. 


"51 
"49 Custom 4-dr., 


$325, 
"50 Coronet 


$2,- 
085°; Fairlane (8) Victoria, $1,950* (ps); 
4-dr., $1,850°; Main (6) 2-dr., $1,400. 
’55 Custom (8) 4-dr., $1,285, $1,230, $1,- 
200°; 2-dr., $1,180, $1,175; Main (8) 
2-dr., $1,010. '54 Main (8) 4-dr., $780; 
Main (6) 4-dr., $755, $750; 2-dr., $455 
(police). °53 Custom (8) 4-dr., $750, 
$725; 2-dr., $700; Main (8) 2-dr., $575. 
*52 Custom (6) 2-dr., $415*. 51 Custom 
(8) conv., $305; Deluxe (8) 2-dr., $220. 
"50 Custom (6) 4-dr., $260; Custom (8) 
2-dr., $110; Deluxe (8) 2-dr., $170, ‘49 
Custom (6) 2-dr., $170. 

HUDSON—’53 Super Jet 4-dr., $405°. 
Hornet 4-dr., $350*. 

MERCURY—’50 2-dr., $165. '49 4-dr., $100. 

NASH—’51 Statesman 4-dr., $190*, $150°. 
"49 (600) 2-dr., $155*. 

OLDSMOBILE—’53 (88) 4-dr., $1,080*. '50 
(88) 4-dr., $300°, $100*; (98) conv., 
$205°. 

PACKARD—’53 4-dr., $515*. 

PLYMOUTH—’'56 Savoy (8) Suburban, $1,- 
740. °55 Savoy (8) 2-dr., $1,205; 4-dr., 
$1,095; Savoy (6) 4-dr.. $1,125, $1,100. 
"54 Plaza 4-dr., $780. ’53 Cranbrook 4- 
dr., $550; Cambridge 2-dr., $450. ‘52 
Cranbrook conv., $310. °51 Cranbrook 
Belvedere, $245; 4-dr., $160; conv., $120; 
Cambridge coupe, $175. ‘49 Special De- 
luxe 4-dr., $200; club coupe, $170. 

PONTIAC—’55 Star Chief (8) Catalina. 
$1,850*. °54 Chieftain (8) Catalina, $1.- 
380°. °53 Chieftain (8) 4-dr., $775*. °49 
Silver Streak (6) 4-dr., $105*. °46 Tor- 
pedo (6) 2-dr., $125. 

STUDEBAKER—’'50 Champion 4-dr., $130. 

WILLYS—’47 station wagon, $115*. 

"54 Chevrolet 2-ton 

van, $775. '53 Henry J (6) Delivery. $185. 

"52 Chevrolet %-ton pickup, $560. °49 

Studebaker %-ton stake, $325. 


ALBANY 


(Tim Anspach Auto Auction, Sale every 
Monday. Prices are for sale of Aug. 20.) 
(Today’s market was brisk from start 
to finish as a better grade of cars was 
responsible for the high percentage sold. 
Rough, second and third grade cars were 
unwanted. Many good buyers attended 
but receipts were lighter than expected. 
Sold 116 cars out of 143 offerings.) 
BUICK—’56 RM conv., $3.000* (ps); Cen- 
tury Riviera, $2,515* (ps); Special Rivi- 
era, $2.370*. ’55 Super Riviera, $1,750* 
(ps). '53 RM 2-dr., $925*; Special Rivi- 
era, $730*. '50 Special 2-dr., $200; Super 
conv., $150* 
CADILLAC—’56 (62) 


"52 


coupe, $4,035* (ps); 


(60) Special 4-dr., $4,180* (ps). '55 (62) | 


coupe, $3,180* (ps). °54 (60) Special 4- 
dr., $2,770* (ps). '53 (62) 4-dr., $1,550*; 
conv., $1,475* (ps). °52 (62) 4-dr., $1,- 
250*, $1,180* (ps). 

$1,- 


985*; Two-ten (6) 4-dr., $1,680. '55 Bel 
Air (8) coupe, $1,600; conv., $1,375*; 
Bel Air (6) coupe, $1,500, $1,230; Two- 
ten (8) 4-dr., $1,220; Two-ten (6) 2-dr., 
$1,210. °54 Two-ten 4-dr., $1,000, $870; 
2-dr., $870; One-fifty 2-dr., $730. ’53 Bel 
Air coupe, $950*, $800, $740; Two-ten 
2-dr., $630; One-fifty 2-dr., 
’52 SL Deluxe 4-dr., $480, $440. '51 SL 
Deluxe 2-dr., $450*; 4-dr., $240; FL De- 
luxe 2-dr., $380*. '50 SL Deluxe 2-dr., 


(6) 4-dr., 


$275. 

CHRYSLER—'54 Windsor 4-dr., $975*. '53 
NY 4-dr., $525*. ‘51 NY coupe, $300* 
(ps). °49 NY 4-dr., $160*. 

Dome (8) 4-dr., $210*. '51 Custom 4-dr., 

DeSOTO—’'52 Custom 4-dr., $300*; Fire 
$250*. '50 Carryall, $180*. 

DODGE—’55 Royal 4-dr., $1,545*. 

FORD '56 Custom (8) 4-dr., 
Fairlane (8) Victoria, $1,915*. "55 Main 
(6) Ranch Wagon, $1,370. '53 Custom 
(6) 4-dr., $620*°. °52 Custom (8) 2-dr., 
$560*, $360; 4-dr., $400. 51 Custom (8) 
2-dr., $335. '50 Custom (8) conv., $2765; 


$2,280°; 


$560, $490. | 


4-dr., | PLYMOUTH—’56 Fury coupe, $2,520*. '55 


Meadowbrook | PONTIAC 


Hardtop, $930*. | 


| 


~'55 Chieftain (8) 4-dr., $1,425*. | 


| CHEVROLET 


| 


| 





’55 (88) Holiday, $1,950*. °54 (88) 4-dr., | 


$1,440*. °53 
dr., $1,000*, 
(98) 4-dr., 
(88) 4-dr., 


(88) 
"51 
$170*; 

$110*. 


4-dr., 
(98) 
(88) 


$890°* ; 
conv., 
4-dr., 


Super 2- 
$385*. °50 
$200*, °49 


Belvedere (8) club coupe, 
Plaza station wagon, $975; 
’53 Cranbrook Belvedere, $465; 4-dr., 
$760*, $540; club coupe, $420*; Cam- 
bridge 2-dr., $410; station wagon, $750. 
"50 Deluxe 4-dr., $110. 


$1,525. 
4-dr., 


"54 
$600. 


725* (ps). 54 Star Chief (8) conv., $1,- 
175*; 4-dr., $1,030* (ps); 2-dr., $840*. 
’53 Chieftain (8) station wagon, $1,000*; 
4-dr., $705*. °51 Silver Streak (8) 4-dr., 
$310 

STUDEBAKER 
"52 Regal 
dr., $160 

WILLYS—’56 Jeep, 
4-dr., $335*. 

MISCELLANEOUS—'56 Ford 1 
up, $1,000; Chevrolet %%-ton pickup, $1.- 
135. °51 Ford %%-ton pickup, $280. °46 
Ford 14-ton pickup, $130. 


FARGO, N. D. 


(Tri-State Auction Co, Sale every Thurs- 
day. Prices are for sale of Aug. 23.) 
(Increasing demand for clean units, 
particularly °53 and '54 models. Sold 73 
cars out of 122 offerings.) 
BUICK—’54 Super Riviera, 
"51 RM Riviera, $285* 
CADILLAC—'51 4-dr., $1,030°*. 
"56 Bel Air (8) Sport sedan. 
(ps). "55 Bel Air (8) 2-dr., $1,- 
4-dr., $1.405*; Two-ten (8) 2-dr 
$-.275, 2 at $1,250; Delray coupe, $1,275. 
"54 Bel Air 4-dr $775*. '53 Bel Air 4- 
dr., $890*, $700; Two-ten station wagon, 
$880; 2-dr., $730; One-fifty 2-dr., $545. 
‘51 SL Deluxe 4-dr., $305*; 2-dr., $295. 
'50 SL Deluxe coupe, $250* 
DeSOTO—'50 Carryall, $245. °49 4-dr., $105. 
DODGE—'53 Coronet (8) club coupe, $685*. 
FORD—'56 Main (6) Ranch Wagon, $1,580 
’55 Fairlane (8) Victoria, $1,570*; Cus- 
tom (8) 4-dr.. 2 at $1,330; Main (8) 
4-dr., $1,230; Main (6) 2-dr., $1,080, °54 
Custom (8) 4-dr., $930. ‘53 Main (8) 
Ranch Wagon, $940* (ps); 2-dr., $610: 
Crest (8) Victoria, $870*; Custom (8) 
4-dr., $785. "52 Custom (8) 4-dr.. $720; 
2-dr., $550; Main (8) 4-dr., $520*. °51 
Custom (8) 2-dr., $370; 4-dr., $355. °50 
Custom (8) 2-dr., $235, $200 
KAISER—'51 4-dr., $145. 
MERCURY—'56 Monterey station wagon, 
$2.690* (ps). "55 Monterey coupe, $1,790. 
OLDSMOBILE — ‘55 (88) 4-dr., $1,735* 
(ps). "51 (88) 4-dr., $415* 
PLYMOUTH—'54 Savoy sedan, $715* 
Cranbrook 4-dr., $550, $505*, $455; Cam- 
bridge 4-dr., $405. '51 Cambridge Sub- 
urban, $355; Cranbrook 4-dr., $345. °50 
coupe, $200 
PONTIAC—'53 Chieftain (8) 4-dr., 
2-dr., $655, $635°. ‘52 Chieftain 
dr., $400°. °51 Silver Streak ‘S) 
$320*; 4-dr., $255. ‘50 coupe, $200. 
STUDEBAKER "53 Champion Hardtop, 
$525. 
WILLYS—'52 Jeep, $545. 
MISCELLANEOUS — '55 Chevrolet -ton 
pickup, $955. ‘54 Ford 2-ton truck, $935; 
Chevrolet %-ton pickup, $650. ‘53 Chev- 
rolet i-ton hoist, $1,200. ‘52 Chevrolet 
1-ton pickup, $625; Ford 2-ton truck 


"54 Champion 2-dr., $650. 
4-dr., $200. °51 Champion 2- 


$1,480. °53 Aero Ace 


-ton pick- 


$1,315* (ps). 


$2.160° 
650°; 


"53 


$710°; 
(8) 4- 
2-dr., 


’55 Star Chief (8) Catalina, $1,- | 


$540; 1-ton truck, $500. 51 International’ 


again today. ’55s picking up. Sold 94 cars 
out of 131 offerings.) 

BUICK—’55 Super 4-dr., $1,920*; Special 
2-dr., $1,520*, ’54 Super Riviera, $1,460*; 
4-dr., $1,425*. '53 Super 4-dr., $865*. '50 
Super 4-dr., $180*. 

CADILLAC—’56 (62) coupe, $3,965* 
’55 (62) coupe, $3,235* (ps). 54 
Special sedan, $2,820*. ‘53 (62) 
$1,445*. °52 (62) coupe, $1,390*. '51 
4-dr., $1,015". 

CHEVROLET—'56 Bel 
045*. °55 Bel Air (8) 2-dr., $1,500. $1,. 
415; Two-ten sedan, $1,250*%; One-fifty 
(8) 2-dr., $925. "54 Two-ten station wag. 
on, $985; 4-dr., $850. "53 Two-ten 4-dr., 
$805: Bel Air 4-dr., $720, $705, $685, 
$600, "52 SL Deluxe 2-dr., $500, $450*, 
"51 Suburban, $300. "50 SL Deluxe 4-dr., 
$270, $250, $205. °49 SL Deluxe 2-dr., 
$155, $140, $110. 

CHRYSLER 51 Saratoga 4-dr. 
$300*. 

DeSOTO—'53 Fire Dome (8S) sedan, 
"50 4-dr., $130°. 

DODGE—’ 54 Meadowbrook sedan, $775. 
Coronet (8) 4-dr., $670*. 
dr., $315*. 

FORD—'56 Custom (8) station wagon, $1,- 
760*, $1,590; Fairlane (6) 4-dr., $1,385, 
'55 Fairlane (8) 4-dr., $1,195, $1,180. "54 
Main (6) sedan, $805, ‘53 Custom (8) 
2-dr., $900*, $760; Main (6) 4-dr., $575, 
$550, ‘52 Crest (8) Victoria, $750*. °51 
Custom (8) 4-dr., $335*; 2-dr., $270. '50 
Custom (6) 2-dr., $235, $155. 

HUDSON—’'53 4-dr., $575, $550°. 

KAISER 51 4-dr., $125, $105. 

LINCOLN—'54 Capri coupe, $1,520* (ps). 

MERCURY—'54 Monterey sedan, $1,160. 
"53 4-dr., $915*, $900. ‘52 4-dr., $600. "50 
2-dr., $235. 

NASH—’'51 station wagon, $325. 

OLDSMOBILE—'55 (88) Super 4-dr 
900* (ps). °54 (88) 4-dr., $1,600* (ps). 
"53 (88) Super sedan, $1,020*. "52 (88) 
4-dr.. $735*. °51 (88) Holiday, $650*; 
4-dr., $360*; (98) 2-dr., $385°. 

PACKARD—'53 Clipper sedan, 
4-dr., $230. "50 4-dr., $155. 

MOUTH—’'55 Savoy (8) sedan, $1,180. 
4-dr., $305. '51 Cambridge 4-dr., $305, 
"50 4-dr., $200. °49 4-dr., $115. 
; ‘55 Chieftain (8) 4-dr., $1,500. 
'53 Chieftain (8) 4-dr., $820°, $640. "52 
Chieftain (8S) Catalina, $545. 49 sedan, 
$185*. 

STU DEBAKER—'55 Champion 2-dr., $965. 
52 4-dr., $275. '51 4-dr., $210°. 

MISCELLANEOUS — ‘51 Chevrolet %-ton 
pickup, $525. ‘49 Ford ‘%-ton pickup, 
$310; International 2-ton truck, $315. 


CHICAGO 


(Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of Aug. 
23.) 

(Sold 234 cars out of 408 offerings.) 
BUICK—'55 Century station wagon, §2,- 

340° (ps); RM Riviera, $2,050° (ps). "54 

Super Riviera, $1,475*; 4-dr., $1,375*; 

RM 4-dr., $1,350° (ps); Special 2-dr., 

$1.275*, $1.075; Riviera, $1,200. ‘53 RM 

Riviera, $1,100* (ps), $950° (ps); 4-dr., 

$895* (ps), $S80* (ps); Special Riviera, 

$s900°. ‘52 Super Riviera, $660* (ps), 
$525*: conv., $350°*. °51 Super Riviera, 
$475*, $350*; station wagon, $245*; RM 
conv., $275* 
CADILLAC—'56 (62) 
250° ‘«ps):; coupe, $3,960* 
55 (62) coupe, $3.325* ips), $3,- 
(ps); (60) Special 4-dr., $3,390° 


(Continued on Page 39, Col. 1) 


ps). 
(60) 
i-dr., 
(62) 


Air (8) 4-dr., $2,. 


$305, 
S700*, 


"53 
’51 Coronet 4- 


0 


$1,- 


$670. ‘51 


sedan de Ville, $,- 
(ps), $3,460° 
(ps). 
150* 





st in Daily 
Circulation 
Gain, 
1950-1955 


Based on analysis made by The Houston Post of data from 
A.B.C. Publisher's Stotements.* Daily averages shown for the 
Chronicle and Press ore their exact 6-day averages computed 
by The Houston Post from 5-day, Monday through Friday, and 
Saturday only averages submitted to the Audit Bureav of 


Circylotions 


Today Houston Post 
Circulation is highest 
in history! 
The Post's amazing 
growth in, circulation 
has come about 
without gimmicks 
or artificial circulation 
stimulants. Smart 
advertisers have seen 
this new circulation trend 
in Houston, and 
= are buying wisely... 
© they pick The Post. 


THE HOUSTON POST 


Represented Nationally by 
Moloney, Regan & Schmitt 
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to Merit Your Confidence 
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CHEVROLET—’'56 Nomad 


CHRYSLER 
DeSOTO 


DODGE—'55 


FORD 


HUDSON 


LINCOLN 


MERCURY- 


e@ Easy action stain 
e New triple seal 


e Zerk fitting 


e@ Primary seal—No 
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(Continued from Page 38) 


(ps). "54 (62) coupe, $2,750* (ps); conv., 
$2.685* (ps); 4-dr., $2,490* (ps), $2,375* 
(ps). "53 (62) coupe de Ville, $1,815* 
(ps). °52 (60) Special 4-dr., $1,250* (ps); 
(62) coupe, $1,500* (ps). °51 (62) coupe 
de Ville, $850*; 4-dr., $700*. 

station wagon, 
$2,150*; Bel Air (8) Sport coupe, §$2,- 
110*; conv., $2,050*; Two-ten (8) sedan, 
$1,925*; One-fifty (6) 2-dr., $1,545, $1,- 
520. °55 Corvette, $2,280*; Bel Air (8) 
Sport coupe, $1,690*; 4-dr., $1,580*, $1,- 
405*, $1,195; Bel Air (6) Sport coupe, 
$1,630*, $1,600*, $1,445; Two-ten (8) 
Delray coupe, $1,590* (ps); Two-ten (6) 
2-dr., $1,425*, $1,300*; 4-dr., $1,300; 
One-fifty (6) station wagon, $1,400; 4- 
dr., $1,100. '54 Bel Air (8) 2-dr., $1,155; 
4-dr., $1,150*, $880*; Two-ten 2-dr., $890, 
$880, $745; 4-dr., $820. '53 Bel Air 4-dr., 
$820*, 3 at $695; 2-dr., $760; Two-ten 
2-dr., $700; 4-dr., $500. ‘52 SL Deluxe 
2-dr., $385. ‘51 SL Deluxe 2-dr., $370, 
$250; Bel Air, $290*; 4-dr., $200. 
54 NY 4-dr., $1,295* 
53 NY Newport, $650*. 

’55 Fireflite Sportsman, $1,975* 
$1,775* (ps). '54 Powermaster 4- 
$725. '53 Fire Dome (8) 4-dr., $700. 
Coronet (8) conv., $1,620*. 
"53 Coronet (8) station wagon, $775; Dip- 
lomat, $655*; 4-dr., $500*; Meadowbrook 
4-dr., $450*, $345. 

56 Thunderbird, $3,025* (ps); 
Fairlane (8) Crown Victoria, $2,090*; 
Victoria, $2,020* (ps), $1.900* (ps); Cus- 


(ps). 


(ps), 
dr., 


tom (8) 4-dr., $1,395. '55 Thunderbird, 
$2,.565* (ps), $2,465* (ps); Fairlane (8) 
Crown Victoria, $1,800* (ps), $1,680; 
2-dr.. $1,685* (ps); Victoria. $1,650*. 
$1,625*, $1,525*: conv., $1,580*; Custom 
(8) 2-dr., $1,235, 2 at $1,180; Custom 
(6) 2-dr., $1,085. '54 Crest (8) Victoria. 
$1,295*, $1,.225*, $1,185* (ps); Main (6) 
2-dr., $875; Custom (8) 4-dr., 2 at $795; 
2-dr., $730. °53 Crest (8) conv., $1,000*; 
Victoria, $875*; Custom (8) 4-dr., $845*, 


$750; 2-dr., $810, $735. '52 Crest (8) Vic- 
toria, $575*, $500; Custom (8) 2-dr., 
$480*. °51 Custom (8) Victoria, $380*; 
4-dr., $335. 

"54 Wasp 2-dr., $635*. "53 Jet 
$405*. °52 Hornet 4-dr., $275*. 
"54 Capri coupe, $1,850* (ps). 
'53 Capri coupe, $1,150*; Cosmopolitan, 
$1,085*. °52 Cosmopolitan coupe, $775*. 
"56 Monterey station wagon, 
$2.585* (ps); Montclair coupe, $2,175*. 
’55 Montclair conv., $1,855*, $1,700; 4- 
dr., $1,750*%; Monterey coupe, $1,700*. 
’54 Monterey coupe, $1.475*, $1,275*; sta- 
tion wagon, $1,475*; Custom Sport coupe, 


4-dr., 


$1,255*; 4-dr., $1,125*, $1,000, $820. °53 
conv., $1,155*; 4-dr., $870*; Monterey 
4-dr., $755°*. 

NASH—'52 Statesman 4-dr., $375. '50 Ram- 
bier conv., $250. 

OLDSMOBILE—-'56 (98) Holiday, $3,100* 
(ps), $2,900* (ps); conv., $2,295* (ps). 
"55 (98) Holiday, $2,245*° (ps), $2,165* 
(ps); (88) Holiday, $2,025* (ps), $2,000* 


(ps), $1,990* (ps), $1,960*, '54 (98) Holi- 


day, $1,900*, $1,665* (ps); 4-dr., $1,625* 
(ps), $1.600* (ps); (88) Holiday, $1.675*; 
2-dr., $1,510*, $1,475* (ps); 4-dr., $1,350* 
(ps). "53 (88) 4-dr., $1,010*%; Holiday, 
$975. ‘52 (88) Holiday, $830*, $700*; 
conv., $630*. ‘51 (88) 2-dr., $350* °50 


(88) Holiday, $365*. 

PACKARD—'54 Clipper sedan, $965*. 
(200) 

$545°. | 

PLYMOUTH—'55 Belvedere (8) 4-dr., $1,- 

345*; Savoy (8) 2-dr., $1,215; Savoy (6) 
4-dr., $1,110. °53 Cranbrook Belvedere. 


"53 


4-dr., $550°*. °52 Clipper Hardtop, 


DOES CAR WASHING 


Tie you up ? 


less steel ball 


bearings 


packing. NO 
LEAKS 


FOB 


lubrication MILWAUKEE 


CAUSTICS enter bearing 


You can 


install this 
convenient new swiv- 


el in just minutes— 
end the time wast- 
ing mess of tangled 
binding hose. Ship- 
ped with elbows and 
adapters—you merely 


@dd desired length of 34’ pipe for swing 
Gm. New rugged design assures years of 
frouble free 
truck wash racks. 


" from your jobber or direct from, 


service for automobile and 


ierden 
COMPAN 


3811 Kinnickinnic Ave, 
Milwaukee 7, Wis. 





| 


| 





PONTIAC—'56 Chieftain (8) station wag- 


STUDEBAKER — 
MISCELLANEOUS—'56 Ford 


nesday 


be holding traditionally strong and shows 
no sign of changing in the near future. | 
Autos still are 
of 184 offerings.) 
| BUICK 


CADILLAC 
CHEVROLET 


DeSOTO 
DODGE 


FORD 


MERCURY 


| 
| STUDEBAKER 
MISCELLANEOUS 


CADILLAC 


CHEVROLET 


OLDSMOBILE—-’ 56 


700*, $475, $470; 4-dr., $490; Cambridge 
Savoy, $635. 


on, $2,450*; 4-dr., $1,790; Star Chief (8) | 
Catalina, $2,200*. ’55 Chieftain (8) sta- | 
tion wagon, $1,510*. '54 Chieftain (8) | 
4-dr., $1,045*, $1,040* (ps), $925. ‘53 
Star Chief (8) conv., $955*, $750*; Cata- 
lina, $890*; 4-dr., $525*. 

53 Commander 2-dr., 
$525. $505. 

%-ton pick- 
up, $1,375, °55 Ford %-ton pickup, $875. 


FLINT 


(Flint Auto Auction, Inc. Sale every Wed- 
Prices are for sale of Aug, 22.) 
(The market in our area still seems to 





searce. Sold 125 cars out | 


‘56 Special 2-dr., $2,315*. '55 Su- 
per 2-dr., $2,005* (ps), $1,950* (ps), $1,-| 
900* (ps); conv., $1,850* (ps); RM 4-dr., 
$1,920* (ps); Century 4-dr., $1,975* (ps), 
$1.875*, $1,690*; Special 2-dr., $1,875*; 
4-dr., $1,765*; conv., $1,830* (ps). °54 
Special 4-dr., $1,425*. °53 Super 2-dr., 
$935*; 4-dr., $790*; RM 4-dr., $900* (ps), 


$820* (ps); Special 2-dr., $790. ’'52 Spe- 
cial 2-dr., $635*, $630°. '51 RM 2-dr.,| 
$315*. 


"49 (62) 4-dr., $355*. 
"56 Two-ten (8) club coupe, 
$1,805; One-fifty (6) 2-dr., $1,710, $1,545. 


’55 Bel Air (8) conv., $1,675*, $1,560; 
Bel Air (6) 2-dr., $1,325; club coupe, 
$1,245; Two-ten (8) 2-dr., $1,050; One- 


fifty (6) 2-dr., $1,000, '54 Two-ten station 


wagon, $980; Bel Air 2-dr., $960*%; De- 
livery sedan, $490, '53 Bel Air 4-dr., $735, 
$730*, $705, $700*; Two-ten 2-dr., $670. 


"52 SL Deluxe Bel Air, $650*; 4-dr., $305; 
conv., $235*. '51 SL Deluxe 4-dr., $290, 
$280*; club coupe, $250. "50 SL Deluxe 
2-dr., $160*°. ‘41 Special Deluxe 2-dr., 
280 
‘53 Custom club coupe, $650. °50 
Custom 4-dr., $170. 
56 Royal (8) 4-dr., 
Meadowbrook 4-dr., $160. 
"56 Cupstom (8) 2-dr., $1,700, $1,- 
$1.615; 4-dr., $1,545. °55 Fairlane 
conv., $1,530* (ps); club coupe, $1,- 
500, $1,445*; conv., $1,500*, $1,495; Cus- 
tom (8) 4-dr., $1.300*°; 2-dr., $1,270*, 
$1,210; Custom (6) 4-dr., $1,115. ‘54 
Crest (8) Victoria, $1,060; Custom (8) 
2-dr., $890, $845, $805, $735. '53 Crest 
(8) conv., $965; Victoria, $830*, $765. 
$680; Custom (8) 4-dr., $700, $615; Main 
(6) 2-dr., $540; Main (8) 4-dr., $510. '52 
Custom (8) 2-dr., $455, $355; 4-dr., $400. 
"51 Custom (8) 2-dr., $205, "50 Custom 
(8) 2-dr., $220, 
‘56 Custom 2-dr., 


$1,750. °50 


650, 
(S) 


$1,765. °55 


Monterey 2-dr., $1,565*. ‘51 club coupe, 
$400*. 

OLDSMOBILE—'56 (88) Super Holiday, 
$2.390* (ps). "55 (98) Holiday, $2,270* 
(ps); (88) Super Holiday, $1,875*. °54 
(88) conv., $1,550°; Super 4-dr., $1,465*; 
2-dr., $1,100. ‘52 (88) Super Holiday, 
$625*. "51 (S88) 4-dr., $375*; Super 4-dr., 
$210*. 

PACKARD—’55 Clipper 4-dr., $1,625* (ps). 

PLYMOUTH—'56 Savoy (6) 4-dr., $1,485. 
"55 Belvedere (6) 2-dr., $1,380. '54 Bel- 
vedere 4-dr., $825*. '53 Cranbrook Belve- 
dere, $575; 4-dr., $400; 2-dr., $480. ‘50 
Deluxe 4-dr., $210. 

PONTIAC—'56 Star Chief (8) 4-dr., $2,- 
145*. "55 Star Chief (8) club coupe, $1,- 


850. ‘54 Chieftain (8) station wagon. 
$1,350; 2-dr., $880, $830; Star Chief (8) 
Catalina, $1,205; 4-dr., $1,040. ’°53 Chief- 
tain (8) 2-dr., $715*; Chieftain (6) 4-dr., 


$565. °52 Chieftain (8) club coupe, $550; 
conv., $450. '50 Silver Streak (8) 2-dr., 
$250*; 4-dr., $215*. 


"53 Commander club 
‘51 Champion 4-dr., $170. 
‘50 Dodge %-ton pick- 
49 Chevrolet %-ton pickup, 


coupe, $600. 


up. $250. 


$150. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 


Wednesday. Prices are for sale of Aug. 22.) 


(Consignments light as there is a short- 


age of some makes of new cars. Sold 124 
cars out of 159 offerings.) 
| BUICK 


‘56 Super Riviera, $2,595* (ps). 
"55 RM Riviera, $2,000* (ps); Century 
Riviera, $1,980*, °54 Super 4-dr., $1,415* 
(ps); Special 2-dr.. $1,125*. ‘53 Special 
4-dr., $785*. "52 RM 4-dr., $425*. "50 
Special 4-dr., $205*. '49 RM 4-dr., $235* 
°56 (62) 4-dr., $3,900* (ps). 
$3,740* (ps). "55 (62) coupe, $3,130* 
(ps); 4-dr., $3,015* (ps). '54 (62) coupe 
de Ville, $2,860* (ps); 4-dr., $2.525* (ps). 
"53 (62) 4-dr., $1,550*. °52 (62) coupe. 
$1.320*. '51 (62) 4-dr., $905*. 

’56 Bel Air (8) station wag- 


on, $2,265*; Sport coupe, $2,195*; 4-dr., 
$2.160*; Two-ten (6) 4-dr., $1,745*. °55 
Bel Air (8) Hardtop, $1,590*; Two-ten 
(8) 4-dr., $1,245, $1,150; 2-dr., $1,225; 
station wagon, $1,465*; Two-ten (6) 4- 
dr., $1,125, $1,115. °54 Bel Air 4-dr., 
$1,225; Two-ten station wagon, $1,155; 


2-dr., $850, $820; One-fifty station wagon, 


$1,085. ‘53 Bel Air Hardtop, $900; 2-dr., 
$805; 4-dr., $805; Two-ten 4-dr., $680; 
2-dr., $650, $645. "52 SL Deluxe 4-dr., 
$555, $465; 2-dr., $410. ‘49 SL Deluxe 
2-dr., $135. '47 SL Deluxe 2-dr., $115. 


DODGE—'53 Coronet (8) 4-dr., $705*. 
FORD—'56 Country sedan, 


$2,230*; Fair- 
(8) Victoria, $2,005*, $1,895* (ps); 
Main (6) station wagon, $1,600; 2-dr., 
$1,425. '55 Thunderbird, $2,245; Fairlane 
(8) Victoria, $1,665*, $1,645* (ps); Coun- 
try sedan, $1,685*; 4-dr., $1,570* (ps), | 
($1,495* (ps); Custom (8) station wagon, 
$1,545*; Custom (6) 2-dr., $1,050. '54 
Crest (8) 4-dr., $875*. '53 Custom (8) 
2-dr., $810*, $795. 49 Custom conv., $115. 


lane 


HUDSON—’53 Hornet 4-dr., $595*. '51 Com- 


modore 4-dr., $215*. 


MERCURY—’55 Monterey Hardtop, $1,765* 


(ps); 4-dr., $1,790*; Custom 2-dr., $1,- 
350°. °54 Monterey 4-dr., $1,245*. °52) 
Sport coupe, $745*. °51 Custom 4-dr., 
$365". 

NASH—'56 Rambier 4-dr., $1,775*. | 


(88) Super 4-dr., $2,- | 
545* (ps). '55 (98) Holiday, $2,295* (ps); | 
(88) Super 4-dr., $1,845*, $1,780* (ps). | 
’54 (88) Super 4-dr., $1,545* (ps). °53) 
(88) Super Holiday, $1,215*. ’52 (98) 4-| 
dr., $825*. 


PLYMOUTH—’'55 Belvedere (8) 4-dr., $1,- 


275; Plaza (8) 4-dr., $980. '54 Belvedere 
4-dr., $965*. '53 Cranbrook 4-dr., $515. 


PONTIAC—’55 Chieftain (8) Catalina, $1,- 
665*. '54 Chieftain (8) 4-dr., $1,015*, °53 
Chieftain (8) 4-dr., $920; Catalina, $895*. 
'52 Chieftain (8) 2-dr., $330. 

STUDEBAKER—’55 Champion 4-dr., $1,- 
145*. 

MISCELLANEOUS—'48 Dodge 1-ton truck, 
$495. 

LITTLETON, COLO. 
(Denver Auto Auction. Sale every Friday. 

Prices are for sale of Aug. 17.) 

BUICK — '56 Special 4-dr., $2,600* (ps); 
Riviera coupe, $2,380*, $2,255*. °55 Cen- 
tury Riviera coupe, $2,025* (ps), $1,970*, 
$1,895*; Super Riviera coupe, $2,025* 
(ps); Special 4-dr., $1,705*. '53 Super 4- 
dr., $910*, '52 Special 2-dr., $365. 


CADILLAC—’56 (62) coupe de Ville, $4,- 
460* (ps); coupe, $3,955* (ps), $3,920* 
(ps); 4-dr., 2 at $2,905* (ps). '55 (60) 
4-dr., $3,330* (ps). '54 (60) 4-dr., $2,- 
575* (ps). °53 (62) coupe de Ville, $2,-| 
005* (ps). 

CHEVROLET—'56 Bel Air (8) 4-dr., $2,- 
110*, $2,085*, $1,975; Two-ten (6) 4-dr. 
station wagon, $2,075*. '55 Bel Air (8) 
conv., $1,790; 4-dr., $1,700* (ps), $1, 
700*; Two-ten (6) 2-dr., $1,140, $980. °54 
Two-ten Delray, $910. °53 Bel Air sport 
coupe, $950, $925* (ps); 4-dr., $950* 
(ps), $860*; Two-ten 2-dr., $630, "52 De- | 
luxe 4-dr., $425, °51 Bel Air sport coupe, | 
$470. '50 2-dr., $150*, '48 2-dr., $100. 

CHRYSLER—'56 NY 4-dr., $3,100* (ps). | 
‘53 NY 2-dr., $935* (ps). °52 Windsor 


club coupe, $385*. 

DODGE—’'55 Royal 4-dr., $1,580* (ps), $1,-| 
430*; Coronet (8) 4-dr., $1,530*. 

FORD—’'56 Fairlane Victoria (8) 4-dr., $2,- 
315° (ps); Victoria 2-dr., $2,210* (ps), | 
2,000*; (8) Country sedan, $2,270*; 
Custom (8) 4-dr., $1,735*. °55 Thunder- 
bird, $2.595*, $2.480*; Fairlane (8) Crown | 





Victoria, $1,805* (ps), $1,655*; Victoria, 
$1,665* (ps), $1,605*, $1,495*. °'54 Cus- 
tom (8) 4-dr., $1,100*, $1,075*. °53 Vic- 
toria (8), $950*, °52 Custom (8) Country | 
sedan, $580; Main (8) 2-dr., $410. | 
HUDSON—'54 Hornet 4-dr., $950*. 
KAISER—’'53 Manhattan 4-dr., $410. 


LINCOLN—'55 Capri coupe, $3,225* (ps). 
‘52 Capri coupe, $630*. 
MERCURY—'56 Montclair 4-dr., Hardtop, | 


$2,525* (ps); Monterey 4-dr., $2,120*. '55 


Monterey 4-dr., $1.785*. "53 Monterey 4-| 
dr., $925*. '49 4-dr., $175*, $145. | 
NASH ‘55 Rambler Cross Country, $1,- 
500*. "51 Rambler station wagon, 200°. | 
OLDSMOBILE—’'56 (SS) Super Holiday, 4- 
dr., $2,600* (ps); (88) Holiday coupe, | 


Retailer Told to Halt 


Price Cuts on Auto Wax | 
CHICAGO. — Superior Court in| 


Providence, R. L., has issued a per- | 
manent injunction against Reynolds 
Tire Co. restraining it from selling 
Turtle Wax Auto Polish at less than 
the minimum fair trade price. 

The defendant reportedly had 
failed to charge the price estab-| 
lished by the manufacturer, Plastone 
Co., in the fair trade agreements, 
and had refused to cooperate with 
other retailers in recognizing the 
many fair trade agreements now in 
effect. 





on clean cars, Sold 178 out of 248. 


|} cars were in 


$2,600*. '54 (98) Holiday coupe, $1,900* 
(ps); (88) 4-dr., $1,440* (ps). '53 (88) 
Holiday coupe, $1,275*; (98) Holiday 
coupe, $1,275* (ps). 

PACKARD—’54 Clipper 4-dr., $1,065*. °53 
Patrician 4-dr., $800*. 

PLYMOUTH—'55 Savoy (8) 4-dr., $1,370*; 
Plaza (8) 4-dr., $1,080, ’53 Savoy station 
wagon, $705. 

STU DEBAKER—’56 Commander coupe, $1,- 
950*. 

WILLYS—’51 station wagon, $295. 

MISCELLANEOUS — ‘54 Willys pickup, 
$925. °52 Willys pickup, $485. °47 IHC 
2-ton grain bed, $345. 


— Auctions in Brief — 


GALLIPOLIS, O. 
Gallipolis Auto Auction, Inc, Sale every 
Tuesday (Aug. 21). We had another nice 


sale today with 166 cars entered. Bidding 
was very active especially on clean cars, 
which brought top dollars, We had buyers| 
for another 30 or 40 clean units, 

* 


INDIANAPOLIS 
Ken Schaefer Auto Auction, Inc, Sale} 
every Thursday (Aug. 23). Buyers took | 
home nearly 90 percent of the cleanest cars| 
we've had consigned this month, Prices | 
remained firm. 
* * * 


SYRACUSE 

Syracise Auto Auction, Sale every Wed- | 

nesday (Aug. 22). Today's was one of our | 

stronger sales as we had an unusually —— 

number of clean and sharp cars. 
* * * 


DALLAS, TEX. 
Southwestern Automobile Auction Center | 
and Market. Sale every Wednesday (Aug. | 
22). Nice late-model cars sold well today | 
as we sold 59 out of 109 offerings. 
* * * 


FT. WAYNE, IND. 

Carl Marker’s Auto Auction, Sale every | 
Wednesday (Aug. 22). Prices were strong 
as there is still a shortage of late-model 
cars. Sold 78 out of 91 

* * * 


ST. LOUIS 


St. Louis Auto Auction. Sales every Tues- 
day and Friday (Aug. 14-17). Market good 


* * > 


VALDOSTA, GA. 

Tom Hewitt Auto Auction. Sale every 
Friday (Aug. 24). Market and prices very 
good as we had the best sale we've had in 
months today. 

* * * 


DANVILLE, VA. 


Danville Auto Auction. Sale eery Wed-| 
nesday (Aug. 22). Exceedingly good sale) 
today but we could hae used many more 





clean used-cars. Sold 143 out of 179. | 


* * * 


MANHEIM, PA. 

Manheim Auto Auction. Saies every Thurs- 
day and Friday (Aug. 23-24). The initial 
auction at Bel Air ‘which is now under 
our management) had 89 cars offered to the 
buyers who absorbed 78 percent. More clean 
demand, As usual, here at 
Manheim, we had a large sale. Consignors 
brought 387 cars of which 80 percent were 
sold. The market was fairly firm at both 
auctions. 


Auto Markets 


Pittsburgh 

New-car registrations in the 
Pittsburgh area were “down decid- 
edly” in the week ended Aug. 18, 
according to the Bureau of Business 
Research of the University of Pitts- 
burgh. 

The bureau’s seasonally ad- 
justed index of general business 
activity rose to 191 percent of the 
1935-39 average during the week. 
It had been 194.9 in the week im- 
mediately preceding the steel 
strike. 

Steel-mill operations average 
about 90 percent of practical capac- 
ity. Most of the banked blast fur- 
naces have resumed production.- 
(Leon M. Leffingwell.) 

* 


* * 


Cincinnati 

Automotive sales in Hamilton 

County (Cincinnati), O., during the 
week ended Aug. 23 totalled 1.712 
units, or 10 percent more than the 
1,556 vehicles sold in the previous 
week. 

A total of 735 new cars and 52 
new trucks changed hands, com- 
pared with 709 new cars and 45 
new trucks in the previous week. 

A total of 877 used cars and 48 
used trucks were sold, compared 
with 755 used cars and 47 used 
trucks in the previous week. 

Automotive repossessions de- 
creased to 40 during the week, 14 
fewer than in the previous week.— 
(Frank Kappel.) 


British Auto Show 
Hosts 57 Makers 


LONDON, England. — The auto 
show at Earls Court, here, Oct. 17- 
27, will include products of nearly 
540 exhibitors, 57 of whom are car 
manufacturers. 

Both figures exceed those for 
1955, when more than 516,000 
people, apart from overseas visi- 
tors, saw the show, Other countries 
represented this year by exhibitors 
include the U. S., Canada, France, 
Germany, Sweden, Italy and 
Czechoslovakia. 








How to 


GET BIG BUSINESS Quickly 


get a changeable copy board — 
WATCH THE CARS MOVE like magic 





There's absolutely nothing 


like the powerful Wagner 
Board for moving used cars 
off your lot profitably—for 
selling new cars or trucks 
at a terrific pace—or for 
attracting tremer‘ious serv- 
ice volume! No other form 


of advertising gets such out- 


standing results. 


UNPARALLELED SALES PER HOUR 


at unsurpassed low cost. 


Startling, proved effectiveness day and night. New messages can be 


arranged in a surprisingly few minutes. 


Send coupon 


today for 


WAGNER SIGN SERVICE, INC. 


421 S. Hoyne Avenue 


free literature on this, Please send free literature 
the most remerkeble PHRMO occ cc ccereccrecncsseweessceenees 

Se cciahles Saweise ae iean de ban iS Gemee wae 
sales device. Se eee Cree ero ee Te et Seees 


City & State 


Chicago 12, Illinois 
on Wagner Boards. 








Fawick (Girling) Brakes— 


Longer lining life and increased effi- 
ciency are among the advantages claimed 


AUTOMOTIVE NEWS, SEPTEMBER 3, 1956 





The following advertised - delivered 
prices include the suggested base fac- 
tory list prices, Federal excise tax 
amounts and suggested dealer delivery- 
and-handling charges. Not included are 
variable items passed on to the retail 
buyer, such as State and local taxes, 
transportation charges and optional 
equipment. 


2- 
2- 


BUICK—Special—4-dr. 
dr. sed., $2,357; 4-dr. hardtop, $2,528; 
dr. hardtop, $2,457; conv., $2,740; 4-dr. 
2-seat stat. wag., $2,775. Century—4-dr. 
hardtop, $3,041; 2-dr. hardtop, $2,963; 
conv., $3,306; 4-dr., 2-seat stat. wag., 
$3,256. Super—4-dr. sed., $3,250; 4-dr. 
hardtop, $3,340; 2-dr. hardtop, $3,204; 
conv., $3,544. Roadmaster -——- 4-dr. sed., 
$3,503; 4-dr. hardtop, $3,692; 2-dr. hard- 
top, $3,591; conv., $3,704. (Dynafiow | 


sed., $2,416; 





for the Fawick (Girling) 21S brakes (two| 
leading shoes), manufactured by Fawick | 


Corp., Cleveland. Clark Equipment Co. | 
will use them on its new nondriving, 
heavy-duty trailer axles. 


Clark Orders 
Fawick Brakes 
For New Axles 


CLEVELAND. — Fawick Corp. | 
has received an order for Fawick | 
(Girling) trailer brakes from the 
Axle division, Clark Equipment Co., | 
according to Thomas L, Fawick, 
company president. 

He said the brakes are a feature 
of the new riondriving, heavy-duty 
trailer axles which Clark is intro-| 
ducing. 

Clark’s ND 18000 and ND 20000 
axles will use the Fawick (Girling) 
2LS brakes. The 2LS stands for the 
“two leading shoe” principle which, 
Fawick said, produces the highest 
braking efficiency achieved in 
heavy-duty brakes. 

Although the brakes are rela- 
tively new to America, Fawick said 
they are identical in principle to 
the Girling brakes developed in 
England. 


Other features of the brakes, 
Fawick said, are increased lining | 
life, single-point adjustment with- 
out need for jacking vehicle and 
incorporation of parking brakes if 


desired. 
Oil Week 
1956 Observance Set 


In October 


NEW YORK. The American 
Petroleum Institute has announced | 
that Oil Progress Week will be ob-| 
served during the week of Oct. 14- 
20. | 


| 


The institute reported that dealer 
participation in the 1956 program) 
is complete. Last year there were) 
103 communities and 13,043 dealers 
taking part. 

This year “Lucky Folders” will be| 
distributed again. They will empha- | 
size that service station dealers are 
“Ambassadors of Good Will.” The 
folders will be numbered and draw-| 
ings will be held to pick winners. 


New Passenger Car Registrations, 32 States for July, 1956-1955 


| sed., 


437.50; conv., 


standard on Century, Super and Road- 
master. Power steering standard on Super 
and Roadmaster. ) 


CADILLAC — Series 62 — 4-dr. 
$4,296; 2-dr. 


sed., 


hardtop, $4,201; 4-dr, Sedan 


deVille hardtop, $4,753; 2-dr. Coupe deVille | 


hardtop, $4,624; conv., $4,766; 2-dr. El- 
dorado Seville hardtop, $6,556; Eldorado 
Biarritz conv., $6,556. Series 60 Special — 
4-dr. sed., $5,047. Serles 75—8-pass. sed., 
$6,613; 8-pass. lim., $6,828. (Hydra-Matic, | 
power steering, power brakes standard.) 


CHEVROLET — (Prices are for 6-cyl. 
models. For V-8s, add $99.) 
4-dr. sed., $1,869; 2-dr. sed., $1,826; util- 
ity sed., $1,734; 2-dr. 2-seat stat. wag., 
| $2,171. ’ Two-Ten—4-dr. sed., $1,955; 
dr. sed., $1,912; cl. cpe., $1,971; 4-dr. 
hardtop, $2,117; 2-dr. hardtop, $2,063; 2- 
dr. 2-seat stat. wag., $2,215; 4-dr. 2-seat 
stat. wag., $2,263; 4- ar. 3-seat stat. wag., 
$2,348. Bel Air—4- dr. sed., $2,068; 2-dr. 
$2,025; 4-dr. hardtop, $2,230; 2-dr. 
hardtop, $2,176; conv., $2,344; 4-dr. 
seat stat. 
stat. wag., $2,608. Corvette—Hardtop cpe. 
or conv. (V-8 only), $3,149. 


CHRYSLER—Windsor—4-dr. sed., $2,- 
870.25; 4-dr. Newport hardtop, $3,128.25; 
2-dr. Newport hardtop, $3,041.25; 
Nassau hardtop, $2,904.75; conv., 
335.75; 4-dr. stat. wag., $3,598. New 
Yorker—4-dr. sed., $3,779.25; 4-dr. New- 
port hardtop, $4,101.75; 2-dr. Newport 
hardtop, $3,951.25; 2-dr. St. Regis hard- 
top, $3,995.25; conv., $4,242.50; stat. wag., 
$4,523.25. 300-B—2-dr. hardtop, $4,419. 
(Powerflite and power brakes standard on 


New Yorker.) 
CLIPPER—Deluxe—4-dr. 


sed., $2,731. 


Super—4-dr. sed., $2,866; 2-dr. hardtop, 
$2,916. Custom—4-dr. sed., $3,069; 2-dr. 
hardtop, $3,164. 

CONTINENTAL — 2-dr. hardtop, $9,- 


543.25. (Turbo-Drive, power steering, power 
brakes standard.) 


DeSOTO — Firedome — 4-dr. 
677.75; 4-dr. 


sed., $2,- 
Seville hardtop, $2,832.75; 2- 
dr. Seville hardtop, $2,733.75; 2-dr. Sports- 
man hardtop, $2,953.25; conv., $3,081.25; 
stat. wag., $3,370.75. Fireflite—4-dr. sed., 
$3,119; 4-dr. Sportsman hardtop, $3,431; 2- 


One-Fifty— | 


2- | 


2-dr. hardtop, $4,119. Premiere—4-dr. sed., 








standard on Caribbean.) 


Golden Hawk. ) 





3- | 
wag., $2,482; 2-dr. 2-seat Nomad | 


2-dr. | 
$3,- | 


Truck 


New Commercial Car Registrations, 


registrations 


do 


by 


states 





States for July, 1956-1955 





PLYMOUTH — (Prices are for €-cyl, 
e | models, For V-8s, add $103.50 for Bel. 
Current Prices on New Cars een cet reat aaeee a 
and all station wagons; add $103.25 for ay 
other models.) — Plaza — 4-dr. sed., §$1,- 
$2,512.75; 4-dr. hardtop, $2,696.75; 2-dr. $4,600.50; 2-dr. hardtop, $4,600.50; conv., | 926.25; 2-dr. sed., $1,883.25; business cpe., 
hardtop, $2,582.75. Custem Royal—4-dr. | $4,746.50. (Turbo-Drive and power steer- | $1,734.25. Savoy— 4-dr. sed., $2,025.25; 2. 
sed., $2,623.25; 4-dr. hardtop, $2,807.25; 2- | img standard.) | oon aan $1,982.25; tr hardtop, $2,129.50, 
dr, hardtop, $2,693; conv., $2,912.50. ampavetEe ey s vedere—4-dr, sed., $2,109.25; 2-dr. sed,, 
Station Wagons—2-dr. 2-seat Suburban 6, an oa - a aetna ade a a zs" $2,066.25; 4-dr. hardtop, $2,281.25; 2-dr, 
$2,491; 2-dr, 2-seat Suburban V-8, $2,599; 45<' “o\ar ‘hardicy” $2.388°50 top, $2,-| hardtop, $2,213.50; conv. (V-8 only), §$2,- 
| 2-dr, 2-seat Custom Suburban V-8, 58; 2-dr, hardtop, | $2,388.50. Custom— | 477.50. Fury—2-dr. hardtop (V-8 only). $2,- 
728,50: 4-dr. 2-seat Sierra V-8, $2 2,716.25; {-dr. sed., $2,410; 2-dr. sed., $2,350.50; | 866. Station Wagons—2-dr., 2-seat Deluxe 
i-dr. 3-seat Sierra V-8, $2,821.75; 4-dr. | 1,07 hardtop, $2,555; 2-dr. hardtop, $2,-| Suburban, $2,196.25; 2-dr, 2-seat Custom 
2-seat Custom Sierra V-8, $2,868.50. 4. | 485; conv... $2,711.50; 4-dr. 2-seat stat. | Suburban, $2,267.25; 4-dr. 2-seat Custom 
dr, 3-seat Custom Sierra V-8, $2,974. wag., $2,722; 4-dr. 3-seat stat. wag., $2,- | Suburban, $2,313.50; 4-dr. 2-seat Sport 
’ S19. Monterey—4-dr. sed., $2,555; 4-dr. | Suburban, $2,483.50. 
FORD—(Prices are for 6-cyl. models. | hardtop, $2,700; 2-dr. hardtop, $2,630; 4- : : 
For V-Ss, add $99.98.) Mainline—4-dr. dr., 3-seat stat. wag., $2,977. Montelair— PONTIAC — Chieftain 860 — 4-dr. sed., 
sed., $1,895.20; 2dr. sed., $1,850.02; |4-dr. hardtop, $2,834.50; 2-dr. hardtop, | $2,298; 2-dr. sed., $2,240; 4-dr. hardtop, 
| business oe. $1,747.94. Customline—4- | $2,764.50; conv., $2,899.50. ed pag ge nen 2-dr. 2-seat 
|}dr, sed., ,985.48; 2-dr. sed., $1,939.30; | aan . stat. wag., ,569; 4-dr. 3-seat stat. wag, 
|2-dr. hardtop, §2,092.65. Fairlane—4-dr. | soy cone rane or ardtop, $1,- | $2,653. Chieftain 870—4-dr. sed., $2 413; 
|sed.. $2,093.36; 2-dr, sed., $2,047.18; 4-|°~'* COV.» 9i,v0l. 4-dr. hardtop, $2,534; 2-dr. hardtop, §2,. 
|dr. hardtop, $2,248.52; 2-dr. hardtop, $2,- NASH—Statesman Super 6—4-dr. sed., | 480; 4-dr. 2-seat stat. wag., $2,749. Star 
1193.70; Crown Victoria, $2,337.47; conv., | $2,384.70. Ambassador Special V-8—Super | Chief—4-dr. sed., $2,527; 4-dr. hardtop, 
$2,358.79. Station Wagons—2-dr. 2-seat |4-dr. sed., $2,594.70; Custom 4-dr. sed., | $2,735; 2-dr. hardtop, $2,665; conv.. §2,- 
| Ranch Wagon, $2,184.77; 2-dr. 2-seat Cus- $2,819.70; 2-dr. hardtop, $2,684.70. Am- | 857; 2-dr. 2-seat Safari stat, wag., $5,129, 
|}tom Ranch Wagon, §2, 249.32: 2-dr. 2-seat | bassador Super 6—4-dr. sed., $2,689. Am- , 

| Parklane, $2,427.77; 4dr, 2-seat Country bassador Super V-8—4-dr. sed., $3,001.30. | oakte dieiee ieee a — 4-dr. sed., $1,- 
| Sedan, $2,296.59; '4-dr. 3-seat Country | Ambassador Custom V-8—4-dr. sed., $3,- | 579,20: Super —4-dr. sed., $1,939.20; 4-dr. 
|Sedan, $2,428.01: 4-dr. 3-seat Country | 240.30; 2-dr. hardtop, $3,383.30. (Power | 2.5°°t Stat. OAs... $0,239.20. Custom. 4-dr. 
| Squire, $2,532.56. Thunderbird — Hardtop | brakes standard on Custom and Special oan 2-seat st: ips me ie oe 20; 
cpe. (V-8 only), $3,151.32. Custom models.) 2 = mare soe wag., $2,328 aa i-dr., 

j ; ; OLDSMOBILE—Sertes 88—4-dr. sed., $2,-| scp n, ne ge Nie Qa ses 

HUDSON — Wasp Super 6—4-dr. sed. — - - “Gr. +» 9S," [TU : , 
| $2,419.70. Hornet Special V-8—4-d0, oa S07; S-Gr. sod., 92.452; 4dr. hardtop, $3.- 1996 =: Sar. —_ ae so. = 
$2,629.70; 2-dr. hardtop, $2,744.70. Hornet | 71; .2-dr. hardtop, $2,599. Super 88—4-dr. $1,996.39; 2-dr. sed., $1,946.39;  2-dr. 
| Super 6—-4-dr. sed., $2,774. Hornet Cus- | S¢4-» $2,640; 2-dr. sed., $2,574; 4-dr. hard- sedanet, $1,844.39. Hawk 6—Flight Hawk 
|tom @— 4-dr. sed..’ $3,023; 2-dr. hardtop, | tOP., $2,881; 2-dr. hardtop, $2,808; conv., | 3-Pass. ope. $1,980.89. Commander \-§—- 
| $3,140. Hornet Custom V-8—4-dr. sed. | $3:031. Series 98—4-dr. sed., $3,298; 4-dr. | 4-ar. Sed., $2,124.89; 2-dr. sed.. $2,075.89; 
| $3,290.30; 2-dr. hardtop, $3,433.30. | Mardtop, $3,551; 2-dr. hardtop, $3,480; |2-dr. Sedanet,| $1,973.59. President V-§— 
(Power brakes standard on Custom V.8,) |CO®V:, $3,740. (Jetaway Hydra-Matic and | 44°. sed., $2,234.89; 2-dr. sed., $2,187.89, 
| power steering standard on Series 98.) President Classic —4-dr. sed., $2,489.22. 
| IMPERIAL—Imperial—4-dr. sed., $4,- alist 5 Hawk V-8—Power Hawk 5-pass. cpe 2. 
831.75; 4-dr, hardtop, $5,225.25; 2-dr. hard-| ,.Y *CKARD—Executive—4-dr. sed., $3,- | 100.89; Sky Hawk 2-dr. hardtop, §2,- 
top, $5,094. Crown Imperial—8-pass, sed., 465; 2-dr. hardtop, $3,560. Patrician—-4- | 476.89: Golden Hawk 2-dr. hardtop. §3- 
| $7,602.25; lim., $7,736.25. (Powerfiite, | “T- 5¢d., $4,160. 400—2-dr. hardtop, $4,- | 061.22. Station Wagons Pelham 6-cyl 
| power steering and power brakes standard.) pool eee rieieene go “on an 2-dr. 2-seat, $2,232.39; Parkview V-8 2- 
: +» $9,995. ¢ standard on all/dr. 2-seat, $2,353.89; Pin st V-S 2- 

LINCOLN—Capri—4-dr. sed., $4,211.50; | models. Power steering and power brakes 2-seat, $2, BP 89. Be a RR = 

















dr. Sportsman hardtop, $3,346; conv., $3,- 
544. Pace Car—conv., $3,615. (Powerflite 
standard on Fireflite.) 

DODGE — Coronet 6 — 4-dr. sed., $2,- | 


| 267.25; 2-dr. sed., $2,194.25. Coronet V-8— | 


4-dr. sed., $2,375.25; 2-dr. sed., $2,302; 4- 
dr. hardtop, $2,551; 2-dr. hardtop, §$2,- 
$2,677.50. Royal—4-dr. sed., 





Coin-Machines Dispense 
Oxygen on Pa. Pike 


Motorists on the Pennsylvania 
Turnpike can get a lift from 
newly installed coin machines 
that dispense fatigue-relieving 
oxygen. 

A national restaurant chain has 
installed the machines — oxyme- 
ters—at two service stations on 
the toll road, two miles east of 
the Bedford interchange. 
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$1% of Total Automotive Group... 


WASHINGTON. Franchised | tive group show that franchised 
new-car dealers, a total of 41,407,| dealers comprised 48.17 percent of 
accounted for salé& of $25,107,984,-|the total 
000—84 percent of the total auto-| handled 84 percent of total sales. 
motive group—in 1954, according to : 3 

In a comparison with 1948, the 


the 1954 census of business pub- 

lished by the Census Bureau here. | year of the last census of business, 
Sales for all retail businesses, | the franchised dealer body shrank 

a total of 1,721,650, in 1954 was (from 43,960 to 41,407 in six years, 

However, total automotive retail 


$169,967,748,000. In other words, 
, i ii 
24 percent of all retail businesses establishments grew from 05,288 ia 
|}1948 to 85,953 in 1954. Franchised 


(franchised dealers) accounted 
| dealers’ sales. volume grew from 


$15,951,906,000 in 1948 to $25,107,- 


for 15 percent of total sales in 
1954. 
The figures within the automo- 








Canada Future Hailed 


W ecker Sees ’56 Sales Equal or Above 1955; 
Predicts Half-Million in ’°65 


TORONTO. — A prediction that 
passenger-car sales in Canada, based upon present projections. 
would equal, if not surpass, the| These forecast a Canadian popu- 
387,000 sold in 1955 was made here lation of 20 million with a labor 
last week by William A. Wecker, | force of 6,500,000. In addition to the 
president, General Motors, Ltd., of | half-million cars needed by a “mar- 
Canada, Ltd. speaking in his ca-| ket of those dimensions,” Wecker 
pacaity of president of the Ca- | Said that about 150,000 trucks and 
nadian Automobile Chamber of | buses would be needed. 

Commerce. | He said that the more powerful 

Wecker, appearing at the di- | and efficient autos of today have 
rectors’ luncheon on Automotive | been held to a smaller price in- 
and Electrical Day at the Ca- | crease than which took place in 
nadian National Exposition here, | the overall cost of living. 
envisioned a half-million | This line was held, said Wecker, 

_ - despite the fact that the price on 
almost everything used in autos 
climbed more steeply. 

This was credited to more ef- 
fective cost control and increased 
volume, backed up by better 
manufacturing methods. A com- 
bination of more modern plant 
facilities, advanced tooling and 
new methods resulted in greater 


passenger-car sales year in 1965, 


100% I ncrease 
In Trucks Seen 
In Next 20 Years 


WINNIPEG, Man.—The number} 
of trucks operating in the US.| 
should more than double in the! productivity, he said. 
next 20 years, a spokesman for the| Wecker said the Canadian in- 
truck manufacturing industry told| dustry’s capital expenditure ex- 


the 24th annual meeting of the| ceeded $200 million between 1949) 


American Assn. of Motor Vehicle/and 1954 and the parts industry 


Administrators last week. 

Earl J. Bush, vice-chairman and | 
treasurer of Diamond T and chair-| 
man of the motor truck committee 
of the Automobile Manufacturers | 
Assn., said that at least 20 million) 
trucks and buses should be oper- 
ating on the streets and highways} 
of America by 1975. 

During the past 20 years, Bush | 
observed, the increase in the na- 
tion’s truck fleet has closely paral- 
leled the growth of the national | 
economy. 

Since 1935, he said, the U.S. gross | 
national product has increased 2.7) 
times, while truck registrations 
grew 2.8 times. 


Hupp Corp. Sets Up 
International Division 


CLEVELAND. — Hupp Interna- | 
tional has been formed as a I 
sion of Hupp Corp., it is announced 
by Don H. Gearheart, president. | 
Headed by Donald S. Smith, Hupp 
vice-president and director, the 
the new organization will have re- 
sponsibility for administration of 
all Hupp Corp. actvities outside 
the continental United States. 

Smith, newly-élected president of 
Hupp International, will be assisted 
by three vice-presidents named to 
Operate the new division: Roy 
Scantlebury, manager of export 
sales for Typhoon Air Conditioning 
Division, Brooklyn, N. Y.; Donald 
W. Milestone, export manager of 
Perfection Industries Division, 
Cleveland, and A. R. Cline jr., man- 
ager of international sales for Gib- 
son Refrigerator Division, Green- 
ville, Mich. 





Dallas May Assemble 
Part of Ford Car ‘E’ 


DALLAS. — Ford’s Dallas as- 
sembly plant may assemble part 
of the company’s new “E” car, 
which will be introduced in the 
fall of 1957 as a 1958 model, Gen- 
eral Counsel William T. Gossett 
said here last week. 


Gossett, attending the American 
Bar Assn. convention, said that 
necessary installations will be 
nee to the Dallas plant by late 

7. 





added another $121 million. 


He said that 6,000 new employes | 
in those years with | 


were added 
payrolls close to doubling — from 
$77 million to $150 million. 

Speaking about the increase : * 
the number of vehicles in Can- 
ada. Wecker warned the nation: 
“The blunt truth is that we are 
being crowded off our inadequate 
road system.” 

The excise tax, Wecker said, 


and these dealers | 
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Dealer Sales $25 Billion in ’54 


984,000 in 1954, or an increase of 
57.40 percent. 

In 1948, franchised dealer sales 
|were 12.38 percent of total U. S. 
retail volume and 79.36 percent of 
the total automotive group’s, both 
showing increases in 1954, to 15 
percent of U. S. total and 84 per- 
cent of auto sales. 

However, whereas the number 
of dealers diminished, other out- 
lets increased so that dealers, 
which comprised 2.63 percent of 
total retail merchants in 1948, 
dropped to 2.4 percent in 1954. 


According to the census, there 
were 20,140 non-franchised auto- 
mobile dealers and they accounted 
for sales of $2,423,517,000, as com- 
pared to $25,107,984,000 by fran- 
chised dealers. 

Non-franchised dealers showed a 
trend contrary to the franchised 
dealers. Where the latter decreased, 
non-franchised dealers grew from 
16,634 in 1948 to 20,140 in 1954. How- 
ever sales volume decreased from 
$2,440,832,000 in 1948 to $2,423,517,000 
in 1954. 

Tire-battery-accessory dealers 
totaled 18,845 in 1954, a decrease 
from 20,224 in 1948, with a total 
sales volume of $1,813,989,000 an in- 
crease from $1,358,146,000 in 1948. 

The total automotive group, 
with 385,953 retail outlets, ac- 
counted for sales of $29,914,997,000 
as compared to 85,285 merchants 
in 1948 with sales of $20,100,456,- 
000. 

In the Northeast region in 1954 
there were 9,170 franchised dealers 
with sales of $5,984,576,000; 3,982 
non-franchised dealers with sales 
of $482,792,000; 3,609 TBA dealers 
with sales of $333,900,000. 


The breakdown in the north- 


|central region showed: Franchised 


dealers, 14,794, sales, $8,420,694,000; 
non-franchised dealers, 5,568, sales, 
$636,030,000; TBA dealers, 5,458, 
sales, $516,049,000. 

South: Franchised dealers, 12,005, 
sales, $6,866,712,000; non-franchised 
dealers, 7,355, sales, $851,637,000; 





| TBA dealers, 6,853, sales, $688,511,- 
| 000 


is | 


West: Franchised dealers, 5,438, 
sales, $3,836,002; non-franchised 
dealers, 3,235, sales, $453,058,000; 
TBA dealers, 2,925, sales, $275,- 
529,000. 

Total payroll of all franchised 


“a luxury tax levied on a basic|dealers for 1954 was $2,385,125,000 
necessity.” He said it was unsound | compared to $121,662,000 for non- 


since to “eight out of 10 people, the |franchised dealers. 


car is an absolute necessity.” 


TBA dealer 
payroll was $241,775,000. 


Dealers Warned to Rebuild Goodwill .. . 


‘Beware of Politicians’ 





(Continued from Page 3) 


achieving greater rewards for all 
concerned. 

The prime responsibility of the 
manufacturer, he said, was to de- 
sign and build competitive products 
that meet the needs of the market, 


and that of the dealer was to oper-| 
ate his business successfully and to) 


offer his customer a quality product 
plus maximum service. 

“The automobile dealer is here 
today because he is rendering a 
valuable service to the American 
people,” Jacobson said. He ex- 
plained that if a dealer’s custom- 
ers ever reach a point where they 
regard the dealer only as “one of 
a group of men with whom they 
haggle over the price of motor 
vehicles—and not as the man they 
can trust to stand behind and 
care for the important and ex- 
pensive product he sells — the 
place of the dealer and of the 
whole franchise system will be in 
real danger.” 

Dealer and factory, he said, are 

going through a period of critical 


self-examination trying to bring! 


about basic improvement. He told 
his listeners that while his com- 
pany had always emphasized the 
value of having independent dealers 
who manage their own affairs with 
a high degree of autonomy, recent 
surveys revealed that Chrysler 
Corp. dealers *want us to work 
more closely with them and to ex- 


ercise more strenuously the legiti- 
mate and necessary responsibilities 
of factory management.” 


Helping dealers to set realistic 
sales goals and providing them 
with techniques for reaching those 
goals are important means for de- 
veloping better factory-dealer rela- 
tions, he declared. 


The Chrysler vice-president pre- 


, dicted that the annual automobile 
| scrappage rate might well go be- 
| yond the 5,000,000 unit mark “if the 


| quieter, 


industry should come up with a 
new, revolutionary type of engine— 
lighter, simpler, smaller 


|and more efficient than anything 


| 
| 





| we now have.” 


A prosperous future in which 
Americans may buy as many as 
nine-and-a-half-million new cars 
@ year was predicted by Beacham, 
who was born near Savannah in 
McRae, Ga., and started with 
Ford 30 years ago calling on deal- 
ers in the south Georgia terri- 
tory. 

Ford division’s long range fore- 
casts, he said, point to 10,000,000 
two-car families by 1965, with a 
total of 66,000,000 cars on the new 
roads that will be built in the next 
decade. 

The 400 Georgians in attendance 
adopted a resolution urging com- 
pliance with the Better Business 
Bureau’s code of advertising ethics. 








GMC's Dealer Council— 


Members of the GMC Divisional Dealer Council pose with GMC's management 
group following a conference on mutual dealer-management matters. Two dealers, 
G. M. Greene jr., Nashville, and S. R. Chasalow, Newark, N. J., were not present for 
the picture. Back row, from left, are W. L. Vande Water, executive assistant to the 
general manager of dealer relations; H. K. Groff, Jacksonville, Fia.; A. F. Toppins, 
Green Bay, Wis.; Millar White, Oklahoma City; V. M. Babcock, Minneapolis; L. J. 
Truesdell, Toledo; R. C. Woodhouse, GMC truck general sales manager; Peter De- 
Midowitz, Bradley Beach, N. J.; W. E. Broom, Salem, Ill.; D. S. Miller jr., Durham, N. 
C.; Charles W. Wentworth, Portland, Ore.; R. H. Gillespie, fleet sales manager, and 
Julian M. Gilroy, assistant general sales manager. Front row: W. T. Male, Charleston, 
W. Va.; J. H. Hart, Sacramento, Calif.; D. L. Coutu, Central Falls, R. |.; L. E. Meredith, 
Casper, Wyo.; H. M. Perkins, Pomona, Calif.; H. M. Schule, Buffalo; Mack Forrester, 
Amarillo, Tex., and H. E. Watson, San Antonio. 


4-Cent Auto Pay Raise 
Adds to Price Squeeze 


(Continued from Page 4) 








includes an 11l-cent wage hike. It 
is in line with settlements made 
recently between the USW and ma- 
jor steel companies. 

* * 


Mitchell’s Message 


ABOR DAY, said Labor Secre- 

tary James P. Mitchell in his 
holiday message, “is the nation’s 
way of saying to American labor: 
Thank you for a job well done.” 


He continued: “This is an occa- 
sion on which we recall that work 
is a worthy endeavor, that labor 
is vital to production and prog- 
ress and that the workers of the 
nation are the strength of the 
nation.” 

Asking rhetorically, “How are our 
working men and women faring in 
1956?” he declared, “More are gain- 
fully employed than ever before. 
They are earning higher wages and 
are able to buy more for them- 
selves and their families with these 
wages. In short, they are doing bet- 
ter than at any time in our nation’s 
history.” 


* 


* * * 


Labor Cost Analyzed 


TANDARD & POOR’S CORP. re- 

ported last week that direct sal- 
ary and wage costs accounted for 
25.4 cents of industry’s sales dollar 
in 1955. The 1954 figure was 25.7 
cents. 

Explaining its figures, the finan- 
cial analysts said, “Union propa- 
gandists at times have used our 
statistics to demonstrate that la- 
bor’s share of the total sales dollar 
is small, whereas the opposite is 
true. 


“What they have overlooked, in- 
tentionally or otherwise, is the 
cumulative nature of payments to 
workers. 

“For example,” S & P continued, 
“while direct labor costs of the 
automobile industry were equal to 
only 24.2 percent of sales in 1955, 


Bilque Gets Dodge 
Truck Sales Job 


DETROIT. — Appointment of 
George A. Bilque to the position of 
new-truck sales manager for Dodge 
was announced last week by Byron 
J. Nichols, division vice-president. 
Bilque served on the staff of the 
Dodge general sales manager prior 
to his promotion. 

Bilque started in the truck busi- 
ness as a retail salesman in Pitts- 
burgh. In 1947 he joined Dodge as a 
district manager in Wheeling, W. 
Va. He has served as Dodge city 
manager in Cincinnati and New 
York. 


Hudson Shifts Rowe 


R. F. Rowe, formerly St. Louis 
zone manager for Hudson, has been 
appointed Pacific Coast regional 
manager for the firm. 





the actual cost of labor entering 
into the cost of a finished automo- 
bile was substantially greater be- 
cause of the wage element involved 
in the costs of purchased materials, 
parts and transportation. 

“A much truer picture of the 
overall labor costs is given by De- 
partment of Commerce data on sal- 
aries and wages, which in 1955 ac- 
counted for 54 percent of the gross 
national product.” 


5 More Suits Slap 
‘Chain’ Sales Plan 


CHATTANOOGA, Tenn. — Five 
more suits have been filed charging 
that a referral sales system at Hix 
Motor Co. is fraudulent. Three other 
suits were filed earlier. 

According to court records, all of 
the most recent suites asked injunc- 
tions to prevent the company or its 
agents from disposing either of cars 
traded in for downpayments or of 
various agreements signed by the 
complainants. 

Under the plan, which has been 
attacked in several states, auto pur- 
chasers are designated as salesmen 
and allowed “credits” on their ac- 
count for friends who buy cars. Hix 
denied that its sales plan is fraudu- 
lent. 





Signs With Dodge— 


Signing an agreement for his third 
Dodge dealership is Tag Galyean, seated, 


who will operate his new dealership, 
Huntington, Inc., in Huntington; W. Va. 
Galyean opened his first Dodge dealer- 
ship 11 years ago in Charleston, W. Va. 
He added a second in South Charleston 
in 1951. Looking on are Gene Dabe, left, 
Dodge Charleston district manager, and 
Paul Pierce, Dodge Dayton district man- 
ager. 
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Congressmen Impressed but Critical .. . 


Safe-Car Law Hinted by Probers 


(Continued from Page 1) 
horsepower was: “We'd like even 
more.” 

oe * * 


Standard Equipment? 

HARPEST critic of the auto 

makers was Rep. Samuel N. 
Friedel, Maryland Democrat, who 
lashed the factories for not making 
safety devices part of standard fac- 
tory equipment on all models, 

The five-man subcommittee 
took testimony last week and 
watched demonstrations at prov- 
ing grounds of Chrysler Corp. 
and GM, at the GM Technical 
Center and at Ford Motor Co.’s 

styling and engineering center 
and test track. 

Rounding out the committee, in 
addition to Chairman Roberts, 
Rogers and Friedel, are Rep. John 
V. Beamer, Indiana Republican, 
and Rep. Paul F. Schenck, Ohio 
Republican. 

The committee earlier visited 
American Motors Corp. facilities, 
and held hearings in Chicago with 
witnesses including representatives 
of the National Safety Council, 
Northwestern University Traffic 
Institute and the American Bar 
Assn. 

Late next month, Roberts said, 
the committee plans to hold “grass- 
roots” hearings in Midwestern 
states to solicit testimony from 
State Police, local law-enforcement 
officers and motorists. 

The subcommittee is not con- 
fining its studies to vehicles, but is 
also exploring driver education, 
law enforcement and adequate 
highways. oa 


_. ‘THE Monday meeting at the 
GM Proving Ground near Mil- 
ford, Mich., Charles A. Chayne, GM 
engineering vice-president, told the 
Congressmen that “any vehicle to 
be acceptable by today’s standards 
must be functionally safe.” 
Mechanical failures in today’s 
vehicles are rare, he said, thanks 
to modern laboratory testing 
techniques, road tests, production 
inspection procedures and manu- 
facturing quality controls, 

Another major vehicle design 
consideration, Chayne said, are fea- 
tures that “maximize the ability of 
drivers to recognize hazards and 
to make safe decisions.” 

He reviewed auto body progress, 
showing how windshield, rear and 
side window areas had increased to 
give the driver improved visibility 


in handling his automobile. 
* = * 


Lists Safety Items 

THER items aiding driver con- 

trol, Chayne said, included six- 
way adjustable seats, better wind- 
shield wipers and windshield 
washers, directional signals, im- 
proved headlamps and development 
of automatic transmissions, power 
brakes and power steering—all en- 
gineered tc help the driver con- 
centrate mainly on the job of 
handling his automobile. 

He listed other safety features 
such as safety glass, all-steel 
bodies, wide-vision rear windows 
and panoramic windshields, di- 
rectional signal lights and foot- 

dimmer switches. 

Chayne also detailed the history 
of automotive lighting. 

Chayne said the industry has 
solved technical problems sur- 
rounding the use of four head- 
lamps, and that introduction of this 
system awaits ratification by the 
American Assn. of Motor Vehicle 
Administrators and legal action in 
11 states to change existing regula- 





tions. (Several makers have de- 
signed their 1957 models to take 
the four-lamp system.) 

In his discussion of engines, 
Chayne said: 

“I am sure that one of the sub- 
jects you gentlemen are most in- 
terested in ... is why we are put- 
ting engines of high power into 
our cars and why this is necessary. 

“The chief reason is that it 
makes them safer to drive.” 

He said that while rated horse- 
power had risen in recent years, 
top speed had not risen propor- 
tionately--that the average rise in 
top speed was only slight as com- 
pared with pre-World War II 


vehicles. 
* * * 


‘Stripped’ Power 


E ALSO explained that “gross” 
horsepower ratings are ob- 
tained from “stripped” engines. The 


“net” horsepower that reaches a 
car’s wheels is considerably less 
than the “gross” rating obtained 


with an engine stripped of air 





©. A. Chayne A, G, DeLorenzo 
cleaner, muffler, fan, generator, 
power steering, air conditioning, 
transmission, drive line and rear 
axle. 

“If people who talk about the 
evils. of high horsepower really 
understood how much of it never 
gets to the rear wheels,” Chayne 
said, “I am quite certain they 
would have a much better under- 
standing of the situation.” 

The advantages of higher horse- 
power manifest themselves in a 
motorcar’s performance—its ability 
to accelerate, its ability to respond 
to the driver’s commands, he said. 

“For greater safety on the high- 
way, today’s traffic requires that 
the safe vehicle have reserve per- 
formance... and to have that you 
must have horsepower in reserve,” 
Chayne said. “There simply are no 
two ways about it.” 

Noting that speed governors have 
been proposed, he said these de- 
vices would control maximum 
speed but would limit safe vehicle 
performance. 

During the afternoon members 
of the subcommittee participated 
in passing and intersection-crossing 


demonstrations with governor- 
controlled and standard cars. 
* > * 


Saas favoring governors 
simply do not know that such 
devices, if they are to limit speed, 
will at some point reduce the nor- 
mal acceleration to zero,” Chayne 
said. “This introduces a sudden 
and unexpected change in the re- 
sponse of the accelerator control 
which presents hazards far greater 
than operating in excess of legal 
speeds, 

“Dangerous circumstances 
would be created in many pass- 
ing situations, and there un- 
doubtedly would be a big increase 
in headon collisions,” he added. 

In a discussion of injury preven- 
tion for car drivers and passengers, 
Chayne said fenders, fender inner 
skirts, radiator supports, grilles and 


|other front-end sheet metal and 
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front bumpers serve as a cushion 
in event of collisions. 

In high-speed crashes, Chayne 
said, passenger protection ad- 
mittedly becomes more difficult, 
and any “spectacular accomplish- 
ment” in protecting car occupants 
“can be achieved only by repealing 
the natural physical laws which 
pertain to motion and energy.” 

He produced a series of illustra- 
tions showing testing equipment 
Fisher Body division utilizes to 
evaluate all of its body designs, 
not only complete bodies but also 
individual components and door- 
locks. 


The GM presentation also in- 


cluded motion pictures of seat-belt | 
anchorage tests, designed to deter-| © 


Strawberry Queen Wins Hollywood Trip— 


Mary Jane Jackson, right, Plant City, Fla., received an eight-day-vacation trip to 
Hollywood, Calif., by courtesy of Plymouth, 
Queen at Glenwood Springs, Colo. Contestants in the arnual contest were, from left, 
Sharon Dearinger, Granite Falls, Wash.; Trudie Lou Smith, Glenwood Springs; Patricia 
Kelley, Buckhannon, W. Va.; Evelyn Sue Richardson, Marshall, Ark.; Carol Gruetter, 
Holland, O.; Penny Marrano, Perrysburg, N. Y., and Miriam Brown, Lebanon, Ore. 
Wesley Tenbrook, right, of Tenbrook’s Garage (DeSoto-Plymouth), Glenwood Springs, 
served as chairman of the contest committee. 


mine specifications for proper seat 

belt mountings. 
” * * 

‘Not a Cureall’ 


“A POINT I wish to emphasize is 
that while we have done a 


great deal of work on seat belts | 


and have cooperated in the in- 
dustry’s committee activities and 
tests, we are not blind to the fact 
that while belts provide some pro- 
tection in certain types of accidents 
for those willing to use them, they 
are not a cureall in every type of 
accident .. .” Chayne said. 

“And therefore, we do not imply 
that they are in offering them to 
our customers.” 


He likewise discussed instru- 
ment panel padding for passen- 
ger protection, saying that “the 
development of padding is in a 
state of flux at the present time 
and most certainly will remain 
there for some time to come.” 


Whether the ultimate will be 
thick padding on a rigid panel or 
relatively thin padding on a crush- 
able panel, or some design that 
represents a balance between the 
two, 
time, he said. 

He emphasized that the industry 
must “be very careful not to sub- 
ject car owners to overconfidence 
in the expected performance of 
(safety) features.” 

During their sessions at the 
proving grounds, the Congressmen 
viewed a wide variety of exhibits 
and demonstrations. 

These included cars with all pas- 
senger seats facing rearward; cars 
with high-back seats; prewar autos 
to dramatize the progress in body 
development and use of glass; body 
in white to show structural mem- 
bers; doorlock and door-impact ex- 
hibits; driver measurement; safety 
survey; driver reaction; safety quiz 
board; rollover demonstrations, and 


a crash-impact barrier test. 
. * cz 


N TUESDAY, the subcommittee | 
GM_ Technical | 


moved to the 
Center near Warren, Mich., where 
the emphasis was placed on drivers 
and highways. 

“The campaign for greater 
traffic safety,” said Anthony G. 
DeLorenzo, GM public relations 
director, “is a battle that must be 
waged on many fronts. All are 
important, But authorities agree 
that one of the most crucial 
fronts—where the battle will be 


won or lost—is the field of driver 


education.” 
DeLorenzo said that the principal 


responsibility for such education | 


rests with the family, the school 
and the community, but he added: 

“We of General Motors feel that 
we also have a responsibility in 
helping to promote and encourage 
such education.” 

He said GM’s efforts include par- 
ticipation in traffic safety organiza- 
tions and campaigns; direct finan- 
cial aid to such traffc safety 
groups; activities in support of 


traffic safety by GM dealers, GM} 


clubs and GM plants and offices; 
distribution of booklets on safe 
driving and other traffic safety 
subjects; distribution of films on 
driver education and traffic safety; 
inclusion of safety exhibits in GM 
shows and special attention to 
young drivers through sponsorship 
of the National 4-H safety pro- 
gram, plus other advertising and 
promotional efforts in youth and 
educational publications. 
DeLorenzo noted that during the 
1955-56 school year, GM _ dealers 
loaned free of charge approxi- 


cannot be foreseen at this| 





when she was named National Strawberry 





mately 5,000 cars to schools for 
driver training courses, 


GM, he said, has also prepared 
driver training kits for teachers in- 
terested in starting such courses, 
and more than 8,600 of them have 
been distributed. 

oa 


* = 

Big Responsibility 

Awe safety in the serv- 
ice field was discussed by 

Myrle E. St. Aubin, director of the 

GM service section, distribution 

| staff. 

He said that GM “recognizes 
that its efforts to provide safe 
transportation for its customers 
should extend beyond the design, 
| engineering and construction of 
automobiles.” 

He illustrated after-assembly 
inspections and detailed new-car 
dealers’ “make-ready” operations, 
which they said included up to 40 
checking and adjusting operations 
in the dealers’ service departments. 

He noted that of the 13,000 dealers 
who took part in the 1956 Safety- 
Check program, 10,000 were GM 
dealers. 

GM support of highway safety 
was explained by Light B. Yost, di- 
rector of the field operations sec- 
tion, which helps GM management 
keep informed on traffic safety. 

General objectives of GM- 
supported highway activities in- 
clude greater uniformity of traffic 
laws, more effective driver licens- 
ing, better traffic law enforcement, 
sound traffic engineering tech- 
niques and safer highways, Yost 
said. 

Yost noted that Harlow H. Cur- 
tice, GM president, also is chair- 
man of the President’s Committee 
for Traffic Safety, and that William 
F. Hufstader, GM distribution vice- 
president, is a member and past 





Patterson Urges 
Amvets to Rally 
Safety Support 


MILWAUKEE. — Organized citi- 
zen action at the local level to help 
solve the nation’s highway safety 
|}and school problems was proposed 
| last week by M. C. Patterson, presi- 
dent of Dodge, 
speaking at the 
annual conven- 
tion of the Amer- 
ican Veterans of 
World War II 
(Amvets). 

Patterson told 
the veterans he is 
convinced the two 
problems cannot 
be solved in any 
other way.. 

M. C. Patterson He caHed upon 
individual Amvet Posts to assist 
local communities in setting up and 
maintaining annual traffic studies, 
|}and te sponsor special programs 
that would encourage qualified 
young ‘men to become traffic engi- 
neers. 

He also asked local Posts to help 
generate “real public interest and 
public support” for rigid enforce- 
ment of traffic regulations. 














chairman of the Inter-Industry 
Highway Safety Committee, 
* * aa 


N ADDRESSING a dinner meet- 
ing Monday night, GM’s Curtice 
said, “To my knowledge, this is the 
first time such a body as yours has 
come to get the facts first-hand. 

“I think this is highly signifi- 
cant. It demonstrates a very real 
and constructive concern on the 
part of our representatives in 
Congress in what must be an all- 
out objective: Greater traffic 
safety.” 

After touching on safety efforts 
of GM and other groups, Curtice 
said, “Greater safety on the high- 
way requires the interest and ac- 
tion of people above all else.” 

* * * 


Always a Concern 


Umea afternoon the subcom- 
mittee moved to the Ford engi- 
neering and styling center, where 
testimony covered vehicle safety in 
engineering. 

Earle S. MacPherson, Ford en- 
gineering vice-president, said that 
every company in the industry 
has a “common responsibility to 
the public” to design and produce 
cars that are as inherently safe 
as skill and ingenuity can make 
them. 

“Accident prevention always has 
been a major concern to the auto- 
motive engineer,” MacPherson said. 
“Over and above that, Ford Motor 
Co. has been alert to the problem 
of injury reduction as a factor in 
vehicle design since early 1951. 

“At that time, several members 
of our engineering research depart- 
ment began to investigate statis- 
tical information which would pin- 
point the areas causing injury dur- 
ing a collision.” 

He said that after contacting such 
organizations as Cornell Aeronauti- 
cal Laboratory, the Northwestern 
University Traffic Institute and In- 
diana State Police Crash Injury 
Research Group, it was found that 
there wasn’t much information on 
which engineers could place great 
confidence or from which Ford 
could design new equipment. 

* * * 


Wars and means of getting such 

information, he said, were dis- 
cussed at conferences in 1952 and 
1953 with the Cornell University 
Medical College. 

Ford has furnished substantial 
financial support for work that Cor- 
nell Crash Injury Research is un- 
dertaking in gathering statistical 
information in that field, he said. 

Ford engineering research, he 
said, initiated a program on 
safety design, and made its first 
report to top Ford management in 
1954, Engineers, he said, were told 
to spare no effort in developing a 
“safety package.” 

“To date,” MacPherson said, “we 
have conducted more than 100 crash 
tests, using actual cars... All told, 
we are investing many thousands 
of dollars per year in this program 
and intend to expand this activity.” 

ok * * 


No Correlation 


ir TESTIFYING on “power, per- 
formance and safety, Victor G. 
(Continued on Page 43, Col. 1) 
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ing Factory Tour... 
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Safe-Car Legislation 
Hinted by Probers 


(Continued from Page 42) 


Raviolo, director of Ford’s advanced| did,” Raviolo said, 


product study and engineering re- 
search office, met the horsepower 
question head-on. 

“Higher horsepower does not 
correlate with the fatality rate,” 
he said, noting that horsepower 
has climbed 70 percent in a dec- 
ade while the fatality rate last 
year was only 40 percent of the 
1940 rate. 

Horsepower research at Ford, he 
said, is concentrated on accelera- 
tion ability. Horsepower boosts are 
made purely to improve the passing 
performance, he said. In achieving 
this, he admitted, top speed is in- 
creased, but this is incidental to the 


§ engineering goal. 


By increasing passing ability, he 
said, the “time of exposure to head- 
on collision” is reduced. He showed 
a graph in which a curve repre- 
senting the reduction in passing 
time followed the curve of a reduc- 
tion in highway fatality rates. 

After noting that 30 percent of 
all fatal accidents occur at speeds 
below 30 m.p.h., and 67 percent oc- 
cur below 50 m.p.h., Raviolo said 
that from 1953 to 1956, gross horse- 
power has jumped 83 percent, but 


ie 





Vv. G. Raviolo 


A. L. Haynes 


top speed has risen only 18 percent 
and acceleration ability in the 50-60 
m.p.h. range has gained 45 percent. 
* = * 
: As TOP speeds increase,” Ravi- 
olo said, “loads on working 
surfaces increase. These parts must 
be made stronger to compensate 
for increased maximum stresses, 
and this makes them even safer at 
legal speeds.” 

Braking ability, he said, has 
also been increased to take care 
of higher weight and more horse- 
power, making braking much 
safer at intermediate speeds. 

Rep. Beamer, in questioning the 
witness, asked, “What are you going 
to do about drivers who abuse extra 
passing ability?” 

Replied Raviolo: “The average 
driver is safer. We can’t control 
driver abuse.” 

“I wonder if engineers haven’t 
contributed to negligence,” Beamer 
commented. 

MacPherson broke in at that 
point to observe dryly: “We had 





Safety Expert at Sea 


DEARBORN. — John O. Moore, 
director of crash injury research 
at Cornell University and a traf- 
fic safety expert, appeared before 
the House subcommittee last 
week with one arm heavily band- 
aged. 

Traffic accident? No. Loose til- 
ler on a sailboat. 





‘passers’ 40 years ago. Passing is 
More dangerous now because of 
higher traffic density.” 


* * * 


Technology Cited 


HAIRMAN Roberts then asked 

when the “decision” was made 
to increase horsepower. 

“There was no decision as such,” 


| Raviolo said. “We had come to the 


Point of great changes in technol- 
ogy. After the war was an appro- 


| Priate time to change engines and 


to take advantage of all we had 
learned about engines and engine 
Production—the same factors were 
working on everyone in the indus- 


Roberts asked pointedly,| “Was 
One of the factors your convic- 
tion that higher horsepower 
would lead to more safety?” 

“We chose the kind of engines we 











“because they 
were readily flexible. At the time 
they were planned, they were chosen 
mainly for their technical excel- 
lence. | 


“Increased horsepower was so at- 
tractive to the public that we gave 
them more of the same.” 

Asked Roberts: “Has the industry 
gone as far as it intends to go on 
horsepower?” 

“Well, the customer wants cars 
to take advantage of the new, fine 
highways,” Raviolo said, and seemed 
relieved to turn over the witness’ 
microphone to A. L. Haynes, ex- 
ecutive engineer, product study. 

* * + 

AYNES, best-known for his 

work in developing the Ford 
“safety package,” told the investi- 
gators that only in the past year 
and a half had Ford started get- 
ting safety information usable to 
engineers. 


Depending largely on slides and 
motion pictures to tell his story, 
Haynes said that 56 percent of all 
injuries in auto crashes are due to 
open doors, windshields, instrument 
panels and steering wheels. 


He reviewed Ford’s research in 
crash tests on the test track and 
in the laboratory, and showed 
movies of experiments conducted 
in cooperation with the medical 
school of Wayne State University 
in Detroit. 


These experiments involved crash 
research on human cadavers, and 
closeup movies showed much too} 
clearly what happens to human 
heads and bodies under tremendous | 
impact. . ° 

“This is not pleasant, but it gives) 
us information we must have,”| 
Haynes said. 

Ford normally uses articulated 
dummies for crash research. 

Ford also ran laboratory tests 
for the congressmen, measuring the 
force of impact of bodies against) 
dashboards and steering wheels in| 
crash situations. Test-track crash! 
tests were conducted Wednesday 
morning. 

Tuesday evening a film made for) 
the American Medical Assn. and 
Ford, demonstrating how 500,000 
highway injuries could be elimin-| 
ated annually, was given its pre- 
miere showing for the benefit of 
the subcommittee. 


= x * 


Ad Program Aired 


N WEDNESDAY-MORNING ses- 

sions, Fletcher N. Platt, manager 

of Ford's traffic safety and high- 

way improvement department, ap-| 
peared before the committee. 

He commended the 84th Con- | 
gress for passing the Federal Aid 
Highway Act, but said, “. . . the 
need for highway facilities is no 
more acute than the need for 
other factors related to highway 
transportation efficiency and | 
safety.” 

There has been little scientific! 
analysis of the problems and much | 
evidence relating to accidents is 
based on admittedly incomplete and 
unsatisfactory data, he said. 

As an economic necessity, he said, 
industry’s goal must be an “effi- 
cient, rapid and safe highway trans- 
portation system” which must be 
based on safe vehicles, competent 
drivers, adequate facilities and con- 
trolled traffic. 


* * ~ 





| 


ADVERTISING programs — and | 


their link to safe driving—were 
discussed by Edward E. Rothman, 
director of product advertising and 
sales promotion for Ford. 

Rothman, admitting charges 
that industry advertising stressed 
speed, horsepower and racing 
events, said, “One bucket of water 
does not make a river; neither 
does one advertisement make an 
advertising campaign.” 

Rothman then showed the com- 
mittee newspaper and magazine ad- 
vertising placed by Ford, GM and 
Chrysler during the 1956 model year 
to date. 





“You will find,” Rothman said, 
“that we talk mainly style; per- 
formance; new, improved or exclu- 





The 'Good' Old Days— 


Remember when they put windshields on the people instead of the cars? These 
three gadgets, together with other reminders of automobiling days gone by, are on 
view at the month-long Mid-America Jubilee in St. Louis through September. The 


so-called “one-man top,” 


the axle-drop brake, and the ‘‘lorgnette’ windshield are 


nostalgic features of the exhibit of Carter carburetor division, ACF Industries, St. 
Louis. Also being shown are working models of ultramodern fuel systems, and a 


series of panels illustrating the Carter factory service school. 





sive features, and safety ... You 
will see some small amount of ad- 
vertising on stock-car racing, sus- 
tained speeds, tests properly super- 
vised on tracks or tests at proving 
grounds. 

“In general, we advertise this type 
of racing to show stamina, endur- 
ance and durability. 

“We-have seen no proof that this 
type of advertising incites to reck- 
less driving.” . 

a . 


Safety Accented 


OST ads, he said, emphasize per- 
formance, with overtones of 
action, excitement and enthusiasm. 
“In 1956,” he said, “we departed 
from the traditional advertising 
pattern of featuring style and per- 
formance to sell safety as a theme. 
This was a bold step, because at no 
time in advertising history has the 
general theme of safety been adver- 


| tised very successfully as a selling 


point ... it is not an action theme.” 


Rothman said that a re-evalua- 
tion of advertising last winter 
showed Ford had been more suc- 
cessful in getting across the safety 
story than in telling the perform- 
ance and styling stories. 


“This fact, plus our competi- 
tor’s apparent successful exploita- 
tion of performance as a selling 
point, led us to increase the em- 
phasis on performance in Ford 
advertising ... 

“We did not abandon safety ad- 
vertising, but we did devote rela- 
tively less space and emphasis to 
Eg eget 

Rothman said that Ford’s present 
advertising plans for the 1957 model 
year do not call for any undue em- 
phasis on horsepower or racing. 

” - * 

WEDNESDAY afternoon, 
John O. Moore, director of auto- 
motive crash injury research of 
Cornell University Medical College, 
appeared before the committee to 
give a progress report on Ford 

safety features. 

Highlights of his presentation 
were: 

1. The speed of impact and the 


GM Donates $460,000 


For Driver Courses 


DETROIT.—General Motors has 
contributed more than $460,000 in 
support of driver education in the 
nation’s schools for the 1955-56 
‘school year, it was announced last 
week by President Harlow H. Cur- 
tice. 

Under its driver training assist- 
ance plan, the corporation awards 
auto dealers $125 for each new auto- 
mobile loaned to schools for driver 
training. This allowance helps 
dealers offset vehicle maintenance 
and reconditioning costs. 

Chevrolet, Pontiac, Oldsmobile 
and Buick participate in the driver 
education program, Chevrolet 
dealers topped all other groups in 
the program for the past three 
years, and in the past year loaned 
over half of the dual control auto- 
mobiles assigned by the AAA for 
driver education purposes, Curtice 
said. 

Pontiac dealers loaned 400 special- 
equipped vehicles to secondary 
schools throughout the nation in 
the past school year. 











severity of impact in injury acci- 
dents have not increased in re- 
cent model cars, compared with 
those produced over the past 16 
years. 

2. Safety door locks have reduced 
door openings in non-rollover acci- 
dents by as much as 33.6 percent, 
and the risk of passenger ejection 
has dropped as much as 48.7 per- 
cent. 

3. The occurrence of dangerous- 
to-fatal injuries in 1956 models has 
been reduced as much as 29 percent 
over similar type injuries in earlier 
models. 

4. Safety door locks in 1956 mod- 
els produced by Ford Motor are as 
much as 47.6 percent more effective 
in preventing door openings than 
locks on previous Ford models. 

5. Although present data does not 
permit a statistical evaluation, there 
are clinical .indications that the 
deep-dish steering wheel on 1956 
Ford Motor models has reduced 
severe chest injuries by as much as 
60 percent. 


* * * 


Chrysler Talks 

aoe horsepower was also de- 
fended by Chrysler Corp. wit- 

nesses when the subcommittee 

moved to Chrysler’s proving grounds 

at Chelsea, Mich., Thursday. 

Motorists are using increased 
horsepower wisely and have not 
formed a “speed habit” as a result 
of added power, Alan G. Loofbour- 
row, executive engineer, told the 
Congressmen. 

“There has been a rise of con- 
siderably less than five miles per 
hour during the last six years 
when engine horsepower has risen 
most rapidly,” he said, citing re- 
sults of a U. S. Bureau of Public 
Roads survey. 

“This data,” he declared, “appears 
to be the most comprehensive 
available. It says that a speed habit 
has not resulted from this trend in 
engine horsepower.” 

Loofbourrow explained that in- 
creased horsepower has greatly im- 
proved vehicle agility, permitting 
safer highway passing, safer high- 
way crossing and safer merging 
with the traffic flow. 

Discussing the development of 
safety features designed to prevent 
accidents, Loofbourrow said that 
improvements in brake design have 
reduced stopping distances to one- 
sixth of what they were in 1941, 
under certain similar test condi- 
tions. 

For example, he said, at 30 m.p.h. 
a 1956 Dodge was stopped in 42 feet, 
versus the 300 feet required to 
bring its 1941 counterpart to a halt. 

.Rep. Schenck asked what the 
possible effects might be if auto- 
mobiles were taxed on horse- 
power. 

Replied Loufbourrow: “Since we 
feel that increased power is a safety 
factor, such taxation would force 
the industry to get performance by 
other means.” 

~ * 7 
ARRY E. CHESEBROUGH, 
executive engineer in charge of 
product planning, followed Loof- 
bourrow with a presentation on 
safety features designed to mini- 


mize injury to occupants of cars in- 
volved in accidents. 

Chesebrough recalled that re- 
cessed instruments and control 
knobs and padded front seat 
backs were featured in 1937-model 
Chrysler Corp. cars, and that a 
padded instrument panel was in- 
troduced on the 1949 Chrysler. 

“Control knobs placed below a 
protruding safety pad were among 
the injury-reducing features of our 
1955 models,” he added. 

Chesebrough then described the 


/\engineering development of the 
-|Chrysler safety door latch which 


was introduced as standard equip- 
ment on all 1956 models. 

After showing films of the vari- 
ous tests in the development of the 
safety door latch, he said, “In 
crash tests we have not been able 
to open a single car door in any 
instance in which the doors were 
equipped with Chrysler Corp. safety 
latches and were locked from the 
inside. 

+ oa + 


Much Left Undone 


E OBSERVED that much re- 

mains to be done in the way of 
convincing the public of the value of 
safety features. 

“You know,” Chesebrough said, 
“how much education is needed to 
persuade people of the effectiveness 
of seat belts. But, because we be- 
lieve in their contribution to injury 
reduction, we led in their reintro- 
duction more than a year ago, and 
we shall certainly work to improve 
them and to extend their accept- 
ance in the future.” 

Roy C. Haeusler, automotive 
safety engineer for the corpora- 

tion, said that one of Chrysler’s 
broad aims in accident prevention 
engineering has been to make 
the vehicle “as nearly as possible 
an extension of the driver him- 
self... to make it respond as 
effectively as possible to the 
driver’s commands.” 

As an example, he cited fulltime 
power steering, saying: 

“With an assist from hydraulic 
power a driver now can more easily 
keep his car on its intended path, 
despite rutted roads, gusts of wind, 
streetcar tracks or any other ob- 
stacle that might otherwise hamper 
his control.” 

Welcoming the congressmen to 
the proving grounds, Chrysler Presi- 
dent L. L. Colbert said: 


“WE ARE not satisfied or com- 
placent about safety. While we 
can justly feel that we have been 
making progress, the safety statis- 
tics all too clearly tell the story. 

“We have come a long way in 
building safety into our cars, but we 
still have a great deal further to 
go, just as we still have a long way 
to go in solving the human prob- 
lems, in building better highways 
and enacting and enforcing more ef- 
fective traffic regulations.” 

He told the legislators they will 
have “performed a significant 
public service” if their work helps 
to clarify objectives and point the 
way to further progress in high- 
way safety. 

Paul C. Ackerman, director of en- 
gineering of Chrysler Corp. 
summed up the presentation, say- 
ing: 

“Obviously, we do not have all the 
answers. We do have a deep con- 
viction, however, that to bring about 
real, tangible results, we have to 
give full and free rein to the scien- 
tific talent, the imagination and the 
inquiring mind of the engineer — 
as these qualities have flourished 
under competitive free enterprise.” 

The House group toured Chrysler 
Corp.’s engineering division labora- 
tories in Highland Park, Mich., last 
Friday. 





Ford Loses Money 
On Safety Options 


DEARBORN. — Robert S. Mc- 
Namara, Ford division general 
manager, told the safety subcom- 
mittee that his company has lost 
approximately $800,000 by selling 
safety belts and padded dash 
panels and sun visors at cost or 
below cost in an effort to edu- 
cate the public and promote the 
use of safety equipment. 

“The demand for safety belts 
exceeded our expectations and 
created a shortage as late as last 
November,” he said. “However, 
we have remedied the situation 
and are able to meet present de- 
mands.” 
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Chevrolet Dominates... 


AUTOMOTIVE NEWS, SEPTEMBER 3, 1956 


Market Penetrations 
Analyzed for Ist Half 


By Robert M. Lienert 


Associate Editor 
E of the deepest market 
penetrations ever achieved by 
any make was scored by Chevrolet 
in Alabama in the first half of this 
year—where 34.71 percent of all cars 
registered were of that make. 

Chevrolet so thoroughly domi- 
nated the new-car market else- 
where that Ford was able to 
achieve No. 1 ranking in only one 
state, Nevada, Its penetration 


Haartz Develops 
Rubber-Coated 
Convertible Top 


NEWTON, Mass. — A new type 
of convertible top material has been 
developed by Haartz Auto Fabric 
Co. It has been trademarked Haar- 
tex and is surface-coated with Hy- 
palon, a duPont synthetic rubber 
product. 

The company said that for the 
past year, Haartex has been sup- 
plied to one auto manufacturer for 
original convertible top equipment. 

According to Haartz, the new 
topping can be cleaned, thoroughly, 
quickly and easily with soap and 
water. 

The company said its engineers 
have proved the worth of the new 
material in such tests as heat, cold- 
cracking, abrasion, cleanability, 
toughness and durability. 
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there was 22.82 percent, compared 
with 21.22 for Chevrolet, 

Chevrolet pushed its leadership 
over Ford to the widest margin in 
Alabama—where it led by 11.93 per- 
centage points. 

Ford’s maximum penetration was 
25.86 percent in North Carolina; its 
minimum 17.73 percent in Utah. 
Chevrolet’s smallest market slice 
was 21.00 percent in New York. 

> = * 


HHESE and other detailed aspects 
of the first-half market are pro- 
vided by Automotive News’ state- 
by-state analysis of registrations. 
The accompanying table shows 
how each make and each corpora- 
tion fared in each state, as well as 
on a national average. 

The percentage breakdown 
showed that the Big Three ac- 
counted for 94.62 percent of all 
registrations, with General Motors 
accounting for 51.92 percent; Ford 
Motor Co., 26.92 percent, and Chrys- 
ler Corp., 15.78 percent. 

The Big Three was most success- 
ful in Kentucky and South Carolina, 


where in each case penetration was| where, 
97.45 percent. Other states in which | Massachusetts and Nevada, where | 
the Big Three sold more than 97/ Ojdsmobile ran ahead of both Buick | 


percent of the market included 
Alabama, Georgia, Louisiana, Mis-| 


sissippi, Tennessee and Texas. 
> > > 


| 


T=. the Big Three did best in| 
the South. It was least dominant/| state (but trailing Plymouth) and 


in the Far West, where market running ahead of Plymouth 


included Idaho, New Hampshire, 

Oregon and Wisconsin. 

GM’s best performance was re- 
corded in Alabama, with 58.38 per- 
cent of all new-car registrations in 
the first half being provided by GM 
products. Runnersup were Texas, 
with 58.24 percent, and Louisiana, 
with 57.67 percent. 

Deepest penetration for Ford 
Motor Co. was the 31.62 percent 
chalked up in Arkansas. Other 
strong Ford Motor states were 
North Carolina, 30.60 percent, and 
Nevada, 30.52 percent. 

. * * 


ENNSYLVANIA turned out to 

be a stronghold for Chrysler 
Corp., which achieved a penetration 
of 21.52 percent in that state. Next- 
strongest Chrysler Corp. penetration 
came in New Jersey, 21.19 percent, 
and the District of Columbia, 20.93 
percent. 

States with the smallest market 
for corporate members of the Big 
Three were: GM, 47.20 percent in 
West Virginia; Ford Motor, 21.19 
percent in the District of Colum- 
bia, and Chrysler Corp., 10.38 per- 
cent in Texas. 

Buick was in third place national- 
ly, with 9.52 percent of the market, 
compared with 8.33 for fourth-place 
Plymouth. 

But Plymouth ran in third place 
in 15 states, most of them in the 
New England and Middle Atlantic 
area. 

Buick was in third place else- 
except in Louisiana, 


and Plymouth to take No. 3 spot. 


LDSMOBILE, fifth in the na- 
tional total, was in fourth place 
in 18 states, exceeding Buick in one 


(but 


penetration slid to 90.16 percent in| behind Buick) in 17 states. 


Nevada, 90.71 percent in California) 
and 90.57 percent in Washington. 
Other states to show less than 
92 percent for the Big Three 
> > 


| 


Pontiac, in sixth place national- 
ly, ran ahead of Oldsmobile to 
take fifth spot in seven states. 
Mercury jumped one notch to 
= 

















5,000 Say Thanks 


Chicago Dealers Active 


In Orphans’ Day 


CHICAGO, — Nearly 5,000 or- 
phans, crippled children and de- 
pendent old folks pronounced the 
52nd annual picnic and outing of 
the Orphans Automobile Day Assn. 
a huge success. 

The guests of honor were trans- 
ported to Lincoln Park for a day 
of fun which included refresh- 
ments, rides on park concessions 
and entertainment by stage, radio 
and television performers. 

Many Chicago automobile dealers 
furnished cars to transport the 
partygoers and contributed money 
to assure the success of the event. 
The Orphans’ Day outings began 
when early dealers visited chil- 
dren’s homes and took the young- 
sters for rides. 


sixth from its national rating of No. 
7 in only one state, North Dakota, 
where it stepped out ahead of 
Pontiac. 

Dodge had a deeper penetration 
than Mercury in 11 states, to move 
from its national eighth-place spot 
to seventh. 

Cadillac moved up one place from 
No. 9 by exceeding Dodge in Florida 
and Nevada for eighth place. 

Chrysler topped Cadillac in 11 
states to take ninth place, and was 
bumped from 10th to 11th by DeSoto 
in 13 states. 

DeSotot beat Chrysler and Cadil- 
lac to hop from 11th to ninth posi- 
tion in four states, and beat Cadillac 
but trailed Chrysler in five states. 

= * * 


TUDEBAKER, lodged in 12th 
place in overall standings, 
jumped three positions to take 
over No. 9 spot by surpassing the 
penetration of Cadillac, Chrysler 
and DeSoto in seven states. 
Studebaker settled for No. 10 
spot in 12 states. It ran ahead of 
* > 


Here's How Car Makers Fared on Percentage of Industry 
In the Various States in First Half ‘56 


Computed by Automotive News 
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DeSoto, but not Chrysler, in nine 
states, ahead of Chrysler but not 
DeSoto or Cadillac in two states, 
and ahead of Cadillac but not De- 
Soto or Chrysler in one state. 

Only other make to hit the Top 
Ten in any state was Nash, which 
claimed ninth place in seven stateg 
and No. 10 position in two addi- 
tional states. (Nash came within 
0.01 percentage points of taking 
over No. 8 place from Dodge in its 
home state of Wisconsin.) 

* * + 
Or A make-by-make basis, mar- 
ket penetrations ranged from 
weakest to strongest as follows: 

Hupson—0.06 in Delaware to 2.14 
in Idaho, and NasH—0.26 in Mis- 
sissippi to 4.02 in Wisconsin. 

CurRYSLER—0.87 in Oklahoma to 
3.05 in New Jersey; ImperiaL—0.05 
in Kentucky to 0.30 in Nevada; 
DeSoto—0.87 in Arkansas to 3.00 in 
New Jersey; Dopce—2.18 in Ala- 
bama and Louisiana to 4.96 in 
West Virginia, and PiymMoutH— 
5.78 in Texas to 13.19 in the Dis- 
trict of Columbia. 

Forp—17.73 in Utah to 25.86 in 
North Carolina; Linco.n—0.34 in 
Mississippi to 1.30 in Nevada; 
Mercury—3.37 in the District of 
Columbia to 6.73 in Utah, and 
CoNTINENTAL—less than 0.01 in 
Arkansas, Delaware and North 
Dakota to 0.12 in Nevada. 

Buick—6.79 in Arkansas to 11.07 
in Utah; Capimiac—1.25 in West 
Virginia to 3.31 in Michigan; Cuev- 
ROLET—21.00 in New York to 34.71 
in Alabama; OLpsmosiLe — 5.76 in 
Arizona to 10.10 in Massachusetts, 
and Pontiac—3.77 in North Dakota 
to 7.96 in Louisiana. 

Packarp—0.15 in South Carolina 
to 1.05 in Nevada, and SrTupEBAKER 
—0.90 in Kentucky to 3.19 in Nevada. 

MIscELLANEousS—0.14 in Mississippi 
to 5.30 in California. 

” * 
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They’re Efficient and Have Patience... 


Girl ‘Car Shifters’ a Hit at Allen’s 


By Ed Brown 
Staff Correspondent 

NEW YORK. — It’s 5:10 p.m., and 
you’re waiting impatiently for the 
Don Allen Mid-Town Chevrolet “car 
shifter” to deliver your car. 

But as one of the petite young 
female car shifters steps out of your 
car in her agreeably fitting white 
blouse and dark blue slacks, and 
demurely hands you the key, it’s a 
certainty your trip home is that 
much pleasanter, traffic or no! 

Allen has employed girls as car 
shifters for four years now, and 
has found the experiment so suc- 
cessful that it is being extended 
to other dealerships under his 
control in the east. It is doubtful 


| Jean Leucchesi, Joan Andrea, both 





that there are any sacred pre- 
cincts left to the male of the 
species, with this last invasion, 
but public reaction would indicate 
that is all to the good. 

It is estimated that almost 95 
percent of the customers at the Don 
Allen’s operation are men. Although 
they are invariably surprised with 
their initial encounter, the pleasure 
is nearly uniform. 

Allen employs four girls in his 
service station. Three are shifters— 

More than 125,000 persons read AUTO- 
MOTIVE NEWS every week! 


Obituaries 


Ray B. Wilson, 58, 
Clayton Sales Chief 


DETROIT. — Ray B. Wilson, 58, 
sales manager of the dynamometer, 
steam cleaner and chemical prod- 
ucts division of Clayton Mfg. Co., 
died Aug. 29 in 
his home here. 

Prior to joining 
Clayton in 1955, 
Mr. Wilson was 
chief engineer 
and later sales 
manager of Al- 
len Electric and 
Equipment Co. 
He suffereda 
heart attack some 
time ago. He en- 

Ray B. Wilson tered the automo- 
bile business as a tester in 1916 
with the Greenlease Motor Car Co. 
in Kansas City. 





* * 


Charles A. Fisher, 58, 


Fargo Regional Chief 

ROYAL OAK, Mich. — Services 
were held here Thursday for Charles 
A. Fisher, 58, Fargo truck regional 
manager, who died in Kansas City 
Aug. 26. 

Mr. Fisher had spent 18 years 
with Chrysler Corp. in Detroit be- 
fore becoming Fargo’s_ regional 


Manager. 
7: * 


James B. Webber Jr., 


Director of Ford Motor 
GROSSE POINTE, Mich.—James | 
B. Webber jr., 44, executive vice-| 





auburn haired, and Margaret Fitz- 
simmons, blond. Tyle Wilson, an- 
other blond, is control tower opera- 
tor, a promotion from her former 
car shifter’s job. 


Most men take to the novelty of 
the situation like good sports, ac- 
cording to the girls, although occa- 
sionally they do run across a man 
who exhibits something less than a 
gallant attitude toward their ability. 
As illustration, they are often re- 
quired to drive a customer to his 
place of business and then return} 
to the shop with the car. Infre-| 
quently, they encounter a man who 
refuses to allow the girls to pilot 
the car through heavy midtown 
traffic, the men assuming the posi- 
tion at the helm, like all good ship| 
masters. 

In a typically feminine way, the 
girls appear to recognize this at- 
titude as a manifestation of the 
male’s pride and treat it as a 
mother would her young son. 

According to Chuck Willis, Allen’s 
service manager, girls are used ex- 
clusively in these positions for a 
variety of reasons, among the most 
important being that the girls are 
efficient, hard working and, most 
gloriously of all, patient. When 
Tyle Wilson, tower operator, calls 





president of J. L. Hudson Co. and a 
director of Ford Motor Co., died 
unexpectedly at his summer home 
last week. Hudson’s is Detroit's 
largest department store. 

Mr. Webber had been closely as- 
sociated with Henry Ford II, presi- 
dent of Ford Motor Co., in civic and 
business activities. He also had been 


a trustee of the Ford Foundation. 
~ ” = 


Charles Habich Jr. 
CHICAGO.—Charles Habich jr., 52, part 
owner of Habich Brothers Motor Sales 
(Ford), Blue Island, died Aug. 23. He had 
been an auto dealer for more than 30 
years. 
* * * 
G. E. Hodges 
DETROIT.—G. E. Hodges, 87, retired 
founder of Hodges Auto Sales, Inc. (Dodge- 
Plymouth), in suburban Ferndale, died Aug. 
27 at his home in Clawson, Mich, 
* * * 


Charles T, Leonhardt 
LOUISVILLE. — Charlies T, Leonhardt, 
52, a used-car dealer in nearby Jefferson- 
town, Ky., died Aug. 23. 
* * 


Eugene A. Tabott Sr. 
PASCAGOULA, Miss.—Eugene A. Tabott 
sr., 57-year-old retired Ford dealer, died 
Aug. 20, following a heart attack. He was 
a native of Osceola, Ia. 
* * . 


Samuel P. Thwing 

SEATTLE.—Samuel Prentiss Thwing, 60, 
an automobile dealer for many years, is 
dead. He recently was a partner in Hal 
Steiner Buick Co. and formerly operated 
his own dealership. Mr. Thwing was a na- 
tive of Wrangell, Alaska. 

* * * 


Ralph C. Weaver 
PORTLAND, Ore.—Ralph C. Weaver, 52, 
who for many years was associated with 
dealerships in Portland and Seattle, is dead. 
Mr. Weaver was a native of Sumner, Ill. 








Mercury's Dallas Sales Staff— 


Members of Mercury's new sales team in Dallas are, from left, J. C. Gates, for- 
merly of the Southern regional office in Atlanta, now assistant Dallas district sales 
Manager; W. D. Woods, formerly of Houston, now Dallas district sales manager; J. 
F. Giles, formerly Dallas district manager, promoted to special assistant to the 
Southern regional sales manager; W. A. Toms, Southern regional sales manager, and 
George S. Coats, assistant general sales manager, field operations. 
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for a car which happens to be be- 
hind 15 other automobiles, the girl 
assigned the task goes about her 
chore calmly but resolutely. 

The dimension of the undertaking 
appears never to disconcert the 
girls, whereas men often become 
impatient, leading to minor scrapes 
and accidents. 

Personality and neatness of ap- 
pearance also rank high among the | 
reasons for employing girls, because| @ 
of the impression this creates and| 9 
maintains in the customer’s mind. 
It is all calculated to tie in with) 
that unique flavor of finesse which 
only a woman’s touch can leave. 

Along with the above two re- | 
quirements, driving ability is a | 
prime prerequisite to employment | 
of the girls. When an applicant is 
being considered for a position, 
she is first given a grueling road 
test. When some of her nervous- 
ness has disappeared, she is 
brought into the service station 





| 


| fifth anniversary “Sela-bration." 





| "Sela-bration’ Nets 188 Sales— 


H. J. Caruso, Inc. (Dodge-Plymouth), Compton, Calif., is “packing ‘em in” at its 
Reporting a heavy turnout of visitors, the owner, 


and put through a routine of 
snaking in and out of difficult 
spots, which would defeat many 


H. J. Caruso, says the dealership is well on its way to setting an anniversary sales 
record. First 10 days of the carnival netted 188 sales. Above, Al Caruso, drives the 
the Tinkertown trolley which is featured each weekend for children attending the 


expert male drivers. 


festivities. 





“Their expertness must extend to 
the handling of trucks, also,” Willis 


explains. “It seems unusual to se Kansas Dealers to Hear 


one of these youngsters snaking a 
tractor and trailer into the service 
station, expertly, calmly, and judi- 
ciously, but they are really great 
at it.” 

Resentment towards the girls in} TOPEKA, Kans. — Three out- 
the service department on the part) standing figures in the field of fac- 
of the men employed there is non-| tory-dealer relations will address 
existent, Willis claims, adding that| the 25th annual convention of the 
the men work better with the girls} Kansas Motor Car Dealers Assn. 
than has been true in a strictly) Oct. 3-4 at the Baker Hotel, Hutch- 





stag atmosphere. 
Although the dealership tries to 
discourage tipping on the part of 
> * & 


Car ‘Shifter'— 


Here's Jean Leucchesi, one of the three 
femal car “shifters employed at 
Allen Midtown Chevrolet, New York. 
They're rated a big success. 

* * m 
the customer, 
estimated that the girls fare better 
in this particular department than 
a man could ever hope to. 

As a group, the girls have one 
thing in common. They all “just 
love automobiles.” Two of them 
have college backgrounds, and one 
is saving to continue her education 
with a view toward obtaining her 
master’s degree. 

Two of the girls are also inter- 
ested in the actual mechanics of 

the automobiles’ operation, al- 
though they admitted having no 
ambitions as mechanics. 

The girls have varied futures in 
mind. Miss Wilson was recently 
promoted to control tower operator 
when the vacancy appeared, be- 
cause of her calm, precise, patient 


attitude. In addition, her job as car| - 


shifter had so thoroughly ac- 
quainted her with the time ele- 
ments involved in the operation of 
the various departments, and the 
time consumed in elevators and on 
ramps, that she was just a natural 
for the job. Willis has only the 
highest praise for the manner in 
which she has acquitted herself. 

Another vacancy appeared on the 
staff recently when one of the shift- 
ers married a policeman she had 
met “on the job.” 


Don | 


it is conservatively | 


inson. 

They are Ivan L. Wiles, General 
Motors executive vice - president; 
Frederick J. Bell, NADA executive 
vice-president, and Senator A. S. 
Mike Monroney, Oklahoma Demo- 
crat. 

Theme of the convention is 
“Dealer Profit Control,” and dealers 
have been urged to bring their key 
employes to take part in a panel 
discussion on this subject. The dis- 
cussion will be patterned after 


Seattle Dealers 
Set Show Dates 


SEATTLE. — L. E. Belcourt 
(Studebaker) has announced that 
the Seattle Automobile Dealers 
Assn.’s auto show will be held Jan. 
4-13, 1957. 

Belcourt said that the site of 
next year’s show will be the Civic 
Auditorium which, he said, will 
give more floor space, a stage and 
oe parking facilities. 








|Chieago Assn. Warns 


Of Bad-Check Passer 

CHICAGO. — The Chicago Auto- 
mobile Trade Assn. has issued a 
| warning concerning an alleged bad- 
check operator. It identified him as 
Edward L. Adams, 40 to 50 years 
old, five feet, nine inches tall and 
weighing 200 pounds. 

The CATA said he last was seen 
driving a gold and ivory 1953 Pon- 
tiac hardtop. The association bulle- 
| tin said he paid $1,500 for a used 
car with a forged cashier’s check 








Bank, Fort Worth. 





| for $2,000 on Continental National | 


Monroney, Bell, Wiles 


NADA’s working conference pro- 
gram. 

A. D. Rayl is convention chair- 
man. Other committee members are 
J. M. O'Mara, vice-chairman; Ros- 
coe Hambric, and Gilbert Broxter- 
man. 


Washburn Named 
Chief of Southern 


California Dealers 


LOS ANGELES. — Shelton B. 
Washburn, Santa Barbara, has been 
elected president of the Motor Car 
Dealers Assn. of Southern Cali- 
fornia. He succeeds Wilson H. 
(Lou) Albertson, Culver City. 


Other officers are J. D. Morris, 
Bakersfield, vice-president; Lonnie 
Hull, Los Angeles, treasurer, and 
Dan R. Ashcraft, Beverly Hills, sec- 
retary. Charles H, Elmendorf con- 
tinues as executive secretary. 

Area directors are: Joe Brown- 
ing, Alhambra- Pasadena; George 
Byrum, Burbank-Glendale; Wes 
Gordon, Huntington Park; Albert- 
son, Bay District; Harry L. Swan- 
son, Long Beach; R. L. Hildom, 
San Pedro-Wilmington; H. J. Mc- 
Allister, Whittier-Pomona; William 
Hinderks, Imperial County; Robert 
Helgeson, Riverside County; Harold 
Utschig, San Diego County; Sid 
Nichols, San Luis Obispo County, 
and Spencer T. Honig, Hull and 
Ashcraft, Los Angeles. 


Sunday Closing OK’d 

SAN FERNANDO, Calif.— The 
Valley Motor Car Dealers Assn. 
have voted to remain closed on 
Sundays, according to James Cross, 
president. He said the announce- 
ment was made “in answer to a 
contrary statement issued by a 
group not connected with the auto- 
|mobile business.” 





New Home for Nalley Chevrolet— 


A red brick and flagstone building, foreground, houses the showroom, offices and 
customer lounge for Nalley Chevrolet, Atlanta. In the background is a separate service 
building containing 26,000 square feet. Both buildings are situated on an 1!1-acre 


tract. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 
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Week Week dan. 1 Jan. 1 
Ended Same Ended Total To To 
Sept. 1, Week, Aug. 25, Output, Sept. 3, Sept. 1, 
1956 1955** 1956* August 1955** 1956 
AMERICAN MOTORS.. 800 229 301 2,051 123,512 67,945 
IIIA i vesnapblsceconisevsisess 200 54 87 487 39,452 19,457 
SEL? dee scigbirvatidunptuttbocivtion 600 175 214 1,564 84,060 48,488 
CHRYSLER CORP. .... 649 6,387 7,095 51,836 955,354 600,263 
ES seventies 61 67 4,520 124,065 79,236 
DeSoto 649 239 1,786 7,335 89,003 71,190 
ED) Sascsdreincdsentvneece 1,723 anstntes 9,449 207,466 136,455 
Plymouth .... reddbslaiin 4,364 5,242 30,532 534,820 313,382 
FORD MOTOR. .............. 4,158 3,004 4,683 87,598 1,498,939 1,102,131 
Continental .................. 8 12 50 _— 1,133 
Ford 1,551 66,601 1,180,789 884,094 
ER eS 300 833 198 498 24,072 32,502 
Mercury ........................ 3,860 620 4,473 20,449 294,078 184,402 
GENERAL MOTORS .. 53,298 75,004 58,098 258,634 2,838,435 2,206,410 
Buick . 8,133 14,160 9,963 43,827 567,486 402,454 
Cadillac ....... 3,200 3,251 3,205 14,559 111,182 110,732 
Chevrolet ..........:.... . 31,000 35,423 930,799 139,564 1,289,760 1,136,408 
Oldsmobile ..... 6,465 11,675 8,070 35,224 453,632 318,539 
EE (05 2icsvteesen spends 4,500 10,495 6,061 25,460 416,375 238,277 
S-P CORP. ........ 1,298 72 3,023 138,801 67,317 
_ wesaniivn se é 53,356 13,289 
Studebaker 1,298 72 3,023 85,445 54,028 
Total Cars, U. S. ........ 58,905 85,922 70,249 403,142 5,561,720 4,044,066 
*Revised 


**Totais for 1955 include Kaiser-Willys production. 
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Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
Sept. 1, Week, Aug. 25, Output, Sept. 3, Sept. 1, 
1956 1955* 1956* August 1955* 1956 
CHEVROLET ................. 6,200 8,125 6,449 30,652 276,352 252,572 
| 110 108 109 483 3,694 3,478 
DIVCO 60 80 60 276 2,528 2,633 
DODGE ............... 2,050 scinatens 1,802 8,549 71,701 62,439 
EEE 7 pvtecch ceed 3,300 1,149 3,256 22,371 246,183 208,151 
BE odnssensncice 1,420 2,219 1,674 7,133 70,054 64,322 
INTERNATIONAL ..... 2,625 140 2,402 10,871 91,009 93,716 
Re sccizimcagiaes 410 308 406 1,597 9,920 12,817 
SE Mbt Listen cusinteqvacertelocteence 5 127 72 382 3,669 2,649 
STUDEBAKER.  ............ 280 288 524 1,865 13,073 9,786 
WHITE ....... 360 368 357 1,439 10,428 12,082 
IIE baiagiidavsccstddecnsovetsane 1,400 1,888 1,399 4,079 50,392 40,470 
MISCELLANEOUS*** 48 60 48 221 2,459 1,634 
Total Trucks, U.S. .... 18,338 14,860 18,558 89,918 851,462 766,749 
Total Cars, Trucks, 
STUMEE dsticsuiesnenbtegtocagedeies 77,243 100,782 88,807 493,060 6,413,182 4,310,815 
Total Cars, Trucks, 
Canada ............... 260 5,015 464 17,085 362,296 341,780 
Grand Total, 


Cars and Trucks, 


U. S. and Canada.... 77,503 105,797 


89,271 510,145 6,775,478 5,152,595 





*Revised. Miscellaneous includes Corbitt, Marmon-Herrington, Brockway, Four Wheel 


Drive, Federal, etc. 


N.B.: All U. 8. totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White Totals. 





EVANSTON, Ill. — Northwestern 
University’s Transportation Center, 
which the school says was organ- 
ized to meet the need for a fresh 
and integrated approach to trans- 
portation problems of increasing 
complexity, will open Oct. 5. 

The center will operate within 
the administrative framework of 

the university and will have “sub- 
stantial support” from all seg- 
ments of the transportation in- 
dustry, Northwestern said. 

In addition to providing research 
and consultative services, the cen- 





210 Renaults Reach 
U.S. in One Batch 


NEW YORK. — One of the 
largest single shipments of French 
cars ever to arrive in the U.S. was 
unloaded last week. It consisted 
of 210 Renaults, shipped on the 
Pont L’Eveque. 

Usually, from 50 to 100 cars are 
sent from France to America at 
one time. All the 210 autos have 
been allocated and will be shipped 
direétly to dealers from a French 
Line warehouse. 


Transport Center to Open 


Northwestern U. Facility Seeks to Provide New 
Approcch to Industry’s Ills 


ter will offer undergraduate courses, 
courses leading to a master’s de- 
gree and special courses for person- 
nel in the transportation field. 

Its organizational plans call for a 
staff of 50 and an ultimate annual 
budget of $1.5 million. It also seeks 
to develop the most complete trans- 
portation reference library in ex- 
istence. 


Director of the center is Frank- 
lin M. Kreml, who is on leave from 
Northwestern’s Traffic Institute, 
which he founded. Krem] is a briga- 
dier general in the organized re- 
serve of the Army Transportation 
Corps. 

Chairman of the 22-man advi- 
sory committee is Fred G. Gurley, 
president, Atchison, Topeka & 
Santa Fe Railway Co. Committee 
members represent the railroad, 
airline, waterway, pipeline and. 
highway-transportation fields. 
Among them are H. E. Humph- 
reys jr., president, U. S. Rubber Co.; 
Paul G. Hoffman, former chairman, 
Studebaker-Packard Corp.; Roy C. 

Ingersoll, chairman and president, 
Borg-Warner Corp.; Cyrus R. Os- 
born, vice-president, General Motors 
Corp.; E. G. Plowman, vice-presi- 
dent, U. S. Steel Corp.; Frank O. 
Prior, president, Standard Oil Co. 
(Ind.), and Rawleigh Warner, board 
chairman, Pure Oil Co. 


Changeovers, Holiday 














Production at 22-Month Low ... 


Cut Output Further 


(Continued from Page 1) 


Packard is tentatively scheduled 
for December. 
* * * 

AST week’s production of an 
4 estimated 58,905 cars was 53.1 
percent below Automotive News’ 
three-year index for auto output 
and 16.1 percent under the previous 
week’s 70,249 assemblies. Output for 
the week ended Sept. 1 dropped | 
31.4 percent below the 85,922 cars 
assembled during the same week a/| 
year ago. 

The decline during the final 
week of August held the month’s 
output to an estimated 403,142 
units—a 10.2 percent drop from 
July’s output of 448,805 units and 
a 344 percent decline from the 
614,493 cars built during August 
a year ago. 

General Motors accounted for 
64.2 percent of total industry out- 
put during August to record its 
largest share of production since 
the changeover period of 1955. Ford, 
with its Ford and Lincoln divisions 
down part of the month, produced 
21.7 percent of the total. Chrysler, 
12.9 percent; Studebaker-Packard, 
0.7 percent, and AMC, 0.5 percent. 

- * * 
= reason for the industry’s 

16 percent decline from the pre- 
vious week were shortened sched- 
ules at GM’s seven B-O-P plants. 
The field plants worked an average 
of three days each last week, 
while the home plants of Buick, 
Oldsmobile and Pontiac worked}! 
their normal five-day schedules. 

The decline dropped Buick’s 
output from 9,963 units in the 
previous week to 8,133 last week; 
cut Oldsmobile from 8,070 to 6,- 
465, and saw Pontiac output 
dwindle from 6,061 to 4,500 units. 
Cadillac dropped from 3,205 to 3,- 
200 units, but Chevrolet upped 





Colorado Paroles 
Ex-Dealer Ward; 
U.S. Prison Next 


DENVER, — Fred Ward, former | 
Hudson distributor in the Denver 
area, will walk out of the gates of 
the Colorado State Penitentiary at 
Canon City next Thursday (Sept. 
6), but federal officers will be on 
hand to place him in another 
penitentiary. 

The 48-year-old former dealer 
was granted parole by the State 
Parole Board; effective Sept. 6, 
against his own wishes. Ward told 
the board he preferred to remain 
in the Colorado penitentiary until 
his minimum of a seven-to-10-year 
sentence was up May 5, 1961, be- 
cause “time is tougher to do in 
Leavenworth than in Colorado.” 

Ward's 12-year federal sentence 
for mail fraud runs concurrently 
with his state sentence. Thus, he 
will have served almost three years 
of his federal sentence when re- 
leased. Ward began serving time in 
the state penitentiary Dec. 9, 1952. 
He was found guilty in state court 
on several charges, including con- 
fidence game, fraud, perjury, con- 
spiracy, false pretence, embezzle- 
ment, forgery and additional 
charges. During his almost three 
years at the state penitentiary, 
Ward was able to conduct several 
business enterprises and pay back 
some of the $1.5 million to his 
creditors. 

By granting the parole, the state 
shifted his cost over to the federal 
government. He could possibly be 
paroled by the Federal government 
Dec. 29, 1961. 





Tradein Costs OK 


VANCOUVER, Wash.—The Van- 
couver City Council has given final } 
approval to an ordinance which 
will allow automobile dealers here 
to deduct from their gross income 
the cost of trades taken in on sales. 
This amends the city’s business 
and occupation tax ordinance, 
passed in its present form in 1954. 


|to changing over to 


its schedules from 30,700 units 
the previous week to 31,000 last 
week. 

The B-O-P declines dropped GM 


| corporate output from 58,098 units 


a week earlier to 53,298 last week. 


* * * 


ESOTO built 649 cars the first | 


two days of last week and then 
went into.an inventory period prior 
57 models. 
The previous week saw DeSoto 
turn out 1,786 cars; Chrysler, 67, 
and Plymouth, 5,242, Chrysler and 
Plymouth completed their ’'56-model 
runs the previous week. 

Although Lincoln has returned 
to production, Ford Motor out- 
put isn’t expected to rise for at 
least another week due to build- 
outs at Mercury. The division 


Michigan Toll Road 


Plans Are Shelved 


DETROIT.—Facing direct com- 
petition from state highway 
proposals and unable to market 
revenue bonds, the Michigan 
Turnpike Authority has voted to 
maintain only skeleton operations. 





When the Turnpike authority | 


first proposed a 113-mile toll road 
from Rockwood (near the Ohio 
line) to Saginaw, the state high- 


way department countered with | 
plans for its own free road along | 


a nearby route. The resulting con- 
fusion left the authority high and 
dry. 


aT eS YL: 





— 


closed out ’56 model output the 
previous week at St. Louis and 
Los Angeles and last week at 
Metuchen, N. J. The Wayne 
(Mich.) plant, however, will con- 
tinue assembly operations for at 
least another week. 
Mercury was Ford's chief pro. 
|ducer last week as its Wayne and 
|Metuchen plants turned out 3,850 
|of the company’s 4,158 cars. The 
previous week the division as. 
sembled 4,473 of the 4,683 cars 
turned out by Ford Motor. 
| x * ~ 
| ee produced 300 cars last 
week, as compared with 198 in 
|its first week of '57 model output, 
| while Continental, down for two 
days for inventory, assembled only 
eight cars last week, as compared 
with 12 the previous five days 

AMC turned out 800 cars in its 
first week of ’57-model produc- 
tion last week, The previous week 
the division built 301 models, 
Nash’s assemblies last week to- 
talled 600 units, compared with 
214 the previous week, while 
Hudson jumped from 87 to 200 
units. 

Truck manufacturers turned out 
an estimated 18,338 cars last week. 
The previous week saw the manu- 


facturers assemble 18,558 trucks. 
* * * 


| ¢&' TUDEBAKER closed out produc. 
tion of 56 model trucks on Wed- 
nesday, but Ford continued output 
|at its Mahwah (N. J.), San Jose 
| (Calif.), Louisville and Highland 
Park (Mich.) plants. 
| Canadian output totalled only 
260 units last week, since Inter- 
national Harvester was the only 
maker in operation. All other 
manufacturers were down for va- 
cations or changeovers, but are 
expected to return to operation 
next week. 
The previous week saw the Ca- 
|nadian makers turn out 464 units. 
International was credited with 
320; Ford built the remainder. 


Lee 
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Reaching an estimated 150,000 readers engaged in all branches of the nation’s 


automotive industry. RATES 
INSERTION. POSITION WANTED ADS, 


TWENTY-TWO CENTS 
lle PER WORD. PAYMENT IN ADVANCE OF 


22<) PER WORD FOR EACH 


INSERTION REQUIRED. Ads may be signed with full name and address at regvlor 


rates. Add 


Box Number ads are forwarded to advertiser 
TEN DAYS IN ADVANCE OF PUBLICATION DATE 


column inch. CLOSING 


eM i eee 
WANT AD DEPT 
HELP WANTED 


BUSINESS MANAGER. Volume Ford 
dealer, located Louisiana key city, con- 
sidering applications experienced business 


DETROIT 





manager. Attractive permanent opportuni- | 


ty to person who qualifies. Give complete 
details first letter. 


News, Detroit 26. 





SOUTHERN CALIFORNIA General Motors 


dealer has opening for both a new and a/| 


used car sales manager. Both men must 
have outstanding record as merchandisers. 
be able to train, develop and lead their 
sales forces to produce volume under 
sound ethical policies. Must have back- 


ground that will stand rigid investigation | 


as to character, ability, ambition, etc. 
Both positions offer moderate salary plus 
substantial bonus based on results. Write 
fully enclosing photo, Replies held confi- 
dential. Box 6433, c/o Automotive News, 
Detroit 26. 


WANTED—OFFICE manager, 300 car deal- 
ership in Florida, Prefer man familiar 
with automobile accounting and experi- 
ence in purchasing automobile retail con- 
ote. Reply P. O. Box 3002, Tampa, 

la. 





One Dollar ($1) per insertion for use of a box number 


AUTOMOTIVE NEWS 


Will receive confiden- | 
tial treatment. Box 6431, c/o Automotive | 


Replies to 
unopened. Display ods: $12.30 per 


Contract 


2666 PENOBSCOT BUILDING, 
yi 





HELP WANTED 
DISTRICT MANAGERS WANTED. We 
have openings for managers in several 
midwestern cities. Fast growing company. 
We inspect and guarantee the mechani- 
cal condition of cars sold by new car 
dealers. When a car is sold by a dealer 
using our service, the purchaser receives 
| a twelve months’ insured guarantee. 
| Automobile dealer acquaintance helpful. 
State qualifications and references. Age 
30 to 50. Mail applications only will be 
considered, Certified Cars Corporation, 
3555 W. Peterson Ave., Chicago 45, Ill. 
GENERAL MANAGER. Opportunity to as- 
sume full management responsibility vol- 
ume Ford dealership prosperous southern 
city. Attractive compensation with oppor- 
tunity to invest from bonus earnings. 
Reply in confidence, giving complete out- 
line business experience and personal 
history. Box 6432, c/o Automotive News, 
Detroit 26. aoe 
FLEET SALES MANAGER. ‘“‘Big 3°’ deal- 
ership—Philadelphia. Opportunity unlim- 
ited with salary and commission. Give 
experience, references, age and a recent 
photo in first letter. Our organization 
knows of this advertisement. Box 6409, 
c/o Automotive News, Detroit 26. 


EXECUTIVE OPPORTUNITIES 


IN THE CESSNA 


SALES DIVISION 


REGIONAL SALES MANAGERS 


Executive management experience necessary in initiating and admin- 


istering sales programs. 


Experience necessary in management at the zone level. 


Aircraft experience desired. 


CESSNA 


If you meet these requirements and are interested in an unlimited opportunity 


with the World's Leading Producer of Executive Aircraft, send your resume and 
recent photograph to the Professional 
Aircraft Company, 5800 East Pawnee Road, Wichita, Kansas. (No phone calls, 


please.) 


Placement Supervisor, Dept. AN, Cessna 
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Detroit 26. 


— 
t the HELP WANTED POSITION WANTED 
‘ TREASURER. HIGH VOLUME Oldsmobile} PARTS MANAGER—Chevrolet. Presently 
) and @alership. Excellent opportunity for the| employed, 12 years’ experience with 
‘k at fzh. man. Compensation commensurate medium size dealer in Pennsylvania. Good 
Lyne with experience and ability. Send com-| references. Would like to relocate some- 
z plete resume and snapshot to Mr. L. C.| where in Florida. Married with family. 
con- Lee, Story Oldsmobile Inc., 315 S, Capitol| Write Box 6438, c/o Automotive News, 
1 
| 


or at Ave., Lansing, Michigan. 





| SERVICE MANAGER-—Seasoned with fac- 





—_—_—_— 
f pro- tory distributor dealer operations and 
le and sales training experience for volume GM, 
2 Treasurer and Cadillac, Oldsmobile operation. Customer, 
Th . employee relations, owner follow-up, serv- 
3. e | ice promotions, car—get ready, tower 
»n as. Accounting Manager control, dynamometer analysis, sober re- 
: ‘ . liable, conscientious, triple A references. 
cars An exceptional opportunity for a long term Ready to act. . . now. Box 6439, c/o 


position is now available with one of the Automotive News, Detroit 26. 
largest GM dealers in the midwest. Appli- GENERAL MANAGER OR sales manager 
rs last aid P with a hard hitting reliable auto dealer- 
198 in cants must be thoroughly familiar with GM ship in Florida. Will take charge, 17 
years’ experience in all phases of dealer- 


utput, accounting system, corporate taxes and in- ship, 12 years’ finance experience with top 


r two surance. Exceptional compensation under con- finance company. 42, married, average 
d onl - . family Only interested in permanent 

y tract to one who qualifies. Please reply with position. Available immediately. Now em- 
ipared ployed in Florida. Box 6440, c/o Auto- | 


ys complete resume and photograph to Box mhotive Weews, Detroit 20 
in i 9 ¢</o Automotive News, Detroit 26. 
= oa a0 DEALERSHIPS AVAILABLE 





oduc- —__—— 

DEALERSHIP HANDLING Pontiac. Well 
week established, 100 to 125 normal contract. 
odels, Small town in fastest growing, most at- 


k to- GENERA L tractive part of central Florida. Will sell 


or lease very adequate building. Health, 








with ’ 
. reason for selling. Box 6404, c/o Auto- 
h ile M A N A G E R motive News, Detroit 26. 
. High volume Chevrolet dealer in Detroit | pbDeALERSHIP AVAILABLE handling Buick 
: General Manager. in south Mississippi. Three counties in 
ed out pela ™ territory Will sell or lease building. 
week $25,000 salary. Profit sharing. Opportunity $10,000 will handle equipment and parts. 
2 ; : Write Box 6397, c/o Automotive News 
manu- to own interest in company. Detroit 26 — 
icks. : ane 
Applicant must have justifiable record for PROFITABLE ACCOUNT handling Nash 
roduc- consideration. Give complete detailed 125 car contract in central Pennsylvania 
Ww business record and accomplishments. No 100,000 trading area. Long term lease 
1 Wed- : : : d “shout . No accounts payable or receivable, Used 
output investigations will be made without you car inventory optional. Excellent service 
7 Jose consent. department. 70% absorption. Health rea- 
. son for selling. Box 6417, c/o Automotive 
ghland Box 6446 </o Automotive News News, Detroit 26 
Detroit 26. 
only DEALERSHIP NOW HANDLING Chevro- 
y let Cadillac, Oldsmobile at Key West 
Inter- pom eee Florida. In business 19 years, Retiring, il! 
only POSITION WANTED health. Factory approval necessary. Will 
mewn = APEC ane b . ; sell or lease real estate. Write A. L. Mul- 
ther 9 avToMOTIVE OFFICE manager. 16 year berg, 419 Caroline St., Key West, Fla 
or Va- experience, business management, operat- 
t are | _ ing controls. P. O. Box 551, Colfax, Calif. nexateRsHIP NOW HANDLING Dodge- 
ration TRUCK MANAGER, experienced. Prefer Plymouth. Modern building. Will sell or 
Chevrolet deal. Best references. salary lease. Only dealer handling Chrysler prod- 
an bonus arrangement. Bonus to remair ucts in city about 10,000, Nearest Dodge 
1e Ca- in business if possible. Available in 3 to dealer over forty miles. Near $300.000,000 
units 60 days, Box 6410, c/o Automotive News, construction project, just started, Will sell 
> : Detroit 26 right Retiring. A real opportunity for 
with GENERAL MANAGER with proven ability aggressive dealer Box 6418, c/o Automo- 
r. to handle all phases of a large dealershiy tive News, Detroit 26 
Interested in an operation that needs the ~ ween ; . : 
services of a $20,000 a year manager.| DEALERSHIP AVAILABLE handling 
Will consider working on a long term buy Buick in western Pennsylvania, Handling 
out plan or will run the dealership on a 250 cars per year. Lease available _All 
profit sharing program. My qualifications equipment new, no obsolete parts. Write 
and reputation will stand rigid investiga- Box 6442, c/o Automotive News, Detroit 
tion. Box 6411, c/o Automotive News 26 
Detroit 26 DEALERSHIP AVAILABLE handling dual 
YOUNG MAN, AGE 35, experienced in every Cadillac, In valley of Virginia. Capitaliza- 
phase of dealership management. Mar- tion requirement $35,000. Parts and equip- 
ried, family, college graduate. Excellent ment for sale about $16,000. Economy 
record as sales manager-general manager supported by agriculture, , industry and 
Best character and financial references educational! institutions. Present _owner 
Seeks sales manager job or buy out plan. purchasing bigger deal Reply Box 6443, 
Coult make investment. Prefer Texas|_ ¢/0 Automotive News, Detroit 26. 
jocation with Ford or Chevrolet. Details DEALERSHIP NOW HANDLING Rambler 
confidential. Box 6412, c/o Automotive in the city of Milwaukee. Excellent loca- 
News, Detroit 26 tion established many years. Building and 
GALES MANAGER. Young. now managing used car lot approximately 20,000 square 
one of south’s largest Chrysler deals. feet. ample space for parking. Parts and 


equipment only $30,000. Rental $500 per 
month. This is an excellent opportunity to 
get into a going business easy. Owner re- 


Capable of training adequate sales force 
and building volume on profitable basis 
Know how to operate one way only and 

















that is in the “‘black."’ Have good reason tiring. Write Box 6444, c/o Automotive 

for changing. Consider any deal, prefer News, Detroit 26. 

Florida. Box 6434, c/o Automotive News, OPPORTUNITY FOR SOMEONE who can 

Detroit 26 qualify for franchise handling Ford in 
—__- | SALES MANAGER POSITION wanted west| Prosperous central Texas town. Owner 
'D. We or southwest. Age forty-five. personable. deceased. Present facilities available for 
several married. Over twenty “years’ experience immediate occupancy with lease on facili- 
ompany. in automobile sales and management. To ties. Wire or telephone Mrs. H. P. Man- 
nechani- operate with the knowledge that honest ske, Phone 2093, McGregor, Texas. 
hew car tactics and hard work makes for more 
a dealer volume and better profit. Prefer Ford or 
receives Chevrolet up to one thousand operation 
Snetel Box 6435. c/o Automotive News, Detroit DEALERSHIP HANDLING 

- 26 ii iJ 

*. i ke | BUSINESS MANAGER—13 years’ experi- ONE OF THE "HS 3 
oration, ence, knowledge all phases of operation. (in Northwest) 
‘5. Til. excellent accountant, daily operation con- b 
: trols, departmentalized statement, N.Y., Virtually no freezing or hot weather. 100 car 
y (0 & or N.J. Box 6436, c/o Automotive News, potential. Parts and equipment—$i5,000. Will 
lity vol- Detroit 26 lease modern, fully equipped garage on main 
southern GENERAL MANAGER 41. 12 vears’ ex- street at $400 mo. Health, reason for selling. 
: perience in wholesale and retail, expert — Detroit 26, Box 6445, </o 
ete out- knowledge of all phases of dealership ' 4 
personalaigy: 9Peration. Thomas, Box 3715, Washington, 
e News, en ee gee E 

OUNG MAN, 38, married, good appear- ee eee aad = 
3°’ deal- ance, producer, highest character and | DEALERSHIP WANTED _ 
- ynlim- financial references, seeks manager or GM DEAL UP TO 300 cars. Preferably in 
n. Give sales manager position Ford or GM, 10! Michigan. Have cash and factory ap- 
a recent years experience emphasis sales or will proval. Ready to act. Strictly confidential. 
nization buy in. Box 6437, c/o Automotive News, Box 6441, c/o Automotive News, Detroit 
x 6409, Detroit 26. 26. 
— DEALERSHIPS AVAILABLE 









NATION-WIDE DEALER 
ORGANIZATION WANTED 


Not just an occasional replacement of existing dealers, but 

















a whole new organization of 3,000 or more new dealers to 
sell what is sure to be the most wanted and most beautiful 
car in America. You must have experience, capital and the 
location. Regardless of your present connection, your appli- 
cation will be held strictly confidential. Give full information 
in first letter. Get in on the ground floor for your greatest 
profit opportunity. Box 6400, c/o AUTOMOTIVE NEWS, 
Detroit 26. 











| NO INVESTMENT, BE IN BUSINESS for 


AUTOMOTIVE NEWS, SEPTEMBER 3, 1956 


DEALER SERVICES 





INVENTORY SERVICE 


Parts and Accessories 
ae CERTIFIED REPORTS * 
@ Obsolescence Disclosed 
@ Shortage or Overage Established 
@ Inventory Investment Evaivated 
@ Analysis of Methods and Procedures 
Full time experts. No pick-up part time help. 
Call or write for service details 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 
Western Dealers Attention 
429 S. Western Ave. Los Angeles 5, Calif. 
Du 9-5095 





BUSINESS OPPORTUNITIES 


yourself. Sell automotive dealers nation- 
ally accepted and high repeat systems and 





sales aids. Write for particulars to Frank 
Madigan, Sales V.P., Barry Cleveland 
Corp., 2183 West 26th St., Cleveland 13, 


| 1 am in need of floor jacks, steel bins, and 





Ohio. 


NEW LINES WANTED 
MANUFACTURER'S AGENT 20 years’ 
experience automotive trim, seeking addi- 
tional accounts. Office in Fisher Building, 
Detroit. Box 6427, c/o Automotive News, 
Detroit 26 


CARS FOR SALE 


“BERS BBHRBHBEHRHBERBHR ES 


EX-TAXIS: 
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€ e 
a Priced for quick sale » 
® 150 1954 CHEV.......$225 r 
- 100 1953 CHEV......$170 » 
B 100 1953 PLYM......$145 © 
. * 
@ Every one with:— 2 
5 @ Heater e 
. @ Defroster a 
« @ Puncture Seal Tubes S 
* @ Excellent Bodies = 
8 @ Good Motors - 
s @ Excellent Upholstery 
7 Contact Harry Mattia . 
= POTAMKIN CHEVROLET CO. = 
# 1101 S. Broad St. * 
= Philadelphia 1. 
2 Phone HOward 7-5400 s 
sR RSBSSBEE RE HRREB SB BY 





CARS WANTED 


CONTINENTAL FOR six thousand dollars 
also late Jaguar sedan, Viner & Shields, 
Rockford, Ill, 











WANTED TO BUY 


Large Number of Late Model Fleet 
or Leasing Cars for Export Purposes. 
Write full description, quality, quantity 
available, date available and price in first 
letter. 


Reply to 
P. O. Box 8752 University Park Station 
Denver 10, Colorado 





PARTS FOR SALE 





BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formerly Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 


SHOP EQUIPMENT FOR SALE 


| FOR SALE—Dealers dynamometer. Good 


|CLAYTON DYNAMOMETER, model C 41, 


condition. Bragg Auto, West Memphis, 
Ark. 





top floor and portable with tune-up in- 
struments. $1,275. Carl Tengdin, 705 
Whitley, Joliet, Illinois. Phone Joliet | 
2-8228. 


SHOP EQUIPMENT WANTED 


SHOP EQUIPMENT WANTED | MEETS ALL I.C.C. 
other shop equipment. Anyone going out of REQUIREMENTS 


business or that has the above items, please | 
see | The NEW 


VARNELL CHEVROLET COMPANY 


Tracy City, Tennessee I BLUE @® CHIP 


TRUCKS FOR SALE. 
1955 CHEVROLET 4100, two speed, 7.50x20 TOW- PILOT 
tires, 490 Holmes twin boom wrecker. | 


1951 Ford F-8, two speed, 10.00x20 tires, | 
W35 Holmes wrecker. 1954-55 Ford F750 | 
tractors, 2 speed, air prakes, 1953 White | WITH LUBRICATED 


WC2464 tandem tractors, 8 speed Road 

Rangers, lockouts, sliding 5th wheels. AUTOMATIC BRAKE 
& GUIDE CABLES 

1945 Federal 6x6 tandem wrecker, New 

25 ton tandem lowboy trailers ... big 

St. Louis 10, Mo, Phone Franklin 1-1750. ATTACHES COUPLING HEAD 








1953 White WC2262PLT steering tandem 
tractors. 1952 GMC, 650 Diesel tractor. | 
discount. Write or call Bill Fishel, Van- ONLY ONE CHAIN LOCK BOLT 
deventer Auto Sales, 717 S. Vandeventer, 


BUSES FOR SALE FOUR CLAMPS TO FIT 
NEW 1956 CHEVROLET model 4502 with 
Thomas 36-passenger bus bedy, model 98% OF ALL CARS, PLUS 


DSK 1690, painted empire blue. For sale 


at almost cost. McClinton Chevrolet Co., 
Box 1458, Parkersburg, W. Va. 2 Large adaptor clamps 








7 BUSES WANTED ——— fF are included with each unit 
WILL BUY USED echool ‘buses 36 to 66 DEALERS' SPECIAL (F.O.B. Factory Net) 
tora, Dealer, Bex O47, c/o Autometive Less Guide Cables 
ee ee ha at 2 $§ 235 FED. TAX 
ANTIQUE CARS FOR SALE INCLUDED 
a Ae Saad eT cee seat | WITH AUTOMATIC BRAKE 


good condition. 1925 Buick sedan—good. AND BRAKE CABLE 


1926 Buick coupe—immaculate condition. 
Jim Lalley, Mitchell Body Shop, Mitchell, 


8. Dak GUIDE CABLES 


ANTIQUE FOR SALE. 1925 Cadillac 4- DEALERS' SPECIAL (F.O.B. Factory Net) 
door, showroom condition inside and out. 





Low mileage, a real collector's item 

Phone or write Mallory Buick Co., 5730 $ 90 FED. TAX 

Natural Bridge, St. Louis, Mo. EV 5-5454 INCLUDED 
MISCELLANEOUS = 


THE FAMOUS 
MOTO-MATIC 


TOW «+ GUIDE 


WITH UNIVERSAL 
(WRIST) ACTION. 
Four Clamp Hook-Up 


DEALERS’ SPECIAL (F.O.B. Factory Net) 


S 44* FED. TAX 
INCLUDED 
Meets 1.C.C. Strength Requirements 


e 
Liberal 


Quantity Discounts 
To Distributors 


TOW-KING 
4 Point Hook-Up 


Another Automatic 


BraKinG Product 


SPECIAL (F.0.B. Factory Net) 


oe 
Automatic BrakinG 


Monet sys 
ook- 
Less Guide Cables 5 I 


Meets I.C.C. Strength Requirements 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


QUICK-TOW Bumper- 
to-Bumper Tow 


TRI-KING 3- Hook- 
Up vate tee Bor... $35.00 


“Leaders in the Industry 
Since 1939" 


Tow Bar Sales Co. 
Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 72-0700 AN 3-8888 Nites: DO 3-8373 


Call Collect W* psy cherges 


40 So. Clinton St., Chicago 6, Ill. 


Canadian Factory Distributors 
FIVE WHEELS LIMITED 
599 Yonge St. 
TORONTO 10, ONTARIO 





New Subscription Order 


Send Automotive News to Address Below 


U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


TRADE CONNECTION: 


Car Dealer [J Truck Dealer [] Manufacturer [1] 
Jobber [] Insurance [1] Financial [J Supplier [] 


Ree OE GOR s a kis hpina gk-e00s0ndbedesesnesstibhe: Midis sauna 
9-3-56 





“fhe truck dealer 


who had the best setup 


* 
in town e e e that is, he thought he had the best setup. Everything looked rosy 


at first. Then prospects began asking for all types of trucks that 
were not in his line. Very embarrassing. 


That could never happen to an International Dealer. Every 
truck operator is his prospect! Because International has the 
world’s most complete line—with a priceless reputation for quality. 


If you’re looking for a real setup, why not consider an Inter- 
national Truck franchise? A few are still available. 


Just write to: Manager of Sales, Motor Truck Division, Inter- 
national Harvester Company, 180 No. Michigan Ave., Chicago 1. 


INTERNATIONAL TRUCKS 





